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The week beginning Oct. 4 and ending Oct. 10 
being designated as National Fire Prevention Week, 
the time is opportune for calling attention to the dan- 
ger of careless carrying of matches by workmen em- 
ployed in lumber yards, planing mills and wood- 


Fire 
Prevention 


Week 





working plants of every sort. The accompanying 1l- 
lustrations tell the story. When no coat 1s worn, 
the workman often carries matches in the trouser 


pockets, along with keys, knife etc., and when any of 
these article are pulled out (see cut No. 1) a match 
or two may drop to the floor or ground unobserved. 
When a coat is worn, matches may be carried in the 








How Little Matches Start Big Fires 




































side pocket, which often has a hole (see cut No. 2) 
through which matches may drop, perhaps upon 
shavings or other inflammable material. Then a lit- 
tle friction, perhaps from someone’s foot (see cut No. 
3), completes a story of which the sequel may be 


October 4 


to | 


October 10 


One way in which oper- 


written in smoke and flame. 
ators of lumber yards, planing mills and woodwork- 
ing establishments of all kinds may contribute to the 
observance of National Fire Prevention Week would 
be to post on their bulletin boards a warning against 
the danger of carrying loose matches, so vividly 
shown by the illustrations on this page. 
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Every buyer likes to feel that the manufacturer supplying his lumber needs has ample tim- 


ber holdings to guarantee him a continuous source of supply. He wants every shipment to 
be of the same uniform, high quality. 


SN 
— 


That is just the guarantee we offer lumber dealers. To give you an idea of the density of 
our timber, we show below a bird's-eye view of only a small portion of our immense hold- 
ings of "Omak-Kwality" Okanogan Soft Pine timber. 












Okanogan Soft Pine is the finest quality, soft-textured Pondosa Pine. It is 
naturally suited to the manufacture of the items shown on the right. ) 
That's why we specialize in these items. IN 


Investigate the excellent quality of our lumber and our MIXED CARS 
complete manufacturing facilities. You'll find it with 


fitabl | ie k-Kwality" 4 Cut-to-length 
profitable to sell ""Omak-Kwality" products ae 


WRITE NOW FOR COMm- - oe hee or 
PLETE STOCK LIST MOULDINGS 
AND PRICES. — 
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High Grade 
FINISHING 
LUMBER 


Biles-Colemanioumber CoO., OMAK.WASH. 
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( MG Ora California White Pine 
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Bird’s-eye View of Our Sawmill, Remanufacturing Plant and Yards at Algoma, Oregon. 


SOFT TEXTURED CALIFORNIA WHITE PINE 


CLEARS, SELECTS, FACTORY PLANK, BEVEL SIDING, COMMON LUMBER AND BOX SHOOK 


Algoma Lumber Co., "tit Fay Building, Los Angeles, Cal. | 
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Trainload Shipments of 
Lumber Make Im- 


pressive Showing 


ITHIN the last six months the 
WV AMERICAN LUMBERMAN has re- 
corded the shipment of four solid 
trainloads of lumber, one from the 
South, and the other three from Calli- 
fornia. In this issue is the story of one 
of these trains, seventy-seven cars, 
leaving Chicago for final destinations 
in eastern territory. Under normal 
conditions solid trainloads of lumber 
are not unusual, though it is out of the 
ordinary for individual concerns or 
even small groups to make such ship- 
ments. That it has been possible to 
record the dispatch of two trainloads 
of lumber within two weeks from two 
concerns in California would seem to 
be an indication that there is an in- 
creasing need for lumber in the yards 
of retail lumber dealers and wood 
using industries in the East, that cer- 
tain types of lumber are constantly 
growing in favor and that salesmen for 
the concerns making the shipments 
have been unusually active. _If it could 
be recorded also that these trainloads 
of lumber were sold and shipped at 
even a modest profit to the producers, 
that fact would be encouraging indeed. 
This latest trainload shipment of 
lumber from California marks another 
important step in the development of 
transcontinental transportation facili- 
ties and the consummation of a dream 
of a great railroad executive who truly 
deserved his title of “Empire Builder.” 
The completion of this extension into 
the timber regions of California and 
southern Oregon of the Great North- 
ern Railroad will make more easily 
available to the people of the middle 
West and the East a timber supply 
which with proper exploitation and 
conservation should serve them for 
ages to come. As this latest trainload 
shipment of lumber marks the begin- 
ning of traffic over an important new 
railroad line, may it not be hoped that 
it also marks the beginning of a de- 
cided upturn in the demand for lum- 
ber, and the beginning of a revival of 
business for an industry that has been 
dragging in the very depths of de- 
pression? 

While speaking of shipments of 
lumber by the trainload seems im- 
pressive, the fact is that a trainload of 
lumber is but a mere drop in the bucket 
compared to the great volume that is 
needed to take care of normal demands 
of the construction and the wood using 
industries. Reports from practically 
every section of the country indicate 
that retail lumber yards and the ware- 
houses of the wood using industries 
are practically bare of lumber, while 
at the same time there is a constantly 
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increasing dammed-up demand for new 
housing as well as for repairs and re- 
modeling. Sooner or later the move- 
ment will begin for taking care of this 
demand and it is practically certain 
that calls then will be made upon the 
producers for quick shipments to which 
they may not be in position readily to 
respond. 

Trainload shipments of lumber such 
as those to which reference has been 
made are bright spots in an otherwise 
dark and cloudy sky, but with a revival 
of the building industry, which can not 
much longer be delayed, the enthu- 
siasm over such trainloads will be com- 
pletely overshadowed by the more 
pleasing music of the hammer and the 
saw and the many activities incident to 
the production, the shipment and the 
use of lumber. 





Huge Preventable Loss 


of Life and Prop- 
erty by Fire 


NNUALLY the subject of the pos- 
sibility of reducing the immense 
annual loss of life and property 
by fire is brought to the national con- 
sciousness by the recurring observance 
of Fire Prevention Week, which this 
year is scheduled for the period be- 
ginning Oct. 4 and ending Oct. 10. 
Fire is the universal enemy, taking 
an average annual toll in the United 
States of upward of ten thousand hu- 
man lives, and property to the value of 
more than five hundred millions of 
dollars. Were some great catastrophe 
to cause loss of life and property to the 
extent of one year’s total destruction 
by fire, the demand for effective 
measures, if possible, to prevent its re- 
currence would be universal and in- 
sistent. But because the losses by fire 
are incurred day by day, year in and 
year out, people have become inured 
to them, if indeed they do not regard 
them as something inevitable. 


The fact remains, however, that the 
vast majority of destructive fires are 
man-caused; indeed, with the excep- 
tion of those caused by lightning, prac- 
tically all may be said to be, indirectly 
if not directly, due to human failure 
at some point. While this is discour- 
aging from one standpoint, as evidenc- 
ing the prevalence of carelessness and 
negligence in a most vital matter, from 
another standpoint encouragement 
may be found in the fact that what 
man causes, he may prevent, or at 
least mitigate, if he will. 

It behooves everyone, especially op- 
erators of lumber yards, planing mills 
and woodworking plants generally, to 
exercise constant supervision over all 
the gateways through which the 
dreaded enemy may enter. Such ob- 
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vious dangers as the careless handlip 
of matches, especially those of the non- 
safety variety which still are in wid 
use, the disposal of lighted cigar and 
cigarette butts where they may cays 
ignition, the defective insulation 9 
electric light wires etc., need not be 


more than mentioned, for almost 
everyone recognizes their  inheren; 


possibilities for causing fires. 

One need not be an anti-cigarette 
crank to recognize the fact that the 
enormous increase in the number of 
users of tobacco in that form during 


the last few years has greatly jp. 
creased fire hazards. Whether one 


reaches nonchalantly for one brand of 
cigarette, keeps kissable with another, 
or soothes his (or her) larynx with a 
coughless third, the lighted butts of all, 
carelessly dropped into inflammable 
material, are equally dangerous. 

It has frequently been said, but can 
not be repeated too often, that a clean 
yard or plant is a good insurance risk, 
Therefore, an excellent way to observe 
Fire Prevention Week is to clean up 
the premises thoroughly, removing all 
rubbish, particularly that of a com- 
bustible character. 

Finally, inasmuch as a fire jn the 
incipient stage is easily put out 
whereas given a little start it may defy 
control, the importance of having, at 
strategic points and ready for instant 
use, effective means for extinguishing 
any small blaze that may be discov- 
ered, hardly needs emphasizing. 





World’s Fair of 1933 Is 
Assuming Visible 
Form 


NE of the editors of the AMERICAN 
LUMBERMAN was a guest at a 
luncheon recently tendered a group 

of representatives of the trade press 
by the management of the Chicago 
Century of Progress Exposition of 
1933, the party afterward being taken 
for a tour of inspection of the grounds 
and buildings. The visible evidences of 
progress, in the form of five already 
completed or nearly completed build- 
ings, in the major category, tell only a 
small part of the story; the rest being 
the vast amount of planning and pre- 
liminary work that is constantly going 
on in that hive of activity known as 
the Administration Building. Perhaps 
the most interesting single feature ob- 
served was one of which the general 
public has as yet seen nothing—the 
laboratories where experiments are be- 
ing carried out and processes perfected 
for illuminating effects that will dazzle 
the world when they burst forth in all 
their beauty and grandeur on Chi- 
cago’s lake front, with the opening of 
the World’s Fair, now only twenty) 
months away. 
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Georgia Tax on Lumber Dealers 
Declared Constitutional 


Artanta, GA., Sept. 28.—The section of the 
general tax act of 1929 which imposes a grad- 
vated tax upon lumber dealers in the State, 
has been upheld by the Supreme Court of 
Georgia. 

This section of the act was attacked by the 
Case-Fowler Lumber Co., of Macon, in the 
Bibb superior court, and was held by the lower 
court to be discriminatory because it was based 
upon the population of cities and towns in 
which the dealers were located. The supreme 
court, however, reversed the decision of the 
lower court, and ruled that the tax was neither 
discriminatory nor unconstitutional. 

The tax ranges from $10 to $100 a year, 
depending upon the size of the city in which 
the dealer is located. 





Los Angeles Arrivals 
[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., Sept. 30.—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 10,457,000 feet, there 
having been eleven cargoes of fir with 9,857,000 
feet and one of redwood, with 600,000 feet. Ar- 
rivals the preceding week amounted to 6,573,- 
000 feet, consisting of eighteen of fir and none 
of redwood. Unsold lumber on the harbor to- 
taled 6,397,000 feet, compared with 6,831,000 
feet the preceding week. Sixty-one vessels are 
reported laid up and one operating offshore. 
The preceding week sixty-three vessels were 
reported laid up, and one operating offshore. 





Ocean Rates 


New OrLEANS, Sept. 28.—Argument for and 
against the issuance of a temporary restraining 
writ asked by the American Pitch Pine Export 
Corporation to prevent the Gulf-United King- 
dom steamship conference from continuing its 
imposition of higher ocean charges on hard- 
wood shipments not forwarded under exclusive 
carrier patronage was heard today in Federal 
district court. Briefs covering the arguments 
advanced by opposing attorneys will be filed, 
subsequent to which a decision will be handed 
down as to whether an injunction will issue 
pending final disposition of the case. 

The principal objective of the attack by the 
corporation, which was organized under the 
Webb-Pomerene export trade act, is to break 
up the methods by which Gulf port shipping 
lines force hardwood exporters to give them 
all of their business. The shipping companies 
not only quote substantially lower rates to those 
exporters signing contracts to give them all 
lumber business, but slash the established rates 
to such a point as to cause loss to any agency 
chartering tramp steamers for lumber export 
movement. 





Trade Commission Denies 
Rehearing in White Pine Case 


Wasnuincton, D. C., Sept. 28.—The Federal 
Trade Commission has denied petitions of 
twenty-three western lumber manufacturing 
concerns for rehearing in the cases in which 
they were ordered last June to stop the use 
of trade terms which include the phrase 
“White Pine” in describing yellow pine lum- 
ber of the species Pinus Ponderosa. The peti- 
tioners were among thirty-nine companies or- 
dered by the commission to discontinue this 
practice. The companies whose petitions were 
denied are as follows: 

Clover Valley Lumber Co., Reno, Nev.; 
Davies-Johnson Lumber Co., Calpine, Calif.; 
Diamond Match Co., Chico, Calif.; California 
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Fruit Exchange, Sacramento; Feather River 
Lumber Co., Delleker, Calif.; Kesterson Lum- 
ber Co., Dorris, Calif.; Hobart Estate Co., 
San Francisco; Fruit Growers Supply Co., 
Los Angeles; Siskiyou Lumber Co., Mt. 
Hebron, Calif.; Quincy Lumber Co., Quincy, 
Calif.; Spanish Peak Lumber Co.; Lassen 
Lumber & Box Co., and Red River Lumber 
Co., San Francisco; Owen-Oregon Lumber 
Co., Medford, Ore.; 3ig Lakes Box Co., 
Ewauna Box Co., and Klamath Lumber & 


Eastern Distributers Visit West 
Coast 


SEATTLE, WASH., Sept. 26.—Much interest is 
expressed in the visit of a committee represent- 
ing the organized distributors of West Coast 
lumber on the Atlantic Coast, who are here 
upon invitation of a group of manufacturers 
to consider means for stabilizing the Atlantic 
Coast market. A number of meetings have 
been held, and the committee has met lumber- 
men in Seattle, Grays Harbor and Portland. 
That better marketing conditions in the East 
will result from their visit is felt by those who 
have participated in the meetings. Millmen, 
buyers, shippers, and wholesalers have ex- 
changed ideas with the committee, which is 
composed of the following: H. P. Wyckoff, 
A. C. Dutton Lumber Corporation, Poughkeep- 
sie, N. Y.; B. L. Tim, Hirsch Lumber Co., 
New York City; Wells Blanchard, Blanchard 
Lumber Co., Boston, Mass.; Otis N. Shepard, 
Shepard & Morse Lumber Co., New York City; 
D. R. Meredith, Hold-Meredith Lumber Cor- 
poration, New York City; and H. M. Guernsey, 
Guernsey-Westbrook Co., New York City. 





The Thunder of 
Silence 


In a recent conversation a busi- 
ness man said: “When I was a 
boy our folks were awfully hard 
up. We were very poor, but our 
neighbors didn’t know it. We 
never talked about it.” 


What good does it do to al- 
ways bring up in a conversation 
how hard up we are? 





A striking card just received 
brings out this point. Read it: 


THE THUNDER OF SILENCE 
LET'S TRY IT ON DEPRESSION 


Manufacturer Takes Cotton in 
Exchange for Lumber 


LaureL, Miss., Sept. 28.—While a number of 
retail lumber dealers in the middle West have 
been offering to take wheat in exchange for 
lumber and building materials, it has remained 
for one of Laurel’s leading lumber manufac- 
turers to be the first of the producers in the 
South to offer to take cotton in exchange for 
lumber. The Gilchrist-Fordney Lumber Co. re- 
cently carried advertisements in the local papers, 
advising farmers that this company would trade 
lumber for cotton on the basis of a price for 
the staple 2 cents a pound higher than the 
current market. Through this offer the com- 
pany hopes to revive building and repairing 
among the farmers of Jones County and thus 
in turn help to speed up the wheels of industry 


We'll never have prosperity 
until we quit advertising 
depression 


Advertising is a powerful force 
for good or evil 





Box Co., Klamath Falls, Ore.; Lamm Lumber 
Co., Modoc Point, Ore.; Pelican Bay Lumber 
Co., Algoma Lumber Co., and Shaw Bertram 
Lumber Co., Klamath Falls, Ore.; Cady Lum- 
ber Corporation, and George E. Breece Lum- 
ber Co., Albuquerque, N. M. in this section. 


Wake Up, New York 


Rosert R. Uppecrarr, in Advertising and Selling 


In the course of my activities I come in con- 
tact with business men in various cities between 
the Atlantic and the Mississippi, and for months 
past they have practically all been telling the 
same story: that they hear more gloom in New. 
York than in any other city they visit. This 
checks with my own experience. Pessimism 
seems to be “in fashion” in New York. 

It was not until last week that I came to ap- 
preciate fully what this means to New York 
as the greatest buying center in the country, or 
to the general business situation. It was a 
hardware buyer from Boston who opened my 
eyes. 

“IT went to New York last week,” he said, 
“to buy a substantial bill of goods. Everywhere 
I went, in the wholesale houses and the hotels 
and the stores, they talked nothing but de- 
pression, and a blue brand of depression such as 
I do not hear in Boston. My firm is comfort- 
ably off financially and I had gone down to 
New York to stock up for the next few months, 
but before I had been there half a day I began 
to wonder if everyone in New York had some 
inside information that the rest of us lacked, 
that for a certainty the whole country was go- 
ing into bankruptcy within the next ninety 
days. I grew cautious. By the end of the 
second day the people upon whom I had called 
to place some rather generous orders had talked 


me out of buying, and I came back to Boston 
with a bad case of ‘economic blues,’ having 
spent only a few hundred dollars for some ab- 
solutely essential fill-in merchandise. 

“On the evening I left New York,” he con- 
tinued, “I met two buyers from Chicago, buying 
different lines, and they told me that they had 
had exactly the same experience. Their firms 
had decided that the time had come to build up 
their stocks and they had come to New York 
for the purpose of placing their first large or- 
ders since the fall of 1929. But New York had 
talked them out of buying, and they were going 
back to Chicago having bought scarcely enough 
merchandise to make their trips pay for them- 
selves.” 

Is it not about time for New York to snap 
out of its gloomy sophistication ? 

That little section of Manhattan Island south 
of Brooklyn Bridge which has been suffering 
the splitting headache of the day after an ep- 
ochal debauch is not the whole United States. 
It consumes little of the world’s merchandise. 
It should not be permitted longer to dictate the 
fashion in business thinking to such an extent 
that business houses which have something to 
sell to our 122 million people let themselves de- 
liberately talk themselves out of orders. 

The day has come for New York to wake up 
and get out its order book! The rest of the 
country is ready to do some business! 
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QUERY AND COMMENT 


Literature on Millwork Construction 


I am interested in securing literature on sash 
and door construction, specifications, grades etc. 
necessary for the starting of a small sash and 
door factory here. The lumber used would be 
Mexican white pine. 

Kindly advise me if you have available litera- 
ture of this kind, and cost of same.—INQUIRY 
No. 2,695. 


[This request, as is indicated by the content, 
comes from Mexico. So far as known to the 
AMERICAN LUMBERMAN there is no comprehen- 
sive book or literature on sash and door manu- 
facture. However, the “Standard Miniature 
Millwork Design Book No. 129,” contains the 
combined standard lists of open sash, glazed 
sash, panel doors, glazed doors, outside blinds, 
as well as grading rules, directions for order- 
ing and opening sizes. This book would not, 
of course, serve as a guide for the manufacture 
of the millwork shown. It might, however, be 
very helpful to anybody contemplating starting 
such a plant as this inquirer has in view. The 
book is supplied by the AMERICAN LUMBERMAN 
at the publisher’s price, 50 cents a copy, de- 
livered. 

In this connection the inquirer may be in- 
terested in another book, entitled “Woodwork- 
ing Machinery,” which contains illustrations and 
descriptions of the various machines used in 
woodworking including of course those used in 
manufacture of sash, doors and blinds. The 
price of this book is $3 a copy delivered. It 
is quite likely that some of the manufacturers 
of woodworking machinery could give this in- 
quirer some helpful information. The inquirer’s 
name will be supplied on request.—EbI1Tor. | 


Characteristics and Uses of Willow 


I would like to know 
market for willow wood. 
willow wood is used 
I correct in this? 

I know that if there is a 
wood the AMERICAN LUMBERMAN will know it. 
I will deeply appreciate any information you 
can give me as to where I might find a mar- 
ket.—INQUIRY No. 2,691. 


where I could find a 
I seem to recall that 
for artificial limbs. Am 


market for this 


[The foregoing inquiry comes from the In- 
land Empire. The inquirer is correct in under- 
standing that willow wood is used for artificial 
limbs. Willow, however, is used for a number 
of other purposes, besides the one mentioned. 
Manufacturers of radio cabinets and other cabi- 
nets, show cases, store fixtures, interior finish, 
caskets and coffins, furniture specialties, novelty 
furniture, and office fixtures are known to buy 
_willow in considerable quantities. 

An English author states that no other wood 
has been found that can be used to such ad- 
vantage for artificial limbs. “The tree trunk 
itself,” he says, “or squares sawn out of it if 
the size be large enough, can be shaped and hol- 
lowed to the form of a limb and although dur- 
ing the process or when drying it does occa- 
sionally split, it will generally stand. No other 
wood has been found that will satisfactorily pass 
this test. A considerable quantity was imported 
from America during the war. The American 
artificers, who during the war were in charge 
of the artificial limb factories at Roehampton, 
called the wood they used ‘red willow.’ I have 
been unable to trace the actual species, but I 
can not distinguish it from the English bat wil- 
low. Owing to the wood denting instead of 
splitting when struck by heavy objects, it is 
valuable for lining for carts, barrows, brakes 
for railways and other wagons. It is especially 
good for the last named purpose, as it does not 
fire so readily as other woods by the friction 
of the wheels.” The author quoted states that 
the well known bat willow is famous wherever 
the English language is spoken, and that al- 
though it always commands such a high price 
for bat blades, and the demand is so large, it 


possesses many valuable characteristics which 
should encourage every forester to plant the 


tree whenever it can _ thrive. 


stain readily and is susceptible to a very fine 
When so finished and stained this wood 
may be mistaken for some of the finest furni- 
ture woods by the uninitiated—Ebiror. ] 


Strength Values of Various Woods 


finish. 


One of our customers is 
table showing strength 


timber. 


No. 2,700. 


[This inquiry is made by a New York State 
woodwork manufacturing concern. 
regarding strength values of woods is avail- 


forms. 
Values for Various 


able in several 
“Strength 


European Species of Wood” was issued some 
time ago by the Lumber Division of the Bureau 
Commerce of the 
This is a 

It is obtainable 
from the Superintendent of Documents, Gov- 
Printing Office, Washington, D. C., 


of Foreign and Domestic 
Department of Commerce. 
about 11 by 18 inches in size. 


ernment 
at a nominal price. 
Another source of 


ture “Miscellaneous 
titled “The 
Woods.” 


Strength of 


above mentioned chart. It 


inquiring 
of various kinds of 
Do you publish a chart of this kind, 
and if so, what would the price be? 


A chart or table of the 


information 
line is United States Department of Agricul- 
Publication 
North 
This is a booklet of 17 pages and is 
much more comprehensive in its field than the 
also is obtainable 





a copy. 
Willow takes 
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for a 





INQUIRY 


Information 


American and 


Tanguile is 
to moderately 


sheet 


sawed; 
along this 
No. 46,” en- 
American — the 
addresses of 


at the Government Printing office, at 5 
EpIrTor. | 


Philippine hardwoods. 
quirer will be given on request.—EbiTor.] 


2 Cents 


Sources of Dark Red Tanguile 


We would appreciate you advising us where 
we could locate some 4/4 
red tanguile.—INQUIRY 


and 8/4 


FAS dark 
2,701. 


No. 


[This request is made by a Michigan lumber 
Tanguile is 
Philippine mahoganies,” and is known also as 
“Bataan mahogany,” as well as “tanguile ma- 
hogany.” It belongs to the Dipterocarp family, 
which includes the lauans, and is said to be 
the best of the group so far as concerns grain, 
figure, and hardness, though it is not so rich 
in color as the red lauan. 
of red lauan are substituted for tanguile on 
Manila market. 
constitute the bulk of the so called “Philippine 
mahogany” sent to the United States, though 
rarely other species of the Dipterocarp family 
may be included. ; 
“soft to moderately hard; light 


one of the so called 


The heavier grades 


Tanguile and red lauan 


heavy; heartwood pale red to 


dark reddish-brown; grain distinctly crossed, 
forming a conspicuous ribbon when quarter- 
texture 
splitting and warping very little; easy to work.” 
Tanguile, in general, is slightly heavier, harder, 
stronger and finer-grained than red lauan. To 
inquirer have been 


rather coarse; seasons well, 


sent the names and 
concerns that handle 
The name of the in- 


several 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








There is scarcely any water 
in the river at Beaumont, 
Tex., and as a consequence no 
logs. The mills are shut down 
and the hands have gone to 
work on the East Texas Rail- 
way. 

* * a 

The refrain of the Beaumont, 
Tex., millmen is “Rise, river, 
rise! We'll go to the dogs if 
we don’t get logs; rise, river, 
rise!’ Thus says a Beaumont 
paper. In the meantime 
arrangements are being made 
by the millmen for the bringing 
of timber to the mills by 
way of the East Texas Rail- 
way. One firm has made con- 
tracts to the amount of 40,000 
feet a day. 

a + + 


The Muskegon Boom Co. has 


advanced the pay of its men 
to $2 a day. 
_ — i 
When the assassin’s bullet 


struck President Garfield, July 
2 political differences and sec- 
tional prejudices were forgot- 
ten, and all sections, and all 
parties, united in one heartfelt 
wish that the President would 
recover. Two and a 
months, filled with hope and 
despair, have passed, but skill 
and prayer were unavailing, 
and at the time we are writing 
the citizens of Chicago are 
draping their buildings in 


halt} 


mourning. There is to be seen 
many a moist eye on the streets 
and there is general sadness. 
The minute guns in New York 
are telling to millions the sad 


termination, and from San 
Francisco come _ dispatches 
filled with words of sorrow. 


Garfield bore his wounds and 


sickness 


heroically, but many 
before him have borne theirs 
as well. The American people 


will honor his name. They will 
remember that he was a ripe 
scholar, a broad thinker, a 
brave soldier, a loving husband 
and father, and a statesman 
who wished and worked for 
the welfare of the great peo- 
ple he represented. But the 
flags that are at half mast and 
the bunting that is being 
draped means more than that 
Garfield is dead; we are 
in mourning because our Presi- 
dent is dead. These are tokens 
of respect for the dead and 
emblems of love for our coun- 
try. No event could portray 
to a greater extent the love 
that we have for the form of 
government under which we 
live. It brings to the surface 
that loyalty that lives in the 
American heart and that will 
live though men come and go. 
* * + 

A. C. Danner & Co., Mobile, 
Ala., shipped by “Lady Duf- 
ferin” for Liverpool, awhile 





since, a cargo consisting of 1, 
250,000 feet of lumber, deals 
and hewed timbers; the first 
direct shipment to Europe 
from this port was made sev- 
eral years ago by H. C. 
Vaughn, at present the super- 
intendent of the mill of A. C. 
Danner & Co., and consisted of 
hewed timbers. 
. * 

The Chicago & West Mich- 
igan Railway Co. is now build- 
ing a branch road from White 
Cloud to Butter’s Station, on 
the Flint & Pere Marquette. 

. + . 


The Lumperman was fav- 
ored with a very pleasant visit 
from R. M. Lockhart, of the 
firm of R. M. & W. C. Lock- 
hart, Waterloo, Ind., quite ex- 
tensive operators in hardwood 
lumber. In fact, they rather 
figure as pioneers in the busi- 
ness, having been engaged in it 
since 1855. They shipped the 
first carload of lumber carried 
in Indiana by the Michigan 
Southern road. They have 4 
sawmill at Crawfordsville, Ind. 
and one at Des Moines, Iowa, 
at which place W. C. Lockhart 
is located. These gentlemen 
are the owners of the lot of 
walnut logs carried over the 
dam in the Des Moines River 
and scattered promiscuously 
over the country below by the 
remarkable July floods. 
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LUMBER MARKET REVIEW 


Southern Pine Shipments Exceed Cut by 21 Percent; 
Bookings Taper Off 


Southern pine bookings during the week ended Sept. 26 
exceeded production by 9 percent, and shipments were 21 
percent ahead of production. In the middle West, yards 
seem to be severely restricting their purchases, and much 
of the business is in badly mixed or pool cars. There has 
been a somewhat better demand in the East, especially for 
larger timbers for construction projects, but western com- 
petition for the orders is keen. Mills have been handling 
a good many yard inquiries, but the small amount of busi- 
ness that results is disappointing. Neither are railroad 
inquiries productive. Usually at this time of year the roads 
send in orders for forward requirements, but seem to be 
postponing all track and rolling stock repairs. A number 
of mills are said to be too eager to reduce stocks further 
before winter sets in, and their efforts to do so are bearing 
down on prices. Stronger sellers are demanding prices 
that at least pay costs of production, but they find it diffi- 
cult to get a fair share of the business in competition 
with the few mills that feel they need orders. 


Inland Empire Bookings Almost Equal Low Output, Now 
Reduced to 31 Percent Capacity . 


Production in the Inland Empire showed a decided 
decline in the week ended Sept. 26 to 31 percent of capacity, 
as compared with 35% percent the preceding week. The 
week’s bookings were only about 2 percent less than the 
output, so that a strengthening in the position of the 
Ponderosa and Idaho pines may be expected. Sales prices 
of Ponderosa inch C selects continued to strengthen, but 
D selects gave way further. In the common grades of 
Ponderosa declines were offset by advances. Shop had 
been strong, but lost a little ground, as did thick selects. 
Idaho inch C and D selects reversed their price movement 
of the preceding week, the D declining while the C ad- 
vanced; No. 1 strengthened: No. 2, which had gained the 
preceding week, fell back again, and there was a furthen 
softening in No. 3. Many of the distributers are holding 
to their lists, but the market seems to be so highly com- 
petitive that concessions are sometimes granted. Industrial 
demand is perhaps better than retail, but no division of 
the market can be called good. 

The California pine mills in the week ended Sept. 26 
sold about one-third less than their increased cut. They 
evidently desire to fill in depleted mill stocks, their ship- 
ments during the first 37 weeks of the year having exceeded 
their production by 30 percent. 


West Coast Output Declines to 34 Percent Capacity; 
Mill Stocks Are Reduced 


The report of the West Coast mills for the week ended 
Sept. 26 is favorable in one important respect—shipments 
have continued well above production, and there is there- 
fore being effected a reduction in mill stocks that is 
expected to bring about a stronger market situation. The 
week’s shipments were 11% percent in excess of the pro- 
duction. Orders, however, made a poor showing, and were 
4 percent under the production. Further curtailment was 
made, from 35 percent of capacity the preceding week to 
34 percent the week ended Sept. 26. 

Rail trade volume has been maintained at about its recent 
average. An abnormally large proportion of the orders is 
for mixed cars, and there is evidence that retailers as win- 
ter approaches are holding down their buying to the mini- 


Lumber Statistics Appear on Pages 39 and 58 


mum. There have been a few inquiries that might indicate 
an interest in stocking up, but these have not resulted in 
orders. Average of flooring was down 50 cents and that of 
drop siding was down 5 cents, but No. 1 boards averaged 
6 cents and No. 1, 2x4-inch dimension 30 cents higher. 

Atlantic coast business was well maintained, but the 
trade is much disturbed by the uncertainty of rates. There 
is indication that some handlers have had to ship on the 
basis of old rates but sell on the basis of lower ones now 
in effect. Receipts in the East are said to exceed sales, so 
that unsold stocks are being added to. Buyers show little 
interest in adding to assortments. California shipments 
have been cut below the level of consumption, so that 
unsold stocks last week showed a decline. 


Export trade reached one of the lowest points of the year. 
The recent movement has been chiefly to China and Japan, 
and recent political disturbances in these countries are 
interfering with it. 


Northern Pine Mills Curtail Cut to Very Low Point; 
Hemlock Production Declines 


Northern pine production was practically closed off 
during the week ended Sept. 19, being only 16 percent of 
that for the corresponding week of last year. Bookings and 
shipments, however, kept at about recent averages and 
amounted to two and a half times the cut. In both the 
middle West and eastern markets, competition from other 
species is said to be keen, and some concessions are granted 
on northern pine, but for the most part prices are not far 
from the levels established earlier in the year. Northwest 
retailers are taking only small mixed lots for immediate 
needs, but there is a fair movement to the millwork plants, 
which are making up storm sash for winter. Industrial 
consumption is at a very low point both in the Northwest 
and in the East. Orders from retailers in the East are for 
minimum amounts needed to keep stocks in assortment. 

Northern hemlock production is showing its usual sea- 
sonal tapering off. Though production to date this year has 
been about 25 percent less than last year’s, orders and ship- 
ments have been about one-third less than production. 
There is a fair amount of yard trade in Wisconsin and 
Michigan, so better grades are being absorbed, but lower 
grades used by industrials continue slow. 


Hardwood Consumers Are Taking Only Limited 
Amounts; Some Mills Increase Output 


Though southern hardwood shipments during the first 
37 weeks of the year exceeded the production by 22 percent, 
mill stocks are large in relation to current demand, and 
reports that some mills have begun to increase production 
because logs are available at low prices, are disturbing. 
Northern production is now so low that sales are about 
twice as large, and there is great reluctance to increase 
the supply under present conditions. The radio plants have: 
been sending in more orders, and there is a fair and steady 
demand from the furniture factories. A few cars are mov- 
ing to the millwork plants, but demand for flooring seems 
to be easing up, and total placements by building trade 
interests are small. Automobile plants have been slowing 
down production as a rule, but some body builders plan 
increased operations. There has been rather good buying 
of the low grades used for boxes, etc. The export outlook 
is uncertain, but overseas buyers continue to place a few 
orders. Prices are already low and unsatisfactory, but give 
indications of softening. 


; Market Prices and Reports on Pages 59 to 62 
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Plywood Concern Moves Head- 
quarters to Tacoma 


Tacoma, WaAsH., Sept. 26.—The headquar- 
ters offices of the Oregon-Washington Plywood 
Co., formerly at Portland, Ore., now are located 
at 1549 Dock Street, in Tacoma. Officials of 
the company feel that because of closer proxim- 
ity to its operating mills in the Northwest, this 
move will facilitate service to its patrons and 
will centralize the various departments of the 
company. 

The Oregon-Washington Plywood Co. manu- 
factures Lock-Tite Douglas fir plywood, wall- 
boards and concrete form material, which prod- 
ucts are sold throughout the world. The com- 
pany reports widespread interest on the part 
of architects and contractors in its Douglas fir 
plywood concrete form material and predicts a 
great increase in volume for this product which 
is more and more becoming recognized for its 
labor saving and ability to produce a better fin- 
ished concrete job. In addition to the fact that 
it may be used over and over again with prac- 
tically no loss, economy is effected through the 
use of plywood because of its large size and 
100 percent usability. 

Many fine structures have been completed re- 
cently in which large quantities of this com- 
pany’s plywood have been used, among these 
being the large Chicago viaduct being con- 
structed by Wells Bros. Construction Co., and 


the Hill Military Academy Building in Port- 

land, 

Portland Builders Point the Way 
to Better Business 


PorTLAND, Ore., Sept. 26.—That millions of 
dollars are available for construction of dwell- 
ings for occupancy by the owners or for build- 
ers who will dispose of each dwelling when 
completed was intimated at a forum meeting 
Monday night of the Oregon Building Coun- 
cil in the rooms of the Portland Chamber of 
Commerce at Multnomah Hotel. A good sized 
group of men engaged in the various branches 
of the building industry attended. F. H. Mur- 
phy presided. 

President Murphy by 
explained that it had been found that there 
are many persons’ contemplating building 
homes but that they are hesitating, thinking 
perhaps that the bottom of the so-called de- 
pression had not been reached. On the other 
hand, he said, banks and institutions with 
money stored away are inclined to the belief 
that things are about to take an upward swing 
and are willing to lend money on the 50 per- 
cent basis and at 6 percent interest. 

Mr. Murphy said that a survey showed that 
only about 400 dwellings have been built in 
Portland this year and that about them many 
have passed into the discard through age. Or- 
dinarily Portland builds about 3,000 dwellings 
each year. It has been found, too, he said 
that as a result of the depression many fami- 
lies have doubled up but are eager to go back 
into a home of their own as soon as possible. 

A. C. Claussen, who said he had passed 
through several depressions during the last 35 
years that he has been engaged in the real 
estate business, in a talk replete with anec- 
dotes from his experiences led to the sugges- 
tion that a house-to-house canvass be made 
to ascertain what business in the repair, re- 
modeling or new building lines might be cre- 
ated. 

It has been my experience and I have ob- 
served, he said, that every period of depres- 
sion has swept away on a wave of 
small construction. The building business 
is a great wheel with a big psychological 
effect. People say a community is prosper- 
ous when buildings are springing up here 
and there You have noted that the 
end of each depression has been marked by 
building activities in the suburbs and that 
these activities have been followed by larger 
projects. 
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how to go about it to obtain a home? They 
don't happen to know a builder to whom they 
feel they can explain their case. Perhaps 
they own a vacant lot. What these men 
need is someone to act for them, make sug- 
gestions and start them off. 

lL can't 


emphasize too strongly that you 
are facing a situation ripe for action and 
that publicity is the only way to get into 


action. The end of the depression is com- 
ing, you can’t prevent it, but you can help 
speed it along by wetting busy. 





Improves Resawing Equipment 
for Box Lumber 


San Francisco, CAcir., Sept. 26.—Improve- 
ment in quality and appearance of product are 
important phases in manufacturing. The 
Clover Valley Lumber Co., Loyalton, Calif., 
one of the foremost producers of California 
pine lumber, after a series of experiments, re- 
cently has installed improved resawing equip- 
ment in its plant and box factory, which is 
giving great satisfaction. This improved re- 
saw has been developed in the Clover Valley 
plant by employees of the company. 

In resawing box lumber in the 


usual way 


the sawn surface of the lumber is rough, show- 





Note teeth on back of resaw blades which pro- 
duce smooth sawn box lumber with sawdust 
cleaned out 


ing the saw marks, and in addition to that 
there is an accumulation of sawdust between 
the resawn pieces. By the new Clover Valley 
method of resawing the sawdust is cleaned out 
entirely and the saw side of the lumber is 
sawn smooth, giving it almost the appearance 
of planed or dressed lumber. 

The method consists of putting teeth in the 
back edge of the resaw blade, these teeth be- 
ing of special size and design, and are shaped 
and swaged so as to give a scraping edge to 
the full back of the tooth. 

Putting these teeth in the back of the saw 
allows feeding against the saw to be increased 
15 to 20 percent. It clears the sawdust 100 
percent on all classes of lumber, including wet, 
pitchy, hard or dry. Furthermore, it may be 
set so as to smooth the surface of the saw side 
to a degree almost equal to a planer surface. 
This smoothing process is adjustable, according 
to the effect desired. That is, by loosening the 
adjustable rollers the saw will simply clean 
out the sawdust, or by tightening them it will 
smooth down the surface to the desired degree. 

In the box factory such resawing improves 
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the appearance of shooks to a remarkable de. 
gree, and in the case of manufacturing high 
grade shipping containers it eliminates an ey. 
tra dressing. 

The inventor of this process is S. M. Taylor 
saw filer for the Clover Valley Lumber Ge 
and associated with him in developing jt is 
A. D. Osborne, superintendent of the factory 
and planing mill of the same company. 

The Smooth Saw Equipment Co., a syb. 
sidiary corporation of the Clover Valley Lum. 
ber Co., has been organized and the incor. 
porators are C. D. Terwilliger, general man. 
ager of the Clover Valley company; S. 
Taylor, A. D. Osborne, and the Clover Valley 
company. Patents allowed and applied for jp. 
clude patent for swaging a 15 degree backslant 
tooth on the back of the band saw, patent for 
adjustable shaper for shaping the full back 
of the tooth, and a patent for a swage for Swag- 
ing this tooth. 





Timber Conservation Board 
Report Ready for Next 


Congress 


Syracuse, N. Y., Sept. 28.—Ripley Bow- 
man, secretary of President Hoover’s Timber 
Conservation Board, said today at the New 
York State College of Forestry that a com- 
plete report of the board would be ready for 
the next Congress and would probably be sub- 
mitted between March and June. The report 
will make available the full data gathered by 
this important body appointed by President 
Hoover last year to investigate economic prob- 
lems confronting the forest products industries 
of the United States. 

Mr. Bowman is a one-time Syracusan, at- 
tended Central High School and the university 
with the class of 1914. He left college to go 
into aviation, with Glenn Curtis, in 1912. He 
is here to consult with Dean Hugh P. Baker, 
and Prof. H. L. Henderson, of the utilization 
department of the college. 

Dean Baker is a member of the advisory 
committee to the Timber Conservation Board 
and Prof. Henderson, who is a specialist in 
timber preservation, is° assisting the dean in 
preparing information for his division of the 
work on the advisory committee. This par- 
ticular project relates to distribution and mar- 
keting methods and other problems such as the 
expansion of markets. 

Mr. Bowman also announced that the re- 
port of Prof. Fred R. Fairchild of Yale on the 
taxation of forest lands which has involved 
several years’ work has been finished and the 
chairman of that committee is ready to report. 
A special report on the taxation of lumber 
and wood products industries has also been pre- 
pared for the consideration of the board. 

Mr. Bowman feels that the final report of 
the Timber Conservation Board will have a 
profoundly beneficial effect upon the forest 
products industries of the United States pro- 
vided the recommendations of the board are 
adopted and carried out. “The endeavor of 
the board is to put forestry into industry and 
economics into forestry,” said Mr. Bowman. 


—_—_—_—_—_ 
Opens San Francisco Office 
San Francisco, CALir., Sept. 26.—E. A. 
Horr, general sales manager of the Shaw 


Bertram Lumber Co., Klamath Falls, Ore., has 
announced the opening of a San Francisco 
office for that company, the office being lo- 
cated in the Crocker First National Bank 
Building. This office will specialize in the sale 
of box shook and is under the management of 
C. R. Wisdom. Mr. Wisdom, who has been 
long and favorably known in the lumber and 
box industry, for the last three years has been 
manager of the Pine Box Distributers. His 
long experience in the marketing of shook in 
California territory peculiarly fits Mr. Wisdom 
for the service he has undertaken in behalf of 
the Shaw Bertram Lumber Co. 
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The Contented Life 


For contentment one must have an 


absorbing interest. No matter how 
free from care and worry, nor how 
luxurious one’s life may be, there is 


always an unhappy restlessness, a 
straining for something unknown, un- 
less there is a definite goal towards 
which to strive. 

Such a goal is the ownership cf a 
home that fulfills your dreams and 
meets all your requirements. 

The most contented and serenely 
happy pair I know have spent all their 


they wanted to live in for the rest of 
their lives. It took years to select the 
site in the exact spot that met their 
ideals, and years to pay for it. But all 
those years they planned and dreamed 
—spending their evenings in absorbed 
study of the sketch that grew and 
grew; changing the fireplace; trying 
the porch first on this side then on 
that; moving the stairs or turning 
them around; taking daring architec- 
tural flights in the way of arched en- 
trances and curved rooflines; but al- 
ways studying and correcting by the 





A Hint for the Home Hungry 

















Would you like this corner in your kitchen? It is one of the nicest arrangements of built-in 
cupboards and cabinets one could find in a long search. The little cupboard at the right of 
the picture stands at the left of the sink and is meant to hold food chopper, skillets etc. At 
the extreme left is a built-in ironing board with shelves above for laundry needs. But the novel 
feature, and a most attractive little gadget, is the housewife’s business department writing desk, 
which shuts up under the dish cupboard, a practical convenience any woman would like 





young married life in trying to make 
a vision come true. From the first they 
planned a home and everything else 
has given way to that delightful game. 
Though in very moderate circum- 
stances, and having no more security 
than the usual young couple, they con- 
centrated on that they wanted most. 
First they had to choose the place 


magazines and plan books, and by con- 
stant observation. 

Now the plan is getting solidified, 
much of it absolutely settled. They 
simply couldn’t think of living in a 
house that wasn’t just that way when 
they get ready to have a home of their 
own. Materials are all selected, only 
a few little points remain to be settled. 


. 


Every penny they could save has 
been laid aside for the dreamed-of 
home; the children are still young 
enough to get years of joy out of it, 
and now that building costs are low, 
they are more than ready to start. act- 
ual construction. They plan doing 
much of the work themselves, and see 
far into the future when various im- 
provements can easily be added from 
time to time. It is to be a life-time 
job, a joyous, never-ending hobby, this 
home-to-be of theirs, and the children 
are beginning to get the same attitude. 

The fellow employees of that con- 
tented man oftimes smile and wink at 
one another as they see him approach- 
ing, wearing a supremely happy grin, 
with a pencil sketch of the latest wrin- 
kle he and his wife have worked out. 
3ut down in their hearts they envy 
him his creative joy in his hobby, this 
man who knew what he wanted, 
planned and worked consistently to 
get it, and above all, had a wife who 


saw his vision, too. 
e #79 
Home Owner a Community Asset 


“You can always tell a renter,” peo- 
ple murmur to one another as they 
pass by the disheveled-looking house, 
and in most cases their guess is cor- 
rect. Seldom, indeed, does the house 
which is lived in by its owner, deter- 
iorate at the rapid rate characteristic 
of rented buildings. A tenant does not 
feel obligated to take the meticulous 
care of another’s property, that the 
owner would. He should, you will say, 
and we will agree, but he doesn’t. 

But once that tenant gets a home 
of his own, what a change! Then every 
blade of grass in the yard must be just 
right. No more ramshackle porches 
or run-down fences for him. His chil- 
dren are taught the value of property 
and its proper care. His wife takes 
pride in the neatness and smartness of 
her home. The entire family takes a 
personal interest in its appearance and 
its upkeep. They all become better 
citizens and more desirable neighbors 
because of the ownership of a home. 
They take more interest in the com- 
munity and civic questions and take a 
more critical attitude towards nui- 
sances and eyesores in the neighbor- 
hood. In every way the morale of the 
family is improved. 

When a man becomes a home owner 
the community is enriched by as many 
more desirable citizens as there are 
members of his family. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. Show it to your editor. 


Free reprint on request. 
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St. Louis, Mo., Sept. 28—‘‘Why, indeed, 
have exhibitions? What purpose do they fill? 
The public is interested in floral shows, house 
furnishing shows, dairy shows, automobile 
shows, radio shows and many others, informa- 
tive, educational and expressive of the ad- 
vancement in the respective lines. Then why 
not building material shows? Visualization 
places the object squarely before you to be 
seen and to permit examination in detail. Add 
to that phase the forceful enthusiastic human 
presentation by one who knows and you have 


offered on their individual merits, are but a 
fractional part of the finished article, a com- 
plete home, or the work complete. The 
public may in some cases believe itself in- 
terested in one item only, say, plumbing, but 


what about the floors, walls, finishes, hard- 
ware, glass, electric fixtures and appur- 
tenances that go to make up the complete 
unit—the interlocking parts, as it were? 


Pitting Yourself to Public Desire 


Dealers in building materials should, there- 
fore, strive to make it advantageous for peo- 
ple conveniently to see displays of various 
building 
and explained by 


materials and have these presented 
intelligent men qualified to 





merchandise and thus better serve their com- 
munity. 

(2nd) For Architects, Engineers and 
Builders: A convenient and easy method of 
getting advance information on materials 
that have come into the field, thus better t 
serve their clients. 

(3rd) For the Public: To create and build 
up desire in building a home or in moderniz- 
ing, rebeautifying or repairing the old one 

The old home, at the time it was built, had 
architectural effects that were “it” but which 
naturally time 
The appeal to change is ever 
we want more money put into 
provements 


became passé as went on 
existing and 


building im- 


Promotion Responsibility 





reached the acme of promotional effort.”’ Thus 
spoke Julius Seidel, president Julius Seidel 
Lumber Co., which opened last 
Saturday a great stockade tent 


show of building materials, that is 
to continue through Oct. 10. 
The building material show is 


located on the premises of the 
Julius Seidel Lumber Co., adjoin 
ing its office and fronting 125 feet 
on Kingshighway, one of the 
principal arterial highways of St. 
Louis. 
Building Up Desire 

Further commenting on the de- 
sirability of a visual demonstra- 
tion to the public of various mate- 
rials that enters into the construc- 





The work done by the carpen- 
ter still constitutes the big item 
in a builcing and in repairs. The 
carpenter or building trade is 
one of doing the building, fabri- 
cating and erecting—the operat- 
ing department, as it were The 
promotion department of the 
building business is in the hands 
of the various manufacturers of 
building materials. The jobber 
must wholeheartedly 
in that endeavor. The education 
of the dealer naturally follows 
and, with this interlocking union, 
we build up consumer demand. 

Our very complex, 


co-operate 


business is 





tion of homes and other buildings, 
Mr. Seidel said: 


Novelties in the form of lawn vases and totem lawn furniture made of 


as we are jobbers, wholesalers, 
and retailers. We have grave re- 


The ‘ . cc ‘ . . sponsibilities and strive to meet 
The mandatory exclamation, redwood are among the attractive articles featured at-the booth of the 

‘Build now, or the attempt to Uni Redw 1C them. 

make price-cuts the objective or nion hedwood Lo. The space allotted for our 


inducement to buy something be- 

fore it is actually needed, is not 
Zuilding up desire to invest at 
whether present or future, in the 


creative 
period, 
goods we 


some 


sell, is constructive advertising. 
Exhibiting Complete Lines 
The building trade collectively fails to 
approach the matter of building in a com- 


plete unit 
complete 


The public is 
job Building 


interested in a 
materials, while 





do so For this reason we have annually 
run “Building Material Shows.” Our 
tion has been one of serving many 
and purposes. The manufacturers of build- 
ing materials, whom we represent and for 
whom we distribute, want a fitting exhibit, 
attractively designed and with the proper 
setting, for a three-fold purpose: 


posi- 


masters 


(lst) For Dealers: So they can visit and 
be shown how effectively to promote and 











building material show is on our 
own premises, adjoining our office. 

We capitalize on our location because it is 
accessible and surrounded by St. Louis. The 
show is properly advertised by direct mail, 
daily press, community papers, salesmen etc 
It is open during very convenient hours, 
2 p. m. to 9:30 p. m. 

On Saturday we opened up and had a con- 
stant flow of interesting prospects, also some 
visiting from Missouri, Illinois and 


dealers 











The Insulite Co.s booth pictures the uses of its insulating board in 
homes, children’s playhouses and for chicken houses 











In order to give a visual demonstration of its asphalt Trulok shingles 
the Amalgamated displays them in their various colors and designs 
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Wall finish, rolled roofings and other forms of Vulcanite shingle roofing 
are part of the display at the booth of the Certainteed Products 
Corporation 


Metal arches, coal doors, Thermofill ceiling insulation, rock lath, in- 
sulating board and other products of the United States Gypsum Co. of 
interest to home owners are displayed in this booth 





Co. in making displays are eight outstanding 
manufacturers of lumber and building mate- 
rials, as follows: Certainteed Products Corpo- 
ration, Amalgamated Roofing Co., Sisalkraft 
Co., United States Gypsum Co., Douglas Fir 


. Jowa, who carhe from distances of 200 miles. 
Attractive Dramatic Effects 


The set-up along 125 feet of Kingshighway 


their sales managers, have co-operated and have 
given time and thought to every detail proven 
by experience to be advantageous in attracting 
interest and desire. Four department sales man- 











shows a unique front representing the old time 


agers of the Seidel company constitute a con- 









































eir com- e rr . = . *e° y y nm > Cc > 7 > ; - 
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lity 
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ig item 
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ucation 
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Washington and Oregon Douglas fir plywood is shown in its utiliza- 
tion for interior wall finish, side tables, doors, stepladders and clothes 


hampers, among other items 











Wolmanized impregnated lumber is displayed by the American Lum- 
ber & Treating Corporation and its uses for railroad and bridge work, 
and as a deterrent of vermin and termites explained 
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REALM OF THE RETAILER 


Oklahoma Dealers Try Organized Financing 


Second Mortgages as Sales Clinchers—Comments on Farm Commodity 
Prices—Too Many Yards—The Influence of Oil—Country Yard Prices 


C. E. Sharp, of the lumber company that bears his name, of Okla- 
homa City, was one of a group of lumbermen to organize the Home- 
builders Investment Co. This financing organization has its head- 
quarters at Wichita, Kan. The plan of operation, fitted to the 
needs of the organizers, contemplates liquidation of mortgages in 
five years; and while it will take a first mortgage if the borrower 
desires it and can show capacity to meet the monthly payments, 
its chief usefulness is in handling seconds. A first mortgage of 
any works out to rather heavy payments when compressed 
within sixty months. 


size 


More About Financing 


“It is becoming clear that something must be done about home 
financing,” Mr. Sharp said. “Larger cities can usually get insur- 
ance money or funds from private capitalists; but the smaller 
towns have depended upon building and loan money. As you prob- 
ably know, conditions of late have cramped these associations, 
especially in Oklahoma, so that they have about ceased loaning in 
the smaller towns. 

“The effect that this has on the lumber business needs no elabo- 


ration. Here the lumbermen are, with enormous sums invested in 
plants and stocks, depending largely upon home building for a 
market outlet; and 
the lack of loan fa- 
cilities is blocking 


that outlet. 

“When _first-mort- 
gage money is avail- 
able, there is still a 
gap to be crossed. 
A husband and wife 
work long over the 
plans for a_ house 
and finally get just 
the layout they 
want. Then they find 
it is going to cost a 
few hundred dollars 
more than the sum 
they have saved, plus the first-mortgage loan. 
says, ‘Honey, there’s only one thing to do. 
costs by changing the plan. Some of these features will have to 
be left out.’ Whereupon, nine times out of ten, Honey answers 
back, ‘That’s just the house I want, and I don’t want anything 
changed. I'd rather wait a year or so and save the extra money.’ 
If they wait, there’s a big chance that a salesman will talk them 
into trading for a better car. Something happens that they don’t 
build at all. This Homebuilders Investment Co. makes possible 
that additional loan and gets the house built as the owners want 
it and when they want it. 


Usually the husband 
We've got to save on 


Organizing Old Obligations 


“It has also been useful to us in taking up old obligations and 
organizing their payment. Most people want to pay what they 
owe but don’t know how. This plan organizes their savings and 
gives them a practical way of working out of debt. 

“It is rather strange, but bankers seem to prefer automobile 
paper to home mortgages. I asked a banker about that, and he 
said the motor cars were rather liquid property. If a repossessed 
car can’t be sold in one town, it can be driven to another where 
the market is more active. Of course a house is attached to its 
own community and depends upon that one market. But it does 
not depreciate nearly so rapidly, is not subject to road accidents 
and doesn’t go to pieces from lack of oil in the crank case. 

“All Oklahoma retail yards are deeply interested in farm pros- 
perity. Naturally those in Oklahoma City don’t depend directly, 
to any large extent, upon farm sales; but farming makes much of 





Yard of the T. H. Rogers Lumber Co. 


the State’s income. There are two different ways of looking aj 
economic matters. One holds that wages and industrial prices must 
be high to maintain national prosperity. That suits us, pro- 
vided that farmers can be placed on the same level. Your indus- 
trial economist will hardly get away from the farm problem, for 
farmers must buy a considerable share of industrial goods; and 
they buy them with the money gotten for farm produce. Their pur- 
chases end with incomes. 

“We are ready to agree to the high-level theory, if we and our 
customers are included. But artificial stimulation of prices that 
touch only selected parts of the national business structure will 
eventually throw the whole thing out of balance. This talk of 
reducing the farmer to a peasant level is a silly thing, no matter 
from what point of view it is approached. He will not be so re- 
duced. Even if his numbers are diminishing, as the census returns 
indicate, he is still numerous. He has political power. But quite 
aside from that, if he is reduced to a bare subsistence level, two 
things will happen. First, food instead of being cheap will rise 
in price because fewer men will produce it and they will produce 
it less efficiently. The rise in price will do the agricultural class 
little good, if it is brought about in that way. Second, that proc- 
ess will destroy or at the very least seriously depress a great in- 
dustrial market. 
Turn farmers into 
peasants, and you 
will just about de- 
stroy manufacturing 
industry. If post-war 
events abroad mean 
anything, they mean 
that foreign markets 
are going to be 
harder and _ harder 
for Americans to 
capture. The domes- 
tic market is going 
to be the high trump 
card. Lose it, and 
the game is _ lost. 
agriculture is all important to the welfare of American 


at Hobart, Okla. 


American 
industry.” 


Too Many Lumber Yards 


W. B. Kennedy, president and general manager of the T. H. Rog- 
ers Lumber Co., is a veteran retailer who is widely known in the 
Southwest. He was interested in the problem of excess lumber 
yards; a subject that gets attention all over the country but that 
seems to be especially acute in the agricultural Southwest. Mr. 
Kennedy attended an informal meeting in Kansas City some time 
ago at which twelve or thirteen hundred yards were represented. 
The purpose of this meeting was not especially to initiate imme- 
diate action but rather to get the details of the question drawn in 
sharp detail. Action must wait for such background knowledge, 
if it is to be wise and beneficial. 

Naturally not all lumber yards are alike. They differ in man- 
agement, energy and financial strength. In the final analysis 
each yard must carry itself by the profits made on its sales; and 
these profits depend rather directly on management, energy and 
sound financing. No one would say that one is far and away 
more important than the others; but one rather rough measure- 
ment of a yard’s stability is the quality of its financing. An under- 
financed yard is at a heavy disadvantage. It is forced into waste 
ful practices and in its sales efforts is tempted into price demoral- 
ization to get ready money. 

Apparently in the Southwest these under-financed yards are be 
coming a serious factor. They seem to increase rather than to 
diminish in numbers. There are floater dealers ready to start 
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yards anywhere if local sales appear to be mounting temporarily. 
They pile into growing towns without warning and without sound 
reason for being started. Naturally Americans sympathize with 
the man on the make, and they look with suspicion upon any 


efforts that seem to take away the opportunity for making a start 


and working up. 
ouches our business, is rather dark. 


But the other side of the picture, so far as it 
Few of these floaters make 














Close-up of attractive show window of the Rogers company store 
operated at Hobart, Okla. 


Many of them develop a strain of racketeer- 
ing and “muscle in” for the purpose of being bought out. The 
honest but incapable ones try desperately to keep afloat; they 
content themselves with the idea of small returns while getting 
started, and in most cases the prices which they think will net 
them a small profit actually put them in the red. So long as they 
operate, well managed and well financed yards see their markets 
wrecked. It is well enough to say that sales should be placed upon 
a service and not a price basis, but the presence of these bargain 
counters makes it difficult and often impossible. Leaving all these 
things out of the picture, the presence of four yards where but 
two can make a profit means that even fair prices will not bear 
the doubled overhead. 

The question rises how these floater yards can operate at all. 
Mr. Kennedy is of the reluctant opinion that they are made possi- 
ble by over liberal credits extended by manufacturers and whole- 
salers. Every one talks of overproduction; and naturally this un- 
fortunate condition is present in the lumber industry. A manu- 
facturer or a wholesaler is deeply anxious to find outlets for his 
products. If he does not have a retail customer in a given city or 
town, it doubtless is a serious temptation to him to encourage a 
new yard by extending credits for a long period. It disposes of 
a certain amount of his lumber. 


More Yards Don’t Make More Volume 


Of course the adding of yards does not increase the total dis- 
tribution of lumber; but it may increase the particular distribu- 
tion of one wholesaler. Meeting this situation is a hard matter, 
for no one has or can have control over general lumber distribu- 
tion. It is the sort of thing which one business man has described 
as “nobody’s business.” If it is straightened out the industry as 
a whole will have to contrive a way of making it everybody’s 
business; and if you know how that may be done properly, step 
up. You are needed. One way of approaching it would be through 
a general policy of selling only to well financed yards but naming 
the policy lacks much of putting it into effect. Mr. Kennedy is 
certain, however, that the matter of surplus yards can not be met 
unless wholesalers and manufacturers will co-operate. Some are 
doing this very thing, and their action is much appreciated. C. C. 
Sheppard, Clarks, La., president of the Southern Pine Association, 
has stated that in the operation of his mills he has long followed 
this policy. He does not assist in starting any doubtful new yards 
by the extension of credit. When all manufacturers follow this 
policy, retailers will be able to help in correcting a demoralized 
distribution. But it is useless for them to reduce yards, at con- 
siderable cost to themselves, if more are spawned by indiscriminate 
granting of credits. 

The department did not succeed in meeting O. K. Spurrier, of 
the Spurrier Lumber Co. This is another large line company with 


go much as a living. 


ho yard in Oklahoma City. 

Clarence C, Gerhardt, of the Fullerton-Stuart Lumber Co., stated 
that measured on a relative basis the trade in the Southwest was 
Pretty good and that Oklahoma City seemed to be leading. the 
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Southwest. He mentioned the big oil business of the State. The 
spectacular east Texas field is getting most of the news space, but 
none the less there are huge if at present unheralded fields in 
Oklahoma. There is one on the very edge of Oklahoma City. 


Proration of Oil Production 


Proration is a hot poker down here. It is a form of public con- 
trol which says how much oil can be taken from any given field. 
Many people are against it. They say that even if the oil has lit- 
tle value when pumped in too great quantities, yet it has some 
value, and it offers employment for many workers. Mr. Gerhardt 
thinks that without control, oil will presently have no value at 
all. In a few years the market for crude has dropped from $3 or 
more a barrel to something like 30 cents. If this keeps up, the 
supplies will be exhausted with nothing to show for it. Without 
control, a wildcat well goes down in a field and begins pumping 
the supplies out of adjoining territory; for underground oil pays 
no attention to deeds and surface divisions of property. Under 
such circumstances the adjoining property owners may either sit 
idle and see their oil pumped out or else put down wells and get 
their share. Naturally they do the latter. But many operators 
resent restrictions.. Hence, the proration idea is a very hot poker. 

George R. Futrell, manager of the Davidson & Case Lumber Co., 
was away when we called. M. A. Van Hoesen, with whom we 
talked, said the yard was in an especially valuable location, very 
near the retail center of the city, and that they sometimes won- 
dered how long they could maintain it. Now and then farmers 
drive teams into the city; and finding a place to hitch a 
team in Oklahoma City is like finding a place to stable it in a 
department store. These people can hitch their horses in the 
yard; and naturally this leads to some sales. The bulk of sales, 
of course, is in the city itself, with a fair volume going to stores 
and down-town buildings. Mr. Van Hoesen mentioned a matter 
that puzzled him; namely, why a good many country dealers are 
trying to maintain prices on the old high levels. He said that 
many farmers drove long distances to Oklahoma City, paid cash 
and hauled their own lumber rather than pay high local prices. 
One sympathizes with the desire to get good prices; but the old 
levels, stubbornly maintained, are doubtless checking a certain 
amount of country business. 


Liquidation of Debts 


J. O. Baker, of the Gentry-Severance Lumber Co., said he be- 
lieved the overburden of loans of a few years ago is pretty well 
covered. There has been much steady and unadvertised liquidation 
these last two years. 

E. S. Billington, of the lumber company of the same name, men- 
tioned the matter of excess yards. In fact he attended the Kansas 
City meeting. But he has little confidence that any neat formula 
can be fixed up to take care of this trouble. This company operates 
a line of nine yards. 

The Chaffin Bros. Lumber Co. is located on a main traffic artery 
where cars are thick as hops and twice as exciting. Out in the 














of the Rogers company at 
Hobart, Okla. At left, paint department; at right, builders’ hardware 


Interior modern building materials store 


yard carpenters were building a big rabbit hutch. Rabbit breed- 
ing seems to be quite a pastime among boys of the city, and there 
are some enterprises that raise the animals on a commercial scale. 

A. E. Munn, of the Standard Lumber Co., is a pleasant and capa- 
ble lumberman, operating a line of yards, who gave us much of 
the general information that has gone into these stories of Okla- 


(Continued on Page 37) 
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How to “Get the Money’ Without Losing 


GOOD 


The Most Valuable Thing in Business 


|By B. K. Knapp, credit manager Columbia Lumber Co., Seattle, Wash.] 


In 


by whatever name designated, much is said and written of how to get 


these testing, sifting days of so-called depression, hard times, or 
but not nearly enough of how to get and keep good will, the 
Much that this 


subject is manifestly wrong, ill advised and therefore defeats its own 


the mone y; 


most indispensable thing in business. is broadcast on 


fundamentals to be observed in this work, as in 





purpose, for there are 
REMINDER 
Our records indicate that payment of your account, amounting to 
$ , has not been received. Perhaps this has been over- 


looked. If you have paid your bill, either in person or by mail, since the 
date of this notice, please disregard it. 
If you have any questions in connection with the account or desire 
further information, we shall be glad to have you call at our yard. 
CoLtuMBIA LUMBER COMPANY. 


To: 











Illustration No. 1—Copy of reminder mailed to debtor 


any other, and experience has proved that they can not successfully be 
ignored. 

One of the very important fundamentals is Courtesy. It can never be 
left 


abuse or humiliate a debtor, to brow-beat or intimidate him, or to try 


out. It is due to everyone. And it certainly is not courteous to 


any freak collection methods upon him. He will always resent it, and 


he ought to; and resentment never benefits either party. It is negative, 
and therefore destructive. 

The writer does not essay to tell others how they should do this 
work, or to advise them. Sut if, out of 
the 


road easier for 


That would be presumptuous. 
to 
methods we have found most helpful, and thus make the 


twenty-five years’ experience, we can give others ideas and 


them, we shall be happy, and the fruits will prove them. 

Every sale is a potential loss until it is paid for. Therefore the time 
to insure the collection is at the time of the sale. There may be an excuse 
a bad account, but there is never any good reason. A good 
“sour,” and then we have to make the best of it; but 


for selling 
account may turn 
there is no excuse for selling one that is already in that condition. 

Good will is valuable, and is easily lost. We shall seldom, if ever, 
lose the good will of one whom we treat right, even if we have to insist 
upon payment. Many times his failure to pay promptly is the result of 
our own negligence in failing to convince him that it is really necessary. 
We owe that service to him. 

We, 


try to treat every customer as we would want to be treated if we owed 


therefore, follow the Golden Rule in our credit department. We 
him. Of course in some cases we are obliged, in fairness to ourselves, 
and to the customer too, to sue, file liens, attach, or adopt such meas- 
ures as are provided by law for our protection. But we never sue anyone 
who shows us that he is really doing his best to pay. 

There is one all-sufficient reason for insisting upon payment, and that 
It is due. It partakes of argument, 
and it is always a mistake to argue such matters. There is no room 
It is a question of fact and a place to use good judg- 
It only 


is It is an error to offer any other. 
for argument. 
ment. And it never does any good to convict one of error. 


makes him angry. 





WILL— 


A mistake often made in collection work is allowing alternate periods 
of neglect and intensive work. It is a serious blunder to say nothing to 
the delinquents for a time, or be easy with them, and then come down 
on them with dynamite. 

Polite Persistency. 
The moment an account is past due, ask for the money. 


The true slogan therefore is: 
It is your 
It belongs to you, and there is no valid reason why you should 
Sut do it kindly. 
He will appreciate it. 


right. 
Good will is reflected in 
Then 
If a fly alights 
Sut if he alights 
every five minutes all day you will certainly find some way to stop it. It 


not ask for it and get it. 
good will. Show the customer lots of it. 
ask again. Do not let him forget it for a single day. 


on your nose you brush it off with scarce a thought. 


is not necessary to irritate a customer. 
nity will remove all the sting. If perchance he is too thick-skinned but 
has an able-minded wife it is sometimes well diplomatically to let her 
know of the situation. Sometimes when papa is negligent mama knows 
how to get results better than we. It is highly important to courteously 
remind the debtor of the debt so often that he has to think of it whether 
he wants to or not. But be nice to him. 
We may have to be extremely firm, even to the point of being regarded 


as “hard boiled”; but if we remain uniformly kind, and as considerate 


ee a 


" ° . 5 
Courtesy and kindness and dig- 


No other conduct is excusable. § 


a 





We have 


as possible, we may even sue and retain the debtor’s good will. 
done it repeatedly. This policy will make friends. 

Never let up on asking, and never let down on kindness. 

Following is the system and the methods we use in all our yards all 
over the State: 

When the account is opened we make a record of all the important 
facts. We set up a folder in a vertical file and in this folder goes the 
application for credit, credit reports, names of references and all other 
data connected with the case. All correspondence thereafter goes into 
the same folder and it is a permanent record. 

Every purchase is billed. On the first of each month a statement is 
mailed. Bills are due on the 1st and delinquent after the 10th. From 
the 10th to the 15th “reminders” (see illustration No. 1) are sent each 
customer. The first of following month another statement goes to him 
Then, every ten days the yard manager is expected to contact that cus 
tomer either by mail, or phone or personal call. Statements bearing past 
due items bear stickers, rubber stamps, or other marks calling attention 
to terms and to the delinquency. If a personal call is made and no one 


found at home, a notice (see illustration No. 2) in a sealed envelop 





Columbia Lumber Company 


a 





Our representative called today to see you regard- 
ing your past due account, but did not find you in. 

Will you please call at our office and take this 
up with us at once, and thus avoid the necessity of his 
calling again? 

Sincerely yours, 


COLUMBIA LUMBER CO. 


Credit Department 


Illustration No. 2—Copy of notice left at debtor’s home 
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‘. left, asking for payment. 
lance” is the price of liquidation. 

We expect 
and efficiency 
demonstrated 


on his collections as on his sales. 


profit is g 


making these 
ninety days delinquent it goes to the 


spec cialized treatment. The general office 
afford any assistance desired by the 


Thus the call is not wasted. 


every yard manager to put just as much energy, alertness 
It has been repeatedly 
that if he does not get the money within ninety days after 
the bill is past due he might just as well have never sold it, for the 
me. Forms for letters are furnished the yard manager if he 
desires them, or he may write his own; but he is never absolved from 
regular and frequent contacts. If 
general office for some sort of 
stands ready at all times to 
yard manager. 

We never allow any advertising to go in a dunning letter. 


AMERICAN LUMBERMAN 


“Eternal vigi- 


Jackson, Miss., 


of the State. 


an account becomes 


closer ties 
We never 


Sept. 28.—J. A. Minnich, 
organized Mississippi Retail Lumber Dealers’ 
ing contacts with dealers and holding district meetings in various parts 
Dealers in the districts around Greenville and Greenwood 
now have a working district organization and Mr. 
that meetings will be held at Greenville on the second Wednesday in 
each month and at Greenwood on the second Thursday. 
are being rapidly organized and regular meetings will be held, 
making possible a full discussion of purely local problems and effecting 
with the State association. 
district meetings are open to non-members as well as members of the 


35 


New Mississippi Retail Association Is Active 


secretary of the recently 
Association, is busy mak- 


Minnich announces 


Other districts 
thus 
The 


secretary announces that 


use freak methods, or patronize any agency that uses them or that in- association. In a recent bulletin to the members, Mr. Minnich said: 
‘midates the debtor. We urge the use of telephone and telegraph. We Er , ; : 

timidate Ps ; & : ] gral a It is time for all dealers to banish the idea that “everybody is 
carefully avoid humiliating the debtor. It is best to treat every. one as if a crook but me” and to be willing te stop “cut-throat” practices. 
he were the best business man in town. He will like it. 3y that we mean “taking business just to keep a competitor from 


Every customer is entitled to a full measure of the highest type of 
no matter what manner of man he may be 


courtesy and consideration ; 


getting it.” 


competitor from 


In doing that you fail to make a profit and prevent a 
making 


a profit. 


or how delinquent the account. If necessary we will help him borrow Your co-operation with a fellow dealer, whether he is located in 
the money or finance his job, but not for a moment can he forget that YOU town or a distant one, includes exchanging credit information 
he must pay promptly. ool gag hcg thus hog — rong other avoid losses. It pays 
: . : . ( ‘idends o do at. alps 2e é y -redi ‘isk 
Of course at rare intervals we find one who deliberately attempts a iat. %It helps to keep a good credit risk from 
' : becoming a poor credit risk. 
swindle Then nothing but the most prompt and effective measures Ni Sage igo ; se , 
he | ill d Shak t | had of tl t is a good day’s work when you become willing to work with 
. > I o. Shakespeare ave had some “Se ae : ade f : 
known te the iw will do. lakespeare must Nave hat Me Of wmese your competitor, and always pays dividends to tell him you will 
experiences in collecting for some of his plays, for in the advice of work with him and then do so. You must merit a dealer’s confidence 
Polonious to Laartes, he says: “Beware of entrance to a quarrel; but, before you can expect him to have confidence in you, and that pays 
being in, bear’t that the opposed may beware of thee.’ dividends, too. 





omes Beautified With Wood 


S0STON, 


Mass 
enterprising lumber 
operating retail yards 


districts, are 


Sept. 28.—Wideawake and 
dealers, particularly those 
in suburban and country 


finding very interesting possibili- 





Attractive results attained by the owner of an 

old-fashioned New England frame house with 

a span of ornamental wood fence and an 
arbor doorway 


ties in inexpensive wood fencing, arbors, trellises 
and similar items. 

During several motor tours in various sections 
of New England the past summer, a repre- 
sentative of the AMERICAN LUMBERMAN was 
much impressed by the charming results at- 
tained at small cost by such items. A number 
of old homes and not a few new houses were 
observed where most artistic effects had been 
achieved with a bit of white-painted fence, a 
gracious wood gate at the entrance to the auto- 


mobile drive, or a trellised arbor at the front 
door. The Massachusetts South Shore and the 
Cape Cod district are especially rich in ex- 


amples of what the home owner can do in this 
manner to improve the appearance of his prem- 
ises and actuz iully add substantially to the value 
of his property. 

Several lumber dealers who were interviewed 





said that while a single sale of such items to 
the individual home-owner means only a mod- 
erate bill and a quite modest profit, this often 
can be developed into an entering wedge to 
secure a really substantial order for repair, 
alteration and modernization work. A _ typical 
instance noted was that of an old-fashioned 
story-and-a-half house with very low eaves near 
Plymouth. This place seemed to be quite trans- 
formed by two simple trellised arbors at the 
front door and the kitchen door. Like the hero 
of Henry Irving Dodge’s “Skinner’s Dress 
Suit,” the owner then decided the rest of the 
home, inside and out, must be dressed up to the 


standard of the charming and graceful door- 
ways. 
Another striking instance encountered was 


that of a frame house built some fifty years ago 
when many builders thought more of substantial 
utility than of artistic charm. The present 
owner has transformed his home from ugly 
plainness quite inexpensively simply by adding 
an arched trellis at the front door and erecting 
a short length of artistically designed white 
fence. 

The idea suggests itself that a few photo- 
graphs illustrating what some home-owners 
have accomplished at small expense by means 
of a simple trellised doorway, a bit of fencing, 
or an arbor, might be used to considerable ad- 
vantage by the lumber dealer and his salesmen 
in digging out new business. 

In these days when automobile travel is uni- 
versal, such charming 
homes as those which 
aroused the keen inter- 
est of the AMERICAN 
LUMBERMAN represent- 
ative in many sections 
of New England are 
themselves, perhaps, the 
best advertisements of 
what can be easily ac- 





This wood gate, painted 
white, opens hospitably 
to admit the visitor to 
the attractive though 
modest grounds of the 
old fashioned home 
glimpsed at the right of 








——————— 





Dignity and artistic charm were added to the 

back entrance of this old New England home 

by means of a new door and some inexpensive 
trellis work 


complished through spending a few dollars at 
the local lumber yard. Proscrastination and in- 
ertia are, however, common human failings, and 
a little intelligent pressure applied by the lum- 
ber dealer at the right time and place may often 
bring surprising and most agreeable results. 
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Retailers Round Table 


a, 


a 








es | 





Office Entrance Also Serves 
Display Purposes 


G. Sener & Sons, Lancaster, Pa., have added 
a feature to their office which serves the triple 
purpose of entrance, show window and display 
room. Perhaps a fourth factor could be added; 
that of handsome architecture in a little wing 
added to an older building. 

This broad entry-way has large glass win 
dows on three sides; and specialty lines, or in 
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Entry-way and display room of G. Sener & Son, 
Luncaster, Pa. 


deed any of the stock that lends itself to dis- 
play, can be placed in this show room, where it 
is visible at once to persons passing by, to those 
who enter the office to transact business and to 
customers who want to see and study these 
special lines. The place is large enough to 
serve all these purposes without in the least 
interfering with any one of them. In fact the 
display can hardly fail of being seen, either 
from the outside or the inside. 

Naturally, keeping up such a conspicuous dis- 
play calls for some inventiveness; for the dis- 
played articles must present an interesting pic- 
ture from all sides. But the variety of goods 
now carried by a retail yard offers plenty of 
possibilities to a person with any ability in ar- 
ranging displays. Not the least valuable fea- 
ture is the fact that it inevitably creates the im- 
pression of alertness and modern service. 


Makes First Solo Flight 

Oneonta, N. Y., Sept. 28—Robert N. 
Briggs, son of Mr. and Mrs. Roscoe C. Briggs 
of this city, who for some time has been 
taking instruction in aviation in the ship of 
the Oneonta Flying Club, of which he is a 
member, made his first solo flight at the On- 
eonta airport on September 12, following it 


with two other flights, each marked by good 
take-offs and landings.. The club’s ship is a 


Travel-Air biplane, powered with a Curtiss 
OX-5 motor. The solo flight was made with 
less than seven hours of instruction. 


The young aviator is in charge of the Briggs 
Lumber Co.’s yard at Afton, N. Y., one of 
the branches of the company of which his 


father, Roscoe C. Briggs, is the head. 





Building Activity Wipes Out 
Effect of Fire 


lowa, Sept. 28.—Something very 
resembling a building boom has been 
in evidence in this thriving little city of about 
5,000 population during the last few months, 
and is still continuing, largely as the after- 
math of a fire which on June 27 destroyed 
about two city blocks of business buildings 
on the main street, as well as other smaller 
structures adjacent thereto. 

Many of the buildings that were burned have 
already been rebuilt, and contracts are being 
rapidly let for others that will complete the 
restoration of the entire burned-out district. 
The new buildings are of a high-class type, 
representing a very decided improvement over 
those which they replaced. Practically all of 
the material going into this new construction 
is being bought through the local material deal- 
ers. 

In addition to the construction going on in 
the downtown district, there has recently been 
completed at the fair grounds a new grand- 
stand costing $42,000, which is a great con- 
tribution to the comfort and convenience of 
the thousands of visitors attending the Clay 
County fair. 


SPENCER, 
closely 
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Makes House to House Drive 


for Fall Business 


West ALLis, Wis., Sept. 28.—As a part of 
its fall drive for business the Wilbur Lumber 
Co. recently distributed 5,000 copies of the 
September issue of its house organ, “Wilbur's 
Home Improvement News,” among the homes 


of West Allis. The papers were distributed 
by uniformed messenger boys who rang the 
doorbells and handed them to the 


occupants 
of the houses in the territory covered. 

The publication used in this drive deseryes 
special mention, being well calculated to create 
interest in home building and repairs, as well 
as in putting in the winter supply of fuel, 
which was stressed in a special colored insert 
headed “Winter Is Coming!” 

Four pages of the paper are in rotogravure. 
The other pages are filled with articles and 
illustrations stressing the advantages of home 
owning and modernizing, particularly at this 
time when prices for materials and labor are 
low, much of the material used being taken 
from the “Home of Your Own” page which 
is a weekly feature of the AMERICAN Lum- 
BERMAN. 

Concerning use made of this material, Wil- 
liam E. Small of the Wilbur staff says: “A 
good deal of the material used was reprinted 
from the very wonderful page headed ‘A Home 
of Your Own’ which appears weekly in the 
AMERICAN LUMBERMAN. We appreciate very 
much the value of that particular department.” 
Mr. Small says that the September issue of 
the company’s publication has elicited many 
compliments. 

[Possibly the above story may suggest to 





or a sun porch? 


he is glad to co-operate. 





This Week’s Timely Tip 


How Dealer Gets Prospects 


Prospects who are really interested in home building are what live 
lumbermen want, and M. F. Hudson, of the Hudson Lumber Co., 
Akron, Ohio, has found one way to get them. Choosing those con- 
tractors who in the last three years in their dealings with him have 
proved to be reliable, he asked each one to give him a list of people 
for whom he had built homes or other buildings. “Then, with the 
recommendation of a good contractor as an “entering wedge,” Mr. 
Hudson contacts these people something like this: “We understand 
Mr. Whosis built you a bungalow last year. Is everything all right? 
Do you need any repairing done? Do you need an extra room now, 
Do you think you will do any more building? 
you know of any friends who are contemplating building?” 
attention to the high quality of lumber he sells—he is a “quality” 
lumberman—and to the sure satisfaction of dealing with him and of 
having “Mr. Blank” do the building. He gets a great many leads 
this way, and people sometimes make unusual efforts to inform him 
of projected buildings. And of course it helps the contractor, too, so 


Do 
He calls 
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ther dealers the desirability of making use of 
rn AMERICAN LUMBERMAN’S “Home of Your 
Own” page, which as a footnote in each issue 
says, “is written for the general public with 
the purpose of encouraging and spreading the 
idea of home owning and home improvement, 
and to help create business. Look through 
the last few issues and see if you do not find 
in the “Home Of Your Own department 
plenty of material that your local editor would 
be glad to reprint and which, used in that 
way, would help create interest in home build- 
ing in your community.—EpIrTor. | 





Has Proof of Prowess as Forest 
Fire Fighter 


Oak Harsor, On10, Sept. 28.—L. O. Kilmer, 
assistant general manager and treasurer of the’ 
Gordon Lumber Co., whose main office is lo- 
cated in this city, is the proud possessor of a 
check from the Government of Ontario, Can- 
ada, which he contemplates framing as a sou- 
venir of a hot time in the Canadian woods, 200 
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ONTARIO 


DEPARTMENT OF LANDS AND FORESTS 
FORESTRY BRANCH 


File 36-C. Ranger Lake Hqtrs., 


Via, Glendale, A.C.R. 
Ontario, August 22/31. 


L. 0. Kilmer, Esq., 
c/o Gordon Lbr. Co., 
Oak Harbor, Ohio 
Dear Sir: 

Enclosed please find cheque for three dollars ($3.00) 
covering services rendered "fire fighting” one and one 
half days August 18 and 19, on the Mississauga Provincial 
Forest. 

Please accept thanks on behalf of the Ontario Forestry 
Branch and mygelf for your able assistance on this occasion. 


Yours very truly, 





lV Atma 
V.H.P/L. Vv. H. Prewer, Chief Ranger. 
Rael. 
miles northeast of Sault Ste. Marie, a few 


weeks ago. 

Mr. Kilmer, with several other men, was on 
a fishing trip in the Mississauga Provincial For- 
est, when their Indian guide pointed to a dim 
cloud of smoke in the sky, and investigating 
they found their camp menaced by a raging 
forest fire. 

Pretty soon four fire rangers in an amphibian 
plane dropped down on the lake, and the fisher- 
men were pressed into service as amateur fire 
fighters to assist the rangers. 

For some eighteen hours Mr. Kilmer and his 
companions ranged the half-mile fire zone, fell- 
ing trees and throwing water into the burning 
bushes. Finally reinforcements arrived, the 
fire was blocked, and Mr. Kilmer and the others 
of his party, dog tired, slightly scorched and 
with the roar of the flames still in their ears, 
went back to the camp. 

The other day, opening his mail in his office 
here, Mr. Kilmer found a letter, on the official 
letterhead of the Department of Lands and 
Forests, Forestry Branch, of Ontario, written 
from the Ranger Lake Headquarters on Aug. 
22, and signed by V. H. Prewer, chief ranger, 
enclosing a check on the Royal Bank of Canada 
for $3, “covering services rendered fire fighting 
one and one-half days, Aug. 18 and 19, on the 
Mississauga Provincial Forest.” 

The letter further conveyed the thanks of the 
Ontario Forest Branch and of Chief Ranger 
Prewer for the “able assistance” rendered. 

_The other members of the party, who each 
likewise received a check for $3, were Walter 
Gordon and Thomas Ward of Cleveland, and 
Clark McCreery of Columbus. 
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Some Things Observed in an 
Indiana Yard 


ort WayNeE, IND., Sept. 28.—Summer’s only 
a memory now in this northern Indiana city, 
the schools are in session, and folks are plan- 
ing on fall and winter activities, so the room 
above the office of the Standard Lumber & 
Supply Co. will probably be in use again be- 
fore long. 

It is one of the two things about this big 
yard that the writer particularly remembers 
after a recent visit. The other is a Mathews 
gravity conveyor with which all the company’s 
lumber is unloaded from the cars. The rail- 
road spur is at grade, but the rollers revolve 
so easily that, when desired, sections are added 
to the conveyor until it is 160 feet long and 
is waist high at the lower end. Of necessity 
then the pitch is very small, but the conveyor 


takes the boards the entire distance without 
need for any boosting. ‘ 
But back to that upper room. It is com- 


fortable in size and also in appointments, and 
twice last year the North Side High School 
Parent-Teachers Association met in this room. 
The company always keeps one or two ping- 
pong tables in this room, and one of these was 
used to display numerous pieces of literature, 
advertising various specialties and services of- 
fered by the Standard company; many of these 
were taken by the members, so they could 
consider them more fully in their homes. 

Those who so wished could play ping-pong, 
and Carl Hoffman, one of the salesmen, re- 
ported that several orders for these tables have 
been received. They are of five-ply Douglas 
fir plywood, and are in the standard size, five 
feet wide and nine feet long. There is no cut- 
ting of the plywood necessary, and the per- 
fectly smooth surface makes an excellent “field” 
or “court” or whatever it is in ping-pong. 

This dealer maintains a show-room at 618 
Clinton street, in the heart of the city, where 
cabinets, millwork and specialties are displayed 
to better advantage than would be possible at 
the yard at the edge of town, but the yard has 
a display also, for the customer who never 
sees the downtown store. 


Realm of the Retailer 
(Continued from page 33) 
homa City and the State. He agreed with 
other lumbermen that the city is in compara- 
tively prosperous condition. 


G. A. Nichols is a firm of lumbermen, real- 
tors, subdividers, architects and builders. Some 





time ago the company held a building show on 
a country club subdivision, in co-operation with 
forty 


some mercantile concerns catering to 
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home owners. It had a big tent stretched over 
two houses; one complete, the other in process 
of building to show construction. The show 
was managed by a professional demonstration 
company, and entertainments were given daily. 
The company states that real estate sales and 
building are quite active. 


First Steel House for Milwaukee 


MILWAUKEE, WIs., Sept. 28.—Milwaukee re- 
tail lumber dealers are interested in the pub- 
licity which is being given the first steel house 
being built here by Zingen & Braun (Jnc.), 
realtors. 

All windows in the first and second floors are 
of steel casement sash, with bronze hardware. 
The inside walls are covered with metal lath. 
Thermo granite stone is used for the outside 
walls, anchored into the steel studs. Interior 
trim is cabinet finish assembled at the mill. ihe 
finished wood flooring throughout is parquetry 
flooring, with the patented Cellized treatment. 
It is laid on a steel deck. Wood doors and 
some wood in other finish, are used. 








Dealers’ Window Display Is 
Always Interesting 


J. E. Chalmers, of the Chalmers Lumber Co., 
Auburn, Me., built an up-to-date office some 
years ago and included large show windows in 
the front. Some of his friends told him he 
would not be able to keep fresh and interesting 
displays of lumber or building materials, be- 
cause such things do not lend themselves to dis- 
play. Mr. Chalmers thought otherwise and has 
contrived through a number of years to prove 
that he was right. One secret of his success is 
a lady member of his office force who lends her 
knowledge of the proper composition of a pic- 
ture to the arrangement of the windows, the 
filling in of background, the use of draperies 
and the setting of the focus of interest. 

The accompanying picture is of one of these 
windows in which a Maine product is dis- 
played; Arborite, a new wallboard. The win- 
dow tells in some detail the process of manu- 
facture from wood fiber and also .the uses to 
which the finished product can be put. This 
window was attracting no end of local attention 
upon occasion of a recent visit by an AMERICAN 
LUMBERMAN representative. 

Mr. Chalmers is an advertiser of much skill 
and resource. During the summer and fall he 
and his fellow dealers in Auburn and Lewiston 
have been doing some joint educational adver- 
tising in the local newspapers, calling attention 
to the favorable factors for building during this 
season. 


Note artistically arranged background of this typical window display of the Chalmers Lumber Co. 
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Left 


Pomona, CAtir., Sept. 26.—The “drop in” trade is, in the opinion 
of R. N. Ervin, one of the owners of the O'Neil Lumber Co., here, 
the most profitable under present conditions in business. The dealer 


can come nearer to getting the retail price from the “drop in” cus- 
tomer than he can on jobs so large that estimates must be submitted. 
Therefore, Mr. [eryin welcomes the one board buyer with open arms 
and strives to make the yard and office arrangements convenient for 
him. 

In the beginning, he concluded that the man who drives into the 
yard is more likely to be a live prospect than the one who drives up 
and parks at the curb. Therefore, the door to the office is insignificant 
in size compared with the gateway into the yard, and while there is 
only one door providing entrance from the sidewalk to the building, 
there are two or three * accessible from the parking space 
inside the yard. 

The problem, therefore, is to get the motorist to drive into the yard, 


“back doors 


and come in the back way. ‘This is accomplished by placing the front 
gate next to the office building, making it “high, wide and handsome,” 
and eliminating any factor which might block the motorist’s view of 
what is ahead of him Automobile concerns have found that more 


motorists will drive into their buildings if they can see what is beyond 
the threshold than they will where the driveway is somewhat windingly 
and the same thing applies to drive-ins to lumber yards. 
Once inside the gate, the motorist may turn to the left and pass be 
tween the office building-warehouse and one of the sheds which contain 
an active and frequently called-for variety of lumber. He and 


obs« ure, 


stops 


may either enter a rear door into the office proper, or into an adjacent 
rear door that opens into a sort of warehouse where there is an active 
stock of builder’s hardware, roofing, paint, screen, lime, plaster etc., 


and in the adjoining room the active stock of doors, with sash on the 


mezzanine balcony 


If he wants any of these products he gets them here. If he wants a 
board or two, he is taken across the driveway to the sheds and it is 
selected for him. 

The writer must say that the arrangements of this warehousé-store 


are the most compact of any he has yet seen. The counters form two 
sides of a hollow square. Down one wall is a row of drums contain 
ing lime, plaster, cement, fire clay and water color in bulk to accom- 
modate the customer who desires a few pounds instead of a whole sack. 
Open kegs of nails are available for dispensing in small amounts. 
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Row oF LUMBER SHEDS AND WAREHOUSES 


Sketch illustrating part of the arrangement of the O'Neil Lumber Co.’s 
yard and showing how the prospect is encouraged to drive in behind the 
office building where merchandising of building materials takes place. 
The arrangements provide for quick service to the come-and-take-it 


customer 
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Looking down the “merchandising aisle” in yard of the O'Neil Lumber Co., Pomona, Calif. Right 


wire netting, placed to quickly serve the drive-in customer 


Yard Caters to Cash-and-Carry Buyer 


October 3, 193) 








The active stock of clay products and 





As an illustration of compactness, consider the stock of screen. From 
the first floor is a short flight of steps to the mezzanine, but there are 
no risers, and the treads have been extended back several feet to form 
what may be termed shelves. So, under each step are several rolls of 4 
screen, the lengths diminishing with the height of the step. 

“A good way to sell odds and ends is to let the visitors stumble over 
them,” Mr, Ervin declares. This is, speaking figuratively, of course 
but it means that he places odds and ends of sash and the like where 
visitors must see them when en route to the sash room. Hence, the 
mezzanine balcony contains numerous odds and ends, while the regular 
stock is kept in the floor over the door department in the next room 


at 


PJ aL 








Display of roll roofing in front of book-keeper’s desk in office of O'Neil 


Lumber Co. 


The door room contains a great variety of doors, but not many of 
each kind. The purpose is to concentrate as many as possible into a 
small space. Also, in this room is a small stock of several varieties 
of wallboard, while the main stock is kept in a building some distance 
from the office. 

Hence all of these items are instantly available to the 
carry customer. 

Looking into the office section, one finds a unique display of roofing. 
Along the front of the bookeeper’s high desk is a platform 10 feet 


drive-in-cash- 





long, eight inches wide and four inches high. On it stand twelve rolls 
of roofing of various brands and weights. A portion of the wrapping 
is torn off to disclose about four inches of the material. Thus, when 
a customer is considering roofing he may be taken to this point, shown 
the various grades and brands and, if inquisitive, be permitted to tear 
a bit of it off. 

On a table nearby are samples of shingles, which customers may han- 
dle and tear. The more people who tear shingles and prepared roof- 
ing, the better Mr. Ervin likes it, for the man who will take the time 
and make the effort to tear a piece of a shingle, is a roofing prospect; 
grab him while he’s hot. If a customer is in a hurry for one roll he 
may take it from the display; otherwise it is produced from the stock 
in the warehouse. 

Now, there are active stocks of other building materials which do 
not need shelter. They are ranged down the front of the property to 
the right of the incoming motorist. They are in his view, and, if that is 
the merchandise in which he is interested, he will turn to the right 
and park nearby, then go into the office to see a salesman, if one does 
not immediately come out to interview him. Among these materials 
are clay products and wire netting. A few feet beyond is a limited, 
active stock of lime, plaster, cement etc., in sacks. The main stock is 
carried in a larger warehouse several hundred feet the from the office. 
All of this is designed to accommodate the “drop in” trade. 
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. National Production, Shipments and Orders 


Wasuincton, D. C., Sept. 28.—Following is the National Lumber Manufacturers’ Association report for the week ended Sept. 19, and for 
thirty-seven weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics 
of identical mills for the corresponding period of 1930: 














ONE WEEK No. of Percent Percent Percent 
Softwoods: : Mills Production of 1930 Shipments of 1930 Orders of 1930 
Southern Pine Association eeceece tate e eee enes 119 26,945,000 65 31,458,000 71 32,424,000 75 
West Coast Lumbermen’s Association........ 194 91,902,000 79 93,690,000 85 93,130,000 77 
Western Vine Association...........+.eeeee. 60 24,365,000 66 23,270,000 65 20,982,000 54 
California White & Sugar Pine Mfrs.’ Assn... 22 14,704,000 67 15,054,000 96 11,913,000 78 
Northern Pine Manufacturers’ Association.... 7 816,000 16 2,185,000 62 2,078,000 54 
st Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 932,000 71 947,000 65 1,095,000 84 
o North Carolina Pine Association............. 38 3,785,000 75 4,183,000 95 3,838,000 79 
ieee SUMRNONE Si cide ccacecuasescndeiceds 456 163,449,000 72 170,787,000 79 165,460,000 73 
ucts and Hardwoods: 
Hardwood Manufacturers’ Institute.......... 215 13,948,000 71 17,657,000 80 17,562,000 81 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 549,000 72 1,588,000 95 1,316,000 85 
Pelet harGwOOG .cssscsecsesvscenseessows 231 14,497,000 71 19,245,000 81 18,878,000 81 
Geant tOthlW ccccscccesvccsccecsecuvesecss 671 177,946,000 72 190,032,000 80 184,338,000 74 
’ THIRTY-SEVEN WEEKS Mills 
Softwoods: Reporting* 
Southern Pine Association..........e+e++e08- 118 1,142,584,000 65 1,298,304,000 79 1,290,639,000 80 
West Coast Lumbermen’s Association........ 194 3,736,589,000 72 3,910,644,000 75 3,796,608,000 76 
; Western Pine ASSOCIRTION......ccccesevecsccs 61 1,004,151,000 67 1,021,159,000 78 981,366,000 738 
n. From q California White & Sugar Pine Mfrs.’ Assn... 24 455,919,000 66 592,129,000 88 585,589,000 84 
here are Northern Pine Manufacturers’ Association.... 7 96,761,000 54 98,948,000 71 94,308,000 72 
to f Northern Hemlock & Hardwood Mfrs.’ Assn.. 2 76,737,000 76 48,972,000 68 46,086,000 69 
Pa North Carolina Pine Association............. 2 156,672,000 71 164,117,000 93 140,624,000 « 86 
Olls of & an ncensianiatiiinieaiitauassiaiine me mniemenpeeinnnalts saat osneaianiamdiiganatbiies tsa 
Baked BAL WOOEE: 66.66 csc si carerenvenseones 467 6,669,413,000 69 7,134,273,000 78 6,935,220,000 78 
ble over Hardwoods: 
course Hardwood Manufacturers’ Institute.......... 189 568,647,000 60 692,903,000 82 692,182,000 87 
e where Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 101,066,000 54 81,174,000 69 78,679,000 81 
nice, the init eM oc: cde ccawaniaewiaanuehe 210 669,713,000 59 774,077,000 81 770,861,000 87 
regular REE RT Ae ere ere eee 656 7,339,126,000 68 7,908,350,000 78 7,706,081,000 79 
<t room *Average weekly number, 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PorTLAND, OreE., Sept. 30.—The Western Pine 
Association reports as follows on operations 


Relation of Unfilled Orders to Stocks 


Wasuincron, D. C., Sept. 28.—Following is a statement for six associations of the gross 
stock footage Sept. 19, and the percentage relationship of unfilled orders to stocks: 
































Orders of : x 
No. of Gross Unfilled Stocks— during the week ended Sept. 26: 
—Association— Mills Stocks Orders Percent Total number of mills reporting, 87: 
Southern Pine Association... ...csccsccccccsccses 114 753,166,000 81,123,000 11 Actual production for week..... 22,800,000 
West Coast Lumbermen’s Association......... 167 1,355,742,000 248,448,000 18 eer ere re ee ee 24,850,000 
Western Pine Manufacturers’ Association...... 80 1,279,437,000 83,226,000 7 CRGGPE POORIVOR 2c cccccccnvens 22,339,000 
California White & Sugar Pine Mfrs. Assn...... 22 520,427,000 62,243,000 12 ° 
Bg  --f84, 4 fe 7 271;334°000 15,523,000 ; | See a si 
Hardwood Manufacturers’ Institute............. 163 900,298,000 118,724,000 13 Operating capacity .........+-.. 69,221,000 
Average for 3 previous years... 42,251,000 
j Actual production for week..... 21,601,000 
: . Re of mills: 
2 A group of 224 mills, whose production for — vad ” 
es oas eview ae eal ds aa cea fe Average production ........... 41,366,000 
the week ended Sept. 26 was 92,049,000 feet, | Unfilled orders ................ 81,198,000 
[Special telegram to AMERICAN LuMBERMAN] reported distribution as follows: sce —~ ope Ma meshes 1,278,609,000 
‘Wie , t : ae Unfilled entical mills reporting, : 
SEATTLE, W ASH., Sept. 30.—The 224 West Shipments Orders Orders Production 
Coast Lumbermen’s Association mills giving Retl ..... 29,529,000 29,381,000 72,391,000 Operating capacity — se se rare 69,221,000 
O' Nei production, shipments and orders during the Domestic Average for 3 previous years. 42,251,000 
f Neil week ended Sept. 26 reported : cargo ... 42,202,000 40,924,000 131,038,000 Week ended Week ended 
. Par : Export 22,986,000 10,074,000 82,500,000 Sept. 26, 1931 Sept. 27, 1930 
Produc tion 92,049,000 Local 7,929,000 ee 060C—«ésC Actual for week.. 21,601,000 35,060,000 
Shipments 102,647,000 11.51 over production — Shipments ..ccsess 23,164,000 37,810,000 
nanv of Orders 88,309,000 1.06 under production 102,646,000 88,308,000 285,929,000 | Orders received 20,809,000 37,842,000 
into a J A group of 343 — whose production re- A group of 194 mills, whose reports of pro- rnc mills reporting, 78: 
varieties | rts for 1931 to date are c > re > : "aces : ; , roduction— 
yee z leeks o date are complete, reported duction, shipments and orders are complete for Average for 3 previous years.. 40,794,000 
‘ } athe ae ‘ ieee 1930 and 1931 to date, reported as follows: Week ended Week ended 
Average weekly operating capacity 298,599, . 5 ‘ * "7 
in-cash- Average weekly ont for 38 ‘wou er Week ended Average for 38 weeks — > aoee Se yi —— 
: 1930 ; 158.861.000 Sept. 26,1931 1931 1930 Unfilled orders..... 80,782,000 133,566,000 
hl OL ELLE ee ete 58,861, . ‘ . r Gross stocks on 
‘ | SRS Re 91°49 Production 90,086,000 101,494,000 140,563,000 ‘a _ 
roofing. Peis dae eee ” tee ee 121,428,000 Shipments 99,601,000 106,243,000 139,948,000 EE Gs beh ole sable 1,259,016,000 1,37 7,646,000 
10 feet Actual cut for week ended Sept. 26 101,838,000 Orders 85,908,000 102,061,000 133,961,000 
ve rolls « 
rapping | Southern Pine Report 
S, when § 
, shown S | 2? p t “~< | WwW ( t New Orleans, La., Sept. 28.—For the week 
to tear a es ercen e O u ended Sept. 19, Saturday, 131 mills of total 
. i 5 its (a unit representing an 
[Special telegram to AMERICAN LUMBERMAN capacity 135% units p g 
ay han- , : sd : ml average monthly output of 1,500,000 to 2,000,000 
d= roof- Wasuineton, D. C., Oct. 1—Five hundred and sixty-nine softwood mills of seven associa- | feet between Nov. 1, 1927, and Oct. 31, 1930), 


he time tions for the week ended Sept. 26 reported to the National Lumber Manufacturers’ Association | report as follows to the Southern Pine Asso- 








rospect; production aggregating 164,281,000 feet; shipments, 183,030,000 feet, and orders, 160,826,000 feet. | ciation. 
voll te The week’s figures for production, shipments and orders follow: he 
ie stock No. of Production— Cars Feet Ave. tual 
Softwoods— Mills Production Shipments Orders Aver. 3 years. - 56,670,000 .... ale 
hich do Southern Pine Association.............++++: Sone us 188 27,211,000 32,991,000 + —- 29,610,000 Actual ....... ..- 28,923,000 61.04 .... 
West Coast Lumbermen’s Association.;......... 224 92,049,000 102,647,000 88,309,000 | Shipments* ....1,589 . 33,369,000 58.88 115.37 
erty to omen Pine Mfrs. Association....'.......... ods 87 22,800,000 24,850,000 22,339,000 | Orders 
that is N lif. White & Sugar Pine Mfrs. Assn.......... - 22 14,384,000 11,991,000 10,303,000 Received* ....1,640 34,440,000 60.77 119.07 
e right Northern eG: BETOM, BOUOGIRIOR. ccc cvcccsevers ‘ 7 $21,000 2,596,000 3,192,000 | On hand end 
an dae Northern Hemlock & Hardwood Mfrs. Assn...... 18 1,981,000 1,426,000 1,085,000 weekt .......3,975 83,475,000 ....  .... 
eneriall ‘arolina Pine Association....... eevnccve ° 80 5,035,000 6,529,000 5,988,000 sQrders were 103.21 percent of shipments. 
= i Ps is paar : ar basis is ,0 eet. 
limited, Totals, softwoods ......... ee Oe eee ee 569 164,281,000 183,030,000 160,826,000 tOrders on hand at above 131 mills showed 
stock is Hardwoods— an increase of 1.30 percent, or 1,071,000 feet, 
e office. Hardwood Manufacturers’ Institute........... .» No. report. ae Ss or. 
orthern Hemlock & Hardwood Mfrs. Assn..... "4 607,000 1,605,000 1,257,000 (Continued on Page 58) 
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More Kitchen Profit for 


Lumber 


Mapison, Wis., Sept. 28.—“The lumber 
dealer has been selling only about $30 or $35 
worth of his products for the average kitchen, 
representing a profit of from $2 to $5. With 
this equipment his kitchen sales will average 
around $200 or $250, and his profits are from 
$60 to $150—and he never has to maintain a 
stock !” 

That is the real reason, said J. R. 
manager, why the 


soutelle, 


Reserve Supply Co. last 





Dealers 


the new way of merchandising the first thing 
is for the dealer to bring his customer, or if 
that is for some reason impossible, to send her, 
here to see this display. 

“Here she sees the cabinets themselves, not 
the pictures. She can open the doors, and 
see how the opening of a door automatically 
pulls the pan shelf within easy reach. It’s all 


right to show a finish by a picture or a little 
square of wood, if you have no better way, 





The front of the Reserve Supply Co.s warehouse at Madison, Wis., showing the picture of the 
home on the big sign, and underneath it the long display window where $1,600 worth of 
Sellers kitchen cabinets and other equipment is on exhibition for the use of retail dealers of 


the area, fifty-one of whom are affiliated with the Reserve. 


They can bring their customers to 


this display where the woman can use the actual cabinet units to plan her kitchen, instead 


of depending upon pictures and sketches. 


Instead of making her plan from sketches, the sketches 


are made from her plan 


week put in a complete display of Sellers kit- 
chen cabinets, dinette sets and similar equip- 
ment. The big display window has a whole 
carload of cabinets and tables—the biggest dis- 
play the G. I. Sellers & Sons Co. has ever had 
—and H. R. Leakey, of Madison, the firm’s 
representative in the Northwest, told the AMEr- 
ICAN LUMBERMAN that this is the definite 
“break-over” on the part of the Indiana manu- 
facturer from furniture stores to retail lum- 
ber stores for distribution of its products. 

The display, shown in the accompanying illus- 
trations, is in the Reserve Supply Co.’s big 
window facing East Washington Avenue, the 
thoroughfare down which practically every resi- 
dent of Wisconsin travels at some time or an- 
other during the year. It attracts a lot of 
attention from casual passersby, but that is not 
its real purpose. Mr. Boutelle put the 
quite clearly when he said: 

“It is for the use of the fifty-one dealers, in 
and near Madison, who own the Reserve Sup- 
ply Co., and the other dealers in this area, too, 
for whom this display is intended. There are 
about three hundred dealers in our trade terri- 
tory, and if each one of them invested $250 or 
$350 in a kitchen cabinet display, the total in- 
vestment would be between $60,000 and $80,000. 
And yet, none of the dealers would have enough 
of a display to show the line intelligently. 

“But here in this window we have $1,600 
worth; a great variety of cabinets, and seven 
different finishes are displayed. Now then, 
we believe any woman will drive 75 or 80 
miles, or more if necessary, to see a really com- 
plete display of kitchen equipment. So, when 
one of these dealers is trying to sell a kitchen 
unit, he does not sit down with his pencil in 
hand and help her draw up a sketch, using 
pictures as a basis—that all comes later. In 


case 


but here she can see the finish on the whole 
cabinet. All Sellers cabinets are built in units, 
and are capable of a great number of combi- 
nations, to fit the needs of a great variety 
of housewives. If necessary, to make the cus- 
tomer see just what she wants so she will 
know how it will look when it is in her kitchen, 
we will take the units apart and put them 
together again according to her plan. She 
does her planning with the cabinets themselves, 





An installation of one 
of the kitchen units in 
a fine home being com- 
pleted by Joe Mueller, 
of the C.W. Davis Lum- 
ber Co., in Shorewood, 
a suburb. Here is an 
instance of the shifting 
of the various sections, 
and the choice of sec- 
tions to fit the needs of 
this particular home. 
Note that although the 
lower sections, where is 
plenty of room for pots 
and pans, are separate 
units, the porcelain sink 
and drain boards are all 
cast in one piece, to fit 


the space. The arched 


& 


window and the special lighting fixture combine to keep the housewife’s work table bright and 
cheery day and night. Too far to the right for the picture to show them are several more 
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Well Known Manufacturer of 
Kitchen Cabinets Makes the 
“Break-Over” From Furniture 
to Lumber as Retail Outlet 


so she can be sure about whether any specig 
arrangement will suit her individual needs, — 
“Then, after she knows exactly what sh 
wants, our architect here in Madison dray: 
up a set of blue-prints according to that plan 
and the next day we send the sketch to he 
dealer. Then all he has to do is to go g¢lj 
her what he knows she knows she wants, The 
Sellers company makes the unit to order, anj 
we recommend that the dealer, if possible, yp. 
crate the unit, inspect it to be sure it is jp 
perfect condition undamaged by its being jp 
transit, and then put it in his window for 4 
couple of weeks. In that way he gets his 
display unit free, and it has the added adyap. 
tage that he can put a card on it announcing 
that ‘This kitchen unit was made to order for 
Mrs. Smith,’ or something like that. In that 
way one sale will help to make another.” 


Five Kitchens Sold the First Week 


Today, after the display had been in use 
one week, Mr. Boutelle was well pleased with 
it. Already five kitchens have been sold by 
means of the added service, and one woman 
came all the way down from Waupun to see 
the exhibit and plan her kitchen. Mr. Bou. 
telle spent Friday and Saturday on a tour 
of about twenty lumber yards in this terri- 
tory, to see what they thought of the idea, 
which has been well advertised among the 
dealers which the Reserve Supply Co. serves. 
“I purposely refrained from mentioning the 
display, myself,’ he said, “because I wanted 
to know how many of the dealers would bring 
up the subject. Almost every one of them had 
something to say about it. I was surprised at 
the interest shown. —They believe it will be 
a fine thing for them, and that of course is 
its purpose, for our real reason for existence 
is service to the lumber dealer. This organi- 
zation was started by the dealers themselves 
with that end in view.” 

Mr. Leakey, also, was much gratified at the 
results obtained. His company, he said, has 
been experimenting with lumber dealer distri- 
bution in Madison because of the excellent re- 
sponse to national. advertising, from this city. 
This same site was chosen for display five 
years ago, when it was part of the plant of the 














cabinets and broom closets of various descriptions, each a separate unit. 
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former Yawkey-Crowley Lumber Co., because 
it is near the sports mecca of Wisconsin, the 
football field of the University of Wisconsin, 
is a concentration point for State and Federal 
highways, and so has a great amount of traffic. 
That display was very much an experiment, but 
a successful one. For instance, a 12-foot dis- 
play with floodlight was maintained during just 
one football game, in 1927, with the result that 
there were 58 inquiries and the Sellers com- 
pany sold 19 kitchens. i 

But, for the reason already mentioned, a simi- 
lar display in all retail lumber stores where 
Sellers equipment is sold would not be prac- 
tical, so this large one has been prepared. Mr. 
Leakey has a program which calls for fifteen 
more similar displays in the Northwest, at 
central distribution points, to serve the dealers 
in the surrounding territories, as soon as such 
arrangements can be made. Service, he said, 
is the important factor in this program, and is 
absolutely necessary to merchandise a product 
like kitchen equipment. He added: 

Last week I caused a dealer salesman to 
pring a client into the Reserve display, when 
our units had been specified. The salesman 
complained that by this visit we were sure 
to confuse this client and we would get into 
a mess of changes and wreck the original 
plan. The interview worked out by showing 
the customer exactly what and why and how, 
and instead of confusing her we proved to 
her that in each instance we were accurately 


serving her very best needs, and the plan 
stayed just as it was. We have no fear 
of the fussy demands of any dealer’s cus- 


tomer, and we are not going to let them get 
away With any bad engineering just for the 
sake of a few dollars either way. There is 
positively no difference in cost between the 


right and the wrong installation. It is a 
simple matter for an expert draftsman to 
make an unlimited number of different de- 
signs from just a few units. But building 
each customer’s ideas into each unit is what 
we mean by a planning service, and that 


means we use the display as a force to obtain 
correct engineering. 

A Sellers specification for Mrs. Jones, from 
the Reserve Supply Co. has all the individu- 
ality of Mrs. Jones plus the skill of trained 
hands and minds in this work, plus a check- 
ing service on job contractors to insure final 
assembly and a correlation service with ar- 
chitects on preliminary plans. Every dealer 
knows what that means to him. 


For the Customer From Afar 


There is another service which the Reserve 
will render, by reason of its location where 
football crowds will pass. The customer who 
stops to see the display, and to inquire, may be 
from far beyond the trade territory of the 
supply company. In such case Mr. Boutelle 
will show the customer the entire line, and 
work with her on her kitchen plans, and will 
ask her for the name of her lumber dealer. 
Then he will have the architect draw up the 
sketch of the layout chosen by the visiting cus- 
tomer, and send that sketch to the lumberman, 
who is in a position to sell the unit. “That, 
of course,” he said, “is a service which only 
a reserve supply organization could and would 
do, but it is to our interests, because of the 
nature of this company, to do that.” 

There is a very active interest in these units, 
as any one can prove to himself by watching 
the window for a while. All women who pass 
stop to look, and some linger long. One glanced 
at the window and then seemed about to con: 
tinue on her way, determined not to stop, and 
then she got clear over to the far end and 
suddenly stopped short, as she happened to 
see something which was too good to the 
feminine eye to pass by. She spent several 
minutes there. Mr. Boutelle told of sitting 
out in front in his car, and watching motorists 
speed past the store, then slam the brakes on, 
skid the wheels sometimes, and back up to 
take a look. 

While the writer was in Madison today he 
went out to Shorewood Hills, residential sub- 
urb, to see one of the kitchen units installed 
in a house just built by Joe Mueller, of the 
C. W. Davis Lumber Co. He, too, found the 
big display and stock handy. 
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Recommends Helpful Program 
for West Coast Industry 


SEATTLE, WASH., Sept. 26.—Following the 
mass meeting of lumber manufacturers, held 
in Chicago on July 1, and in accordance with 
recommendations adopted at that meeting, a 
special committee of the West Coast Lumber- 
men’s Association has been engaged in making 
a survey of the mills on the West Coast and 
has submitted a report and made recommenda- 
tions of both production and merchandising 
policies, as follows: 

The committee urgently commends to every 
West Coast operator a production policy, in 
logs or lumber, that will 

(1) Keep the cut currently under sales ac- 
tually made. 

(2) Progressively 
hand, 

(3) Maintain a minimum 
workers of thirty hours per week and—by 
staggered shifts or otherwise—spread the 
amount of work done over the largest prac- 
ticable number of men. 

The committee 
done by the 
its recovery 
through: 

(1) The 
through 


reduce the stocks on 


employment for 





believes that 
West Coast 
and 


much can be 
industry to hasten 
increase its realization 


extension of collective selling, 
group sales organizations, and 


(2) The general adoption and maintenance 
of firm price selling policies. 


3oth of these constructive methods have 
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been widely endorsed by the replies received 
from the industry. Both have been developed 
through specific plans and current discus- 
sions, and both are already partially in effect. 


The committee strongly urges: 


First. The completion of collective sales 
organizations embracing the entire product 
of the West Coast sold on the Atlantic sea- 
board. 


Second. The creation of not to exceed three 
collective sales organizations for the Cali- 


fornia coastwise markets. 
Third. The active development of sales 
organizations for the rail trade, either by 


suitable groups of mills or species of lumber 
or of items sold in particular markets. 
Fourth. The adoption by every West Coast 
sales office of firm price lists in every market 
served, and strict adherence to the firm price 
method of merchandising its products. 


Maj. E. G. Griggs, president of the St. Paul 
& Tacoma Lumber Co., Tacoma, Wash., is 
chairman of this committee and has devoted 
much time to this work. 


Believing that this report is of interest not 
only to the lumber manufacturers but to every 
citizen of the Pacific Northwest, Secretary W. 
B. Greeley, of the West Coast Lumbermen’s 
Association, has sent a complete copy of the 
committee report to all of the newspapers in 
this territory, advising them that they are wel- 
come to use these recommendations of the 
West Coast planning committee in such way 
as may seem best in the joint interests of the 
public and the lumber industry. 


“Watchful Waiting” in Chicago 


Chicago lumbermen had not expected that 
trade would be good during fall, but most of 
them hoped that there would be more orders 
coming from the rural districts at this time, and 
are disappointed over the lack of any im- 
provement. They are pretty well accustomed 
to hand to mouth buying, but retail distrib- 
uters seem to be closing down even tighter on 
their orders. Large retail plants that never 
before adopted any such expedient are now tak- 
ing part cars, so that the proportion of pool 
cars is larger than ever. 

Rush delivery is of course wanted by all 
these buyers, for their stocks are being held 
below the point at which they can efficiently 
serve their trade. Some wholesalers say that 
practically every car ordered has to be traced 
through, and retail association officials say that 
the call for tracing service is much larger than 
during the previous months of this year. 

The lack of demand is explained by some 
members of the trade as caused by the low 
relative prices of farm products, for despite 
the low prices of lumber, those of leading farm 
products are relatively even less. Some coun- 
try retailers have pointed out that when their 
customers figure, as farmers will, the number 
of bushels of corn that must be laid down at 
the local elevator to pay for a small jag of 
lumber, these customers are certainly not in a 
buying mood. 

On the other hand, the mills are suffering 
from lack of business, and the smaller pro- 
ducers are especially eager for orders, though 
some of the larger companies show almost as 
great eagerness. It is not possible to put one’s 
finger on definite evidence, but the general 
feeling is that a good many concessions are 
being granted, and the average seller is afraid 
to take too firm a stand when quoting. 

Probably the southern pine mills, as a whole, 
have been able to hold to their lists more 
closely than those offering other species. But 





A five line ad costing $1.50 pro- 

duced eight high-class salesmen for 

an advertiser. REACH the BEST 
in the INDUSTRY 


a mill representative in Chicago will be sur- 
prised now and then by finding an order for 
high grade lumber go to another mill at per- 
haps $10 less than would be considered a fair 
price for this dull market. Such low-price 
competition of course comes from other of the 
larger producers. 

Western pine sellers say that business is no 
better, but that it is maintained at about its 
recent low volume. The best demand is com- 
ing from the millwork plants, which are good 
buyers of thick shop for making storm sash. 
Mills are getting about as much business from 
industrial users around the city as from the 
retail yards of this region, but in neither case 
is the volume much to boast of. A few of the 
larger companies claim that they are holding 
their prices firmly and intend to stick to lists, 
but others admit that they have been easing 
down in their quotations, to prevent smaller 
producers taking too much of the going busi- 
ness. 

Douglas fir is slow. Some of the distributers 
have been attempting to put a firm-price policy 
into effect, but say that any stiffening of quo- 
tations immediately results in lessened volume. 
They hope that the attitude of buyers toward 
attempts to advance prices slightly from the 
low levels may be but temporary, and that if 
lists are generally adhered to the buyers will 
resume placing business. Others doubt whether 
the market is yet in such shape that any mark- 
up can be effected. 

Lumbermen as a rule are thinking a good 
deal about general economic conditions, and 
are questioning whether they can expect any 
decided improvement in the lumber movement 
until general business is better. Most of them 
think that for the remaining months of this 
year there will be no gain in volume of sales, 
and some of them think that there will be a 
further tapering off. Retail distributers take 
about the same waiting attitude. Ordinarily the 
yards at this time of year would have a keen 
eye on price movements and be ready to jump 
into the market with large orders when they 
thought that it had reached bottom. This 
year the probable course of prices gives them 
little concern. What they want to see is a 
prospect of increased consumption in their com- 
munities. 
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Make Test of Transcontinental 
Motor Truck Freight Service 


New York, Sept. 28.—To determine the feas- 
ibility of establishing a transcontinental motor 
truck freight service, the Southern California 
Freight Lines (Ltd.) dispatched from Los An- 
geles a truckload of oranges, lemons, butter, 
eggs, figs, watermelons and other perishable 
foodstuffs. This truck was met at the city hall 
here last Wednesday by Maj. William F. Dee- 
gan, tenement house commissioner and chair- 
man of the mayor’s reception committee, and 
other city officials. The vehicle then made stops 
at the Empire State Building where the party 
was met by Alired E. Smith jr., and at the 
General Motors Building, where those in charge 
of the shipment were greeted by Alfred P. 
Sloan jr., and other company executives. 

The engineering features of this shipment 
were directed by A. E, Elmore, who said this 
was the first shipment by truck across the coun- 
try. While the running time was only 5% days, 
considerable delay was caused by bad roads, 
washouts and the necessity of making long de- 
tours to avoid weak bridges. The vehicle left 
Los Angeles on Sept. 5. No overnight stops 
were made, the truck averaging 23 miles an 
hour despite delays. 

The truck is equipped with a refrigerator and 
with its trailer has a loading capacity of 68,000 
pounds. ‘The forward and rear vehicles are 
connected by telephone and there are sleeping 
accommodations in each. In a separate com- 
partment instruments connecting with 53 points 
of the vehicle record the temperature and other 
running operations. The truck and trailer com- 
bined are 52 feet long; each is 8 feet wide and 
10'4 feet high. In the two tanks 70 gallons of 
gasoline are carried to provide fuel for the 135 
horsepower engine. 

Col. J. D. Davis, who accompanied the ship- 
ment, said that the truck, loaded with freight, 
would start on the return trip in about one 
week. 





Production on Sectionalized 
Steel Houses Started 


Kansas City, Mo., Sept. 28.—Production 
was started last week on a sectionalized steel 
house, which the inventor, C. L. Michod, of 
Kansas City, claims will revolutionize small 
home building in this country. No longer will 
the contractor erect a house on the customer’s 
lot, according to Mr. Michod’s idea. Instead 
the prospective home owner may procrastinate 
in the selection of a lot while the home is be- 
ing built in a modern house factory. 

Mr. Michod, who has experimented widely 
in the field of portable and sectionalized small 
homes, has perfected a means whereby the 
plans of a home may be laid out and section- 
alized without paying any attention to archi- 
tectural features which might hinder the 
builder of the ordinary home set up in sections. 
The prospect can select any house plan he 
desires and Mr. Michod can build it in his 
factory. The only limit placed upon the size 
of the sections is the capacity of the box car 
in which it is shipped. 

Simple, anyone might say, but the secret of 
the invention lies in the means of fusing the 
sections together. Mr. Michod’s process pro- 
vides for a joint as strong as any single unit 
yet so perfectly done that it is invisible. 

The first of these steel homes has been sold 
to a utilities company with headquarters in 
Salina, Kan., to be used as an exhibition home 
for the display of various electrical devices 
common in the household. 

The Michod plan calls only for the walls 
and roof. The rest of the house is left to 
the home owner’s choice in the matter of floor- 
ing, trim, porches etc. 

In the promotion of the steel houses, Mr. 
Michod is stressing the lessened chances of fire 
loss. He says he has already taken up the 
matter of reduced fire insurance rates with 
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underwriters ‘and has been promised a read- 
justment of existing rates in favor of the steel 
house. Another selling point claimed is the 
sanitation and absence of vermin due to the 
solidity of all joints preventing any entrance 
of objectionable animal life. Strength and 
durability are further talking points, and Mr. 
Michod says that his steel house can be sprayed 
with paint with an ordinary motor car spray 
for $5. 

Mr. Michod expects to merchandise his prod- 
uct through lumber yards in various sections 
of the country, with the idea that the lumber- 
man can sell the prospect the trim for his steel 
house and in addition get a commission for 
handling the proposition. 


Dried the Wood Ser Lindy's 
Plane 


PorTLAND, Ore., Sept. 26.—Officials of the 
Moore Dry Kiln Co., of Jacksonville, Fla., and 
the branch plant at North Portland, are feeling 
quite elated over the fact that the plywood used 
in the construction of the airplane in which Col. 
and Mrs. Lindbergh are taking a vacation trip 
to Japan and other Oriental countries was dried 
in a Moore reversible cross circulation kiln. 
The Lindbergh plane is a specially built Lock- 
heed ship, the entire wing and fuselage being 

















The Lindbergh plane (from illustration in the 
Sept. 5 issue of Literary Digest) 


covered with plywood manufactured by the Ost- 
lind Manufacturing Co., Marshfield, Ore. The 
Ostlind company operates a battery of Moore 
reversible cross circulation kilns in which high- 
est quality furniture and airplane veneers are 
seasoned. 

The seasoning of veneers used in Col. Lind- 
bergh’s plane is a new honor for the Moore 
reversible cross circulation kiln, although this 
system has been used extensively on the Pacific 
coast for drying airplane veneers used in the 
planes of less distinguished flyers than the 
colonel. Incidentally it is encouraging to note 
that Col. Lindbergh, who has always placed 
emphasis on the safety factor of airplane con- 
struction and operation for his Oriental trip, 
selected a plane in which wood products played 
such an important part. 


Quantities of Wood Used for 
Seats in Olympic Stadium 


LAKE Pracip, N. Y., Sept. 28.—In connec- 
tion with the skating races to be held during 
the Olympic games in the Olympic Stadium 
here, wood is being used in large quantities 
for the seating arrangement. Longleaf yellow 
pine is being used for the supports, while the 
seats are being constructed of Douglas fir. For 
this purpose 73,000 feet of fir has been pur- 
chased and is being used. Information is not 
available as to the footage of longleaf yellow 
pine, but it will run into substantial figures. 
These seats are of temporary construction and 
will be taken down next spring. 
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New Lumber Organization a} 


Tacoma 


Tacoma, WaAsH., Sept. 26.—The Osgood. 
Nurenburg Corporation is the latest addition 
to the lumber fraternity of this section, 
company having been formed by George J, 
good, formerly president of the Wheeler, Os. 
good Co., with a service dating back 40 y 
and Will S. Nurenburg, formerly with the 
Wheeler, Osgood Co., for 19 years. The Os. 
good-Nurenburg Corporation is offering to the 
trade products of the Henry McCleary Timbe 
Co., McCleary, Wash.; the Washington Vp 
neer Co., Olympia, and the Mutual Fir Colum, 
Co., Tacoma, Wash. These products include 
fir garage doors, fir veneered and solid hou 
doors and veneered panels, fir and spruce ply. 
wood, wallboard, fir columns, newels, porch 
posts, balusters, door frames etc. and lumber. 

















The company expects to establish a New York & 
City office about Nov. 1. In the meantime, 
is located at 521 North Yakima Avenue jy 
this city. Both Mr. Osgood and Mr. Nuren. & J. 
burg are well and favorably known to th & Tac 
trade throughout the country and their ney 
company is assured of a warm welcome. 
i days’ C 
P a ara nats agers 
Bridge Material Contract Time | 4 
promv 
Extended half 0} 
agers 
New Or .EANS, La., Sept. 28.—Interest con- were 
tinues in the furnishing of wood structural ma- Brook 
terial for the New Orleans Public Belt Raijl- Kansa 
road bridge across the river here. The con- The 
tracts have been extended to Dec. 31 to allow an int 
additional time during which an extension of years 
time of completion will be asked of congress, purpo 
It is currently reported that species competition door. 
is hard with a substantial difference in prices of of we 
fir and southern pine. a bet 
Local lumber circles are also interested in the to ha 
Louisiana Highway Commission bridge across ducin 
the spillway, to be erected of creosoted wood, 
an award for which was set by a Federal court 
commission at $740,000. ; 
3 
What About the Fourth House? | 





That is the title of an attractive leaflet be- 
ing made available to retail lumber dealers 
throughout the country by the Oak Flooring 
Manufacturers’ Association of the United 
States and being sent out from the association 
offices in Memphis. This leaflet contains a 
story with a punch, showing the tremendous 9 
possibilities in every community for developing 
latent business that will help the lumber dealer, 
afford employment for the carpenter, and pro- 
vide satisfaction to the home owner. 

It has been found that three of every four 
houses have oak floors, but “what about the 
fourth house?” This is an opportunity for 
every retail lumber dealer, that really needs 
attention. In sending samples of this folder 
to the retail lumber dealers the association 
calls attention to the fact that nine of every 
ten home owners really want oak floors and | 
many of them can be induced to buy now. J 
The folder is offered to retailers for dis- 
tribution among the carpenters and contractors ; 
in their communities. It offers good, sound, — tor 
money-making ideas to all men who want win- the 








ter work. The association says “Remember BH ej 
this, the more carpenters and contractors you | 
get out calling on homes, the more building FH ne 
material of all kinds you are going to sell.” (an 


In the bulletin sent out with these folders, 19 
a number of valuable modernizing tips for re- J at 


tail lumber dealers are indicated, any one of sh 
which is workable in practically every com- — to 
munity and will be of great assistance to the FB he 
dealers in developing this class of business. Ps 
This folder, “What About the Fourth House’ i ti 
and other sales helps prepared by the associa- — p 
tion are available to dealers who order them It 
through the member manufacturers from whom g 


they buy their oak flooring. 
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George A. Williams, 
general manager of the 
Pacific Mutual Door Co., 
Tacoma, Wash., spent 
several days in Chicago 
during the last week 
and while here was 
joined by four of the 
branch managers of the 
company for a two 
days’ conference. Mr. Williams and these man- 
agers discussed business conditions generally 
and outlined plans for even more intensive sales 
promotion work throughout the country in be- 
half of the products of the company. The man- 
agers who conferred with Mr. Williams here 
were J. A. Hannapel, Chicago; P. J. Peltier, 
Brooklyn and Philadelphia; H. C. Bennison, 
Kansas City, and B. A. Hondo, Indianapolis. 

The Pacific Mutual Door Co. has behind it 
an interesting history of two decades. Twenty 
years ago this company was organized for the 
purpose of promoting sales of the then new fir 
door. Previous to that time doors were made 
of western red cedar, but fir was thought to be 
a better material for doors that were subjected 
to hard usage and several factories began pro- 
ducing them. Within a short time the newly 


J. A. GABEL, 
Tacoma, Wash., 
President 














AMERICAN LUMBERMAN 


Plan More Intensive Sales 


Promotion 


Make Full Line of Products Available Overnight 
to Every Lumber Dealer in the United States— 
A Great Producing and Selling Organization 


factories are maintained in connection with the 
warehouses. 

As a result of the organized and systematized 
plan of distribution, Pamudo guaranteed prod- 
ucts are available almost overnight to every 
retail lumber dealer in continental United 
States, either from one of the distributing ware- 
houses or from the headquarters office at Ta- 
coma, Wash. This company has the exclusive 
sale of the output of two modern fir plywood 
factories—the Aberdeen Plywood Co., Aber- 
deen, Wash., and Olympia Veneer Co., Olym- 
pia, Wash. 

Heading the company as its chief executive 
is J. A. Gabel, president, who is recognized as 
one of the best posted men in the door indus- 
try. To his wise direction the remarkable 
growth of the company is largely due. 

George A. Williams, general manager, who 
is in charge of all Pamudo activities, is per- 
sonally known to hundreds of dealers through- 
out the country. The policy of the company is 
and always has been to deal only through the 
“legitimate” channels of trade—its distributing 
warehouses and recognized jobbers—with lum- 
ber dealers only. The heads of the company 
have been fortunate in their selection of the 
men to guide the activities of the various branch 











J. A. HANNAPEL, 
Manager Chicago 
Branch 


E. J. 
Manager St. 
Branch 


lormed Pacific Mutual Door Co. was handling 
the output of all these factories, with two ex- 
ceptions 

George A. Williams, who had long been con- 
nected with the sale of sash, doors, millwork 
and plywood, soon joined the company and in 
1913 established its first distributing warehouse 
at Chicago. Later on additional warehouses and 
shops were established at strategic points and 
today the company maintains distributing ware- 
houses in St. Paul, Chicago, Indianapolis, Kan- 
sas City, Brooklyn, and Philadelphia. In addi- 
tion to fir doors, stocks at these points include 
practically everything in millwork and plywood 
in fir and many items in other softwoods, to- 
gether with some hardwoods. At Indianapolis, 
St. Paul, Chicago and Kansas City millwork 


OWE 





P. J. PELTIER, 
Manager Brooklyn 
and Philadelphia 


NS, 
Paul 


warehouses, and each of them in his territory 
has built up a clientele that is a powerful factor 
in popularizing the use of Pamudo fir doors, 
plywood and other products. 

J. A. Hannapel is manager at Chicago. This 
warehouse gives overnight or even quicker de- 
livery service by rail or truck to practically 
every city, town and hamlet in northern Illinois, 
northern Indiana, southern Michigan, southern 
Wisconsin and southeastern lowa. 

In charge of the St. Paul branch is E. J. 
Owens. From this point overnight delivery by 
rail is made to most localities in Minnesota, 
northern Wisconsin, North and South Dakota, 
and northeastern Iowa. Mr. Owens was not 
present at the Chicago conference because Mr. 
Williams planned to stop at St. Paul on his 





H. C. 
Manager Kansas City 








return trip to the Coast 
and confer with Mr. 
Owens at that time. 

P. J. Peltier is man- 
ager of the warehouses 
at both Brooklyn and 
Philadelphia. Trucks 
from these warehouses 
quickly serve a large 
territory including New 
York, Pennsylvania, New Jersey, Connecticut, 
Delaware, Massachusetts, Rhode Island, New 
Hampshire and Vermont. 

The largest Pamudo combined warehouse and 
factory is located at Kansas City, where H. C. 
3ennison is manager. From this point dealers 
in Missouri, Kansas, southern Nebraska, south- 
western Iowa and Oklahoma are served by rail 
and truck. 

B. A. Hondo is in charge at Indianapolis. 
This warehouse serves central and southern 
Indiana, western Ohio, Kentucky and east cen- 
tral Illinois, providing overnight delivery by 
steam railroad and interurban lines to prac- 
tically all of this wide territory. 

Since its inception the Pacific Mutual Door 
Co. has maintained close contact with retail 
lumber dealers and the large and varied stocks 





———— 





G. A. WILLIAMS, 
Tacoma, Wash., 
General Manager 








B. A. HONDO, 


Manager Indianapolis 
Branch 


BENNISON, 


3ranch 


in the distributing warehouses of the concern 
today are there because the executive staff real- 
izes that to get business and make permanent 
customers a well balanced, uniform stock that 
meets the dealers’ needs must be carried and 
prompt and efficient delivery service must be 
provided. 

Commenting on the policies of the company 
and on this conference with the managers in 
Chicago, General Manager Williams said: 

The warehouse managers and myself, who 
constitute the executive staff, realize that to 
maintain the rate of progress that has built 
this company from humble beginnings to a 
national institution of its present magnitude, 
we must constantly extend and improve the 
merchandising service, which above all has 
been the secret of Pamudo success. 
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Hoo-Hoo International, in Annual, Stresse 
Snark Points to Benefits of Order in Aiding the Development of Bett 


West Bapven, Inp., Sept. 28.—Recognizing 
the critical conditions confronting the lumber 
industry, the fortieth annual convention of the 
Concatenated Order of Hoo-Hoo held here 
Sept. 23, 24 and 25, sounded the keynote and 
charted ‘the course for a militant program of 
promotion and education during the ensuing 
year. 

The convention, bringing to a close the suc- 
cessful administration of Franklin A. Hofheins 
as Snark of the Universe, was featured by the 
adoption of a definite program of local activi- 
ties and by strong resolutions calling on lum- 
bermen to unite in leading the industry “out 
of the woods.” 

Benjamin F. 


Springer, secretary of the John 
Schroeder 


Lumber Co., Milwaukee, Wis., a 
member of last year’s Supreme Nine and a 
former president of the Wisconsin Retail Lum- 


bermen’s Association, was elected Snark 
of the Universe. The other members of the 
new Supreme Nine are: 

Senior Hoo-Hoo—Charles R. Black, of the 
J. W. Black Lumber Co., Corning, Ark., and a 


former president of the Southwestern Lumber- 
men’s Association. 

Junior Hoo-Hoo—Thomas C. Spaulding, 
of the school of forestry, 
tana, Missoula. 
Kenneth M. 


dean 
University of Mon- 
Bojum 


Brown, Coast Sawmills 


(Ltd.), Toronto, Ont. 

Scrivenoter—Ormie C. Lance, secretary-man- 
ager, Northwestern Lumbermen’s Association, 
Minneapolis, Minn. 

Jabberwock—William H. Burruss, Burruss 
Land & Lumber Co., Lynchburg, Va. 

Custocatian toss C. Kuhlman, secretary, 
District No. 1, Ohio Association of Retail Lum- 


ber Dealers, Cincinnati. 


Martin, 
Merchant, 


Arcanoper—J. E. 
California Lumber 


managing editor, 
Angeles, 


Los 


Gurdon—Andrew J. Brady, Palburn (Inc.), 
Buffalo, N. Y., and Counselor last year for 
New York State. 


Report of Snark 


The first session, held Wednesday afternoon, 
was devoted to the reports of Snark Hofheins 
and members of the Supreme Nine present, 
and to the annual report of Secretary-Treas- 
urer H. R. Isherwood. 

Material realization is not the major objec- 
tive of Hoo-Hoo and brotherhood, fraternity, 
friendship, confidence and charity are the bene- 
fits that keep the banner of the Black Cat 
flying, Snark Hofheins said. However, it must 
be recognized that the success of these more 
intangible elements can be increased by tying 
them to a definite program of material achieve- 
ments. 

Man-power is a tremendous force when har- 
nessed. The man-power of Hoo-Hoo is becom- 
ing year by year of increasing importance to 
lumbermen and to lumber associations. It is 
being felt, recognized and respected by other 
branches of the great construction industry, by 
associations, banks and other financial insti- 
tutions and by Governments, States, Provinces 
and municipalities, 


The consumer controls business today, Snark 


Hofheins asserted, and to serve the consumer 
satisfactorily the lumber industry must de- 
velop a better merchandising sense. Hoo-Hoo, 
he said, is helping substantially toward the 


development of better 


merchandising by lum- 
bermen. 


There are so many phases to the problem 
of merchandising the output of so vast an 
industry as ours that without centralized 


effort, particularly in an educational way, 
we are bound to find species destroying con- 
structive work of other species, he continued. 
One of our greatest tasks, that of merchan- 
dising the new home and the modernizing 
of the home growing old, is too great a task 
for successful accomplishment by any 
branch of the industry or for the entire 


one 
in- 
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dustry, even as powerful as it is. It is a 
task that requires the combined creative 
merchandising ability of the entire construc- 


tion industry and the interests of lumber 
can best be served if the task is approached 
with a united front. 

The man-power of Hoo-Hoo, particularly 
if a considerable number of the 150,000 


eligible non-members in the industry 
enlisted, represents the _ strongest 
factor that could be introduced into this huge 
merchandising program to make it success- 
ful. The benefit would accrue to the entire 
lumber industry, to every species and to the 
entire construction industry. 


are 
possible 


Recommendations of Snark Adopted 


Among the more important recommenda- 
tions of Snark Hofheins, which were referred 
to the committee on legislation and good of 
the Order, approved and then adopted by the 
convention, were the following: 

1.—Retention of the 
insurance, despite the 


present plan of group 
some members 
result of its 
adoption. 


loss of 
as al 
2,—Removal of Hoo- 
Hoo headquarters 
from St. Louis to 
Chicago as soon as 
financial conditions 





B. F. 


SPRINGER 

Milwaukee, Wis., 

Elected Snark of 
Universe 


of the order 
3.—That 
clubs be 
to develop 
committees for the 
purpose of organiz- 
ing older members of 
local Scout troops into active forestry groups. 


permit. 
Hoo-Hoo F A 
encouraged 
30y Scout 


HOFHEINS, 


North Tonawanda, 
mM Sel 


Retiring Snark 


The object of these groups would be to 
sponsor tree planting and nursery experi- 
mental projects in city parks. 

4.—That all Hoo-Hoo clubs sponsor wood 
users’ meetings, such as those held at Buf- 


falo, Kansas City, Spokane, Duluth and other 
points, with carpenters, contractors, architects 
and purchasing agents as guests. 


5.— That Hoo-Hoo International furnish 
each club a suggested program of activities 
for the ensuing year and, in turn, ask each 
club for an outline of its plans for the year. 


6.—Strict enforcement of a law of the order 


that only members of Hoo-Hoo International 
in good standing may be officers or members 
of Hoo-Hoo clubs or have the right to vote. 

7.—That Hoo-Hoo public relations commit- 
tees be organized in each State, and in each 
Province of Canada, to campaign for the use 
of native woods in construction work within 


the State. (Crosby H. Shevlin, of Bend, Ore., 
is the author of this idea and was given due 
credit by Snark Hofheins). 


8.—Maintenance of the closest possible co- 


operation between Hoo-Hoo and its local clubs, 
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and between order and the various trag 
associations; that Hoo-Hoo clubs mak 
the fullest possible use of information ay 
practical help furnished by the National Lup. 
ber Manufacturers’ Association and affiliatey 
trade groups. 


Secretary Says Order Has Made Record 


Secretary Isherwood said that the order, al- 
though showing a decline in number of paid. 
up members compared with 1930 and adding 
fewer members than usual, had achieved a re. 
markable record under the conditions. He 
said, in part: 

When an organization can successfully doy. 


extension 


ble its dues in the face of a distressing de. 
pression in the industry it serves, with thov. 
sands unemployed in that industry and wit} 
prices generally declining instead of rising 
there can be no doubt of the worth of the 
organization and the need for its program 


The lumber industry vitally needs the type 
of work Hoo-Hoo is doing and 
will grow rather than decline regardless of 
improvement in business. The lumber indus. 
try must recognize that the return of better 
times will mean little to the industry unless 
a substantial share of the consumer’s dollar 
goes for building materials, and a substan- 
tial share of the building dollar comes 

Sales hungry industries selling 
from roller skates to motor are going 
after business hammer and tongs when free 
spending again becomes a public habit. They're 


this need 


to us 
everything 
cars 


not going to let people spend their money 
for home building if they can get them to 
buy their products instead. 

Even the man with money to spend for 
building isn’t going to walk in and drop it 
into the lap of the lumberman. ‘There are so 
many other things that can be used instead 
of lumber that the home builder doesn’t have 
to patronize us on the scale he would have 
done a few years ago. 

It’s up to us to get our share—and to get 
it we have to be closely organized and un- 
ceasingly active. We have to work together. 


We have to stay on the job. 
Hoo-Hoo offers the industry a powerful me- 
dium of defense and promotion. 

Secretary Isherwood complimented Snark 
Hofheins and all other officers, and thanked 
the trade associations and the lumber trade 
press for their co-operation. He described a 
number of the outstandingly constructive ac- 


And that’s where 


tivities of Hoo-Hoo clubs, mentioning specif- 
ically the Buffalo club’s wood users’ meeting, 
the Pampa (Tex.) club’s newspaper advertis- 


ing campaign in the interests of building and 
modernizing, the Spokane club’s extensive pro- 
gram of wood promotion and education, the 
Peoria (Ill.) club’s fight for wood sash, doors, 
cabinets and floors in a school building, the 
lumber schools sponsored by the Boston, Buf- 
falo and Cleveland clubs, the Kansas City 
club’s battle for a fair deal for wood in the 
building code, the New Orleans chapter’s cam- 
paign for the use of Louisiana woods in 
publie construction work, the Denver and 
Duluth clubs’ forestry activities, and the Me- 


Cloud (Calif.) club’s all-round work for the 
industry and the community. 

He said that Hoo-Hoo in the past has risen 
or declined as the fortunes of the lumber in- 


dustry rose or fell, but in 
decline has been less precipitate than 
the industry. 

There is only one thing, in my opinion, that 
can be done to improve the condition of Hoo- 
Hoo, Mr. Isherwood said. And sooner or later 
the lumber industry is going to have to take 
the same medicine if it is to get well. We 
have to go to work—sanely, confidently and 
methodically. Every officer has to put some- 
thing of himself into his job. We can’t have 
any honorary officers—every one must be 4 
worker. We have to have a definite program 
that will be carried out energetically in all 
districts. We have to have stronger, more 
active Hoo-Hoo clubs. 


this depression its 


that of 


In a separate article, entitled “The Weak 
Spot in the Lumber Industry,” copies of which 
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were furnished to all in attendance, Mr. Isher- 
wood analyzed the condition of the lumber in- 
dustry and outlined a definite program of local 
activities, under the auspices of Hoo-Hoo clubs, 
designed to “plug the gap during 1931-32.” 
He pointed out how propaganda, some of it 


urging the use of substitutes for wood as a 
means of saving the forests and some seek- 
ing to create a fear of fire from frame con- 


struction, had caused the loss of many markets 
for wood. He mentioned how building code 
legislation had been enacted in many communi- 
ties to the detriment of lumber, without any 
organized resistance by the lumbermen. 

Wood has been “outlawed or out-moded” 
repeatedly for uses in which it is unquestion- 
ably equal or superior to the materials that 
have replaced it, and frequently cheaper in 
cost, Mr. Isherwood said. The recovery of 
general business doubtless will intensify com- 
petition in the building field and the materials 
competing with wood will go after the build- 
dollar harder than ever. 

He recommended a definite program of ac- 
tivities for Hoo-Hoo clubs and local lumber 
eroups during the ensuing year, and the plan 
was adopted in toto by the convention. Sec- 
retary Isherwood was directed to ask all Hoo- 
Hoo clubs to put it into effect without delay. 
Some of the points in the plan are: 


mo 
lis 


That architects, contractors and others con- 
cerned with new buildings and modernizing 
be contacted and impressed with the beauty, 
serviceability and economy of lumber. 


That close watch be kept on the local build- 


ing code and organized resistance be made 
to any proposals for amendments curtailing 
or prohibiting the rightful use of lumber. 
That committees keep in close touch with 
construction projects, including roads and 
bridges, airports, homes, farm buildings etc., 
and ascertain as early as possible the kind 
of materials to be used and whether or not 


lumber is being given the consideration it de- 
serves. 
Close observance of newspapers and other 


media in which anti-lumber propaganda or pre- 


judicial references are likely to appear, and 


prompt action in defense of lumber wherever 
justified. 

A local advertising campaign in behalf of 
lumber, home building and modernizing, such 
as those successfully carried out at Pampa, 
Tex., and Missoula, Mont. 

The holding of a wood users’ meeting, at 
which carpenters, contractors, architects, pur- 
chasing agents and other construction mate- 
rials users would be guests. 

Establishment of lumber schools, or educa- 
tional lectures, similar to the plan of the 
Harry L. Folsom Hoo-Hoo Club, Boston. 

That an effort be made to contact the la- 


bor groups and gain their good-will and sup- 
port. Keep the craftsman informed of the 
developments in the lumber industry, and im- 
press on him his dependency on the industry 

The program also outlined a number of 
desirable topics for discussion at the regular 
Hoo-Hoo club meetings, and proffered the serv- 
ices of the International offices in helping to 
make the programs interesting and construc- 
tive. 


Resolutions Adopted 


A resolution proposed by James M. Brown, 
president of the Long Lake Lumber Co., Spo- 
kane, and a past Snark of the Universe, pro- 
testing the adoption of a standard style of 
architecture for Federal buildings, without re- 
gard for local architectural motifs,.and the 
use in these structures of materials that have 
to be shipped to the construction job from long 
distances when materials just as suitable and 
serviceable, including lumber, might be ob- 
tained at lower cost in the immediate vicinity, 
was adopted on recommendation of the reso- 
lutions committee. 


Another resolution authorized a drive 
sell educational endowment memberships, 
$100, $75, $50 and $25, for the financing 
salaried field workers and the extension of 
the order’s educational program, as soon as 
the financial condition of the industry war- 
rants. 

A resolution proposing establishment of a 
junior membership for forestry school stu- 
dents was referred to the Supreme Nine. An- 
other, providing that the jurisdiction to be 
personally served by the Snark of the Uni- 
verse be limited to the State or Province in 
which he lives, was adopted. 


to 
at 
of 


Reports of Delegates—Osirian Cloister 
Banquet 


The four members of the Supreme Nine 
present, Messrs. Spaulding, Brown, Lance and 
3urruss, reported for their jurisdictions at the 
opening session. 

The annual Osirian Cloister banquet, held 
the first evening, was 
presided over by past 
Snark James M. 
3rown. Talks were 
made by past Snarks 
N. A. Gladding, Indi- 





J. M. BROWN, 


Spokane, Wash.; 
Presided at Osirian 
Cloister Banquet 





anapolis; Harry J. 


H. R. ISHERWOOD, Miller, Seattle; Alton 


St. Louis, Mo.; J. Hager, Lansing, 
Secretary-Treasurer Mich.; Arthur A. 
of the Order Hood, Chicago, and 
Melvin M. Riner, 


Kansas City, as well as by the members of the 
Supreme Nine present, Secretary Isherwood and 
several old-time members. 

Delegates of various Hoo-Hoo clubs re- 
ported at the Thursday morning session. One 
of the best reports came from the Twin Cities 
Hoo-Hoo Club, represented by Fred Peschau, 
newly elected president, and William Wattson, 
retiring president, who gave an outline of the 
club’s program for the ensuing year. It will 


include, among other things, a wood users’ 
meeting. 
Mr. Peschau read the following telegram 


from Fred B. Anderson, vice-president of the 
Twin Cities chapter: 

Twin Cities Club celebrated arrival at Min- 
neapolis this afternoon of first train shipped 
over new Great Northern California extension, 
consisting of 60 cars lumber from McCloud 
River Lumber Co., McCloud, Calif. The mayor, 
officials of Great Northern, Civic and Com- 
merce Association, Shevlin, Carpenter & Clarke 
Co., and a large delegation of Hoo-Hoo club 
members attended. Spokane club sent its 


Cat as mascot to see train through 


Black 


erchandising — Program of Definite Working Activities for Clubs Adopted 


safely. Entire affair given publicity 
to advertise lumber. : 

Alton J. Hager, past Snark, in reporting for 
the Lansing (Mich.) club, said: “It seems 
to me the manufacturers of this country are 
overlooking one of the biggest opportunities 
ever presented to them by not coming into 
Hoo-Hoo the way they should. The retailers 
are not giving the support they should either 
and it’s up to us to tell all of them what Hoo- 
Hoo is doing for them.” 

The Pampa (Tex.) Hoo-Hoo club. was 
highly complimented during the meeting for 
its newspaper advertising campaign, copies of 
which were displayed on exhibit boards in 
the hotel lobby, and for its activity in furnish- 
ing trees for planting in public and private 
grounds. 

The Wilson Compton cup, a trophy made 
of long-leaf yellow pine timbers that had served 
112 years in the White House roof, was 
awarded to the Tom A. McCann Hoo-Hoo 
club, McCloud, Calif., by A. C. Dixon, presi- 
dent of the National Lumber Manufacturers’ 
Association and judge of the contest, which 
was open to clubs in communities of 25,000 
population or less. 

The Pampa club was ranked second in the 
competition, Bend, Ore., third and Missoula, 
Mont., fourth. The cup must be won three 
times to become the permanent property of 
any club. 


proper 


Golf Tournament 


Thursday afternoon was devoted to a golf 
tournament, the prizes for which were a set 
of hickory-shafted clubs furnished by the Golf 
Shaft & Block Co., Memphis; a redwood burl 
cup, golf bag, two combination pens and pen- 
cils and two copies of “Lumber and Its Uses,” 
furnished by Hoo-Hoo International; and a 
number of novelties in American walnut, fur- 
nished by the American Walnut Manufac- 
turers’ Association. 

John Simpson, Paris, Ill., was low in both 
gross and net score. Other winners were Paul 
Spencer, Denver; Walter Ahlers, Pittsburgh; 
William E. Griffee, Chicago; Chester Gynn, 
Cleveland; Earl Lesher, Cleveland; James M. 
Brown, Spokane; Arthur A. Hood, Chicago; 
H. E. Lasater, Peoria; Mr. Fullenlove, Louis- 
ville; Arthur Bevan, Seattle; Burdette Green, 
Chicago. 

Election of officers, reports of committees 
and general discussion completed the conven- 
tion’s business Friday morning, after which 
the visiting ladies joined the men in the ritual 
of “embalming the Snark.” Seer N. A. Glad- 
ding, of the House of Ancients, did the job 
in his usual amusing fashion and presented 
Snark Hofheins with the traditional Snark’s 
ring, with a ruby setting. Mrs. Hofheins re- 
ceived a basket of heather from Scotland, the 
annual gift of Col. James “Hoot Mon” Light- 
body, Victoria, B. C. 





Shipped Lumber by Airplane 


SPOKANE, WASH., Sept. 26.—A consignment 
of lumber has been sent from Missoula, Mont., 
by airplane for the new warehouse being built 
at the Big Prairie ranger station on the south 
fork of the Flathead. C. E. Sousley, ranger at 
the station, who was in Missoula at the time, 
returned with the cargo to the isolated station, 
which requires three days of travel to reach by 
pack train. It is a two-day trip into the sta- 
tion from Holland Lake. However, the trip by 
plane from Missoula is made in about 45 min- 
utes. Mr. Sousley said there was little forest 
fire damage in the district this year. 
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Two New Tractors Added to Line; 


PEORIA, ILL., Sept. 28.—Within the last few 
weeks several important announcements have 
been made by the Caterpillar Tractor Co. at 
its headquarters here. Two new models have 


been added to the already varied line of ‘‘Cater- 
pillar” tractors; G. M. Walker has become ad- 
vertising manager, replacing Walter H. Gard- 
ner, who now is manager of the newly formed 
“specialty sales division” (created to market the 
company’s engines and sub-assemblies to other 
manufacturers, and to promote sales to rail- 
and heat-treated track shoes 


utilities); 


roads 





The new Fifty fills gap in the Caterpillar 
Tractor Co.’s line in a most satisfactory manner 


have been made available for tractors operated 
over extremely such as the 
ground at logging 


conditions, 
frequently found 


severe 


rocky 


operations; and the company has announced a 
new policy of allowing 2 percent off the pur- 
chase price of any tractor when it is sold for 
cash, which completes price reductions total- 
ing, on some models, as much as 36.5 percent 


1925. 
Pills Gap in Line 


The new “Fifty,” shown in one of the 
companying illustrations, develops, as its name 
implies, 50 maximum drawbar horsepower, and 
to fill the power gap between the 
“Thirty” and the “Sixty.” Its list price is 
$3,675 f. o. b. Peoria, and deliveries will begin 
about Nov. 1. In addition to its “in between” 
size the new machine offers the advantages of 
the latest product of the engineering skill and 
tractor-building experience of this well known 
manufacturer. In 


since May, 


ac- 


serves 


general appearance it re- 
sembles the three smallest of the “Caterpillar” 
tractors—hood inclosure for the engine, fuel 


tank just behind the engine, a wide cushioned 
seat for the driver, and all controls conveni- 
ently placed and within easy reach. Its ship- 
ping weight is about 16,500 pounds. 


Other specifications include: Maximum belt 
horsepower, 50; speeds in M.P.H.—first 1.6, 
second 2.4, third 3.4, fourth 4.7, reverse 1.9; 


gauge (center to center of tracks), 60 inches; 


length of tracks on ground (center drive 
sprocket to center front idler) 81% inches; 


area ground contact with standard track shoes, 
2,456 square inches; length over all, 146% 
inches; height (measured from tip of grouser, 
standard track shoe), 75% inches; width, 78% 


inches; ground clearance, 11% inches, and 
height of drawbar above ground, 15% inches 
(both measured from lower face of standard 
track shoe); lateral movement of drawbar 


(measured at pin), 25% inches; gasoline tank 
capacity, gallons; engine—four-cylinder, 
four-cycle, water-cooled, valve-in-head, 5%- 
inch bore, 6%-inch stroke, governed speed 850 
r.p.m.; track—width of shoe, 15 inches, height 
of grouser 2% inches, %-inch shoe bolts, 1%- 
inch track pins with 2%-inch bushings. 

In general, the special items of equipment 
now offered for the “Sixty” and the “Thirty” 
will be made available also for the “Fifty.” 
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A Diesel Powered “Caterpillar” 


The other addition to the line, the “Sixty” 
equipped with Diesel engine, is also illustrated, 
but this machine at present is under only 
limited production, and not all dealers can 
make deliveries to their customers. The com- 
pany says in its announcement: 

“Orders will be filled in the rotation they 
are received, but all orders are subject to the 
acceptance of our research division so that 
their several years of development and field 
tests may be supplemented by close observa- 
tion of these tractors in field use. It is desir- 
able, therefore, that the first Diesel Sixtys 
shall be delivered to accessible points, to 
operations that will provide a full schedule of 
work to keep the tractors busy, preferably on 
both day and night shifts—deliveries will not, 
until further notice, be made to points outside 
of the United States.” 

The advantage of a Diesel engine is that in- 
stead of gasoline it burns fuel oil, which in 
the United States normally is sold at prices 
about a third to a half the cost of standard 
automotive gasoline. Moreover, the company 
announces, fuel consumption is 30 to 40 percent 
lower than that of an equivalent-powered gaso- 
line-burning engine. A Diesel engine has no 
carburetor nor magneto, but instead the heat of 


compression ignites the fuel when it is in- 
jected. 
It will be apparent at once that the fuel 


injection apparatus is a most important factor 
in any Diesel engine, requiring the most skill- 
ful design and the best of care. The outstand- 
ing feature of the “Caterpillar” Diesel engine 
is that its Bosch fuel injection apparatus is 
sealed in one complete assembly, and therefore 
is not subject to adjustment by the operator of 
the tractor, who seldom has the expert tech- 
nical knowledge required to properly repair or 
re-adjust such a delicate mechanism. Because 
the whole assembly is sealed, if trouble should 
develop the fuel injection apparatus must be 
removed and replaced with the “spare” which 
is supplied with the machine. Then the orig- 
inal assembly is shipped ° 

to the “Caterpillar” fac- 
tory and serviced here, 
where again it is sealed 
and shipped back to 
the owner. This admits 


of no tampering with 
the device. 

While this model is 
called the “Diesel 


Sixty,” the company 
declares it does not re- 
place the well known 
“Sixty” but instead is 
an addition to the line. 
Its frame is slightly 
different from the gaso- 
line machine, and so is 
the radiator, and a 
heavy equalizer spring 
is used instead of an 
equalizer bar. Tracks 
have 34 sections, and 
recoil springs are tan- 
dem type. Instead of 
60 it develops 63 maxi- 
mum drawbar  horse- 
power, and 75 maximum 
belt horsepower. Its 
shipping weight is ap- 
proximately 25,000 
pounds, and its list 
price is $6,500 f. o. b. 
Peoria. 

The engine is started 
by a small two-cylinder 
gasoline engine, which 
is compactly mounted on the left side of the 
main power unit and which is cranked by 
hand; connection to the main power plant is 
automatically disengaged when operating 
speed is reached. The tractor is 162 inches 
long, 865% inches high, and 101% inches wide, 
and has 13% inches ground clearance. At 
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first speed (1.9 miles per hour) it will py 
12,425 pounds at the drawbar and at the high. 
est speed (4.4 m.p.h.), 5,360 pounds. 








. 
A Good Driver Tells How 
George Marketak has driven a truck 2504) 
miles over Chicago’s busy streets for Mang 
Bros., a large department store, and never ha & 
had even so much as a fender scratch. Whe 
a reporter asked him how he did it the brawy 


. 
a 


driver told him, unconsciously laying dow 
eight rules for good driving. Here is ty 
essence of what he said: 

1. I obey the traffic laws and the con. 


pany’s rules for driving; they are designed { 
promote safety. 

2. I never try to “beat the traffic” whe 
the light changes from either green or re 
to amber—some other man might be trying 
the same thing at the same time at the same 
place. 





3. I am always on the watch for the othe 
driver to do the wrong thing. An experiencej 
driver does the right thing automatically, but 
the other driver may be a novice or a fool. 

4. I allow ample room between my car ani 
the car ahead, avoiding the piling up of cars 
at stop streets. 


5. I never drive so fast I can’t stop in the 


distance I can see is in the clear, never speed- § 


ing past blind intersections and not taking to 
much for granted even on through streets, 

6. In rain, snow or sleet I double my pre 
cautions, 
7. « 
further than 
a little faster 
the streets. 

8. I treat 
be treated. 


find that steady driving 
spurts, especially when 


on the deliveries 


gets me 
I hurry 
instead of or 


the other driver like I want t 





When automobiles were tested in_ seven 


oe 





“safety lanes” in Chicago recently, four out 


“Caterpillar” announces this Diesel-powered Sixty, with a fuel injection 
apparatus sealed so only factory experts can change it 


of every five were found to have ineffective 
brakes, improperly adjusted lights, no wind- 
shield wiper, defective steering gear, or some 
other deficiency, and of these it was esti- 
mated that 30 percent are actually menaces 
to traffic. They are “accidents going some- 
where to happen.” 
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Associations’ Plans and Activities 


Coast Building Officials Confer- 


, 4 5-10—Pacilic t 
Oct. oy Berkeley, Calif, Annual. 
+ 6—Roofer Manufacturers’ Club and Southern 
OF. ae Association, Ralston Hotel, Columbus, Ga, 


Joint meeting. 
g—New Hampshire Lambermen’s Association, 


oe cate! Carpenter, Manchester, N. H. Quarterly 


meeting. 
et, 15—North Carolina Pine Association, Monti- 
ee ‘cello Hotel, Norfolk, Va. Meeting of members 
with Southern Pine Association officials. 
B oct. 15-16- Wood Industries Division, American 


Society of Mechanical Engineers, Robert E. 
Lee Hotel, Winston-Salem, N. C. Annual, 


Oct. 29-21 Southern Logging Association, Hotel 
“Roosevelt, New Orleans, La, Annual. 

Oct. 21—West Side Hardwood Club, Pine Bluff, 
Ark. 

Oct. 21-23—Pacific Logging Congress, Davenport 
Hotel, Spokane, Wash., and Headquarters, 
Idaho. Annual. 

Oct. 23-24—National Association of Wooden Box 


Manufacturers, Pacific Coast Division, Willard 


Hotel, Klamath Falls, Ore. Tri-annual meet- 
ing. 

Oct. 27-30—National Retail Lumber Dealers’ As- 
sociation, Book-Cadillac Hotel, Detroit, Mich. 
Annual. 

Nov. 10-12—Associated Cooperage Industries of 
America, Brown Hotel, Louisville, Ky. Semi- 
annual. 


Dec. 7—National Homes Finance Corporation, Con- 
gress Hotel, Chicago. First annual stockhold- 


ers’ meeting. 

Dec, 7-9—Associated Leaders of Lumber & Fuel 
Dealers of America, Congress Hotel, Chicago. 
Annual. 


Fall Meeting Is Postponed 

Announcement has been made that on account 
of the unusual business conditions obtaining at 
present, officers of the Southwest Oklahoma 
Lumber Dealers’ Association have decided to 
abandon the fall meeting, which was to have 
been held at Hobart, Okla., and postpone the 
meeting until a date early in 1932. 


North Cereline Planers to Meet 


NorFoLk, VA., Sept. 28.—According to an 

announcement sent out by G. L. Hume, secre- 
tary-treasurer, there will be a meeting at the 
Monticello Hotel, Norfolk, Va., on Thursday, 
Oct. 15, beginning at 10 o’clock a. m., of mem- 
bers of the North Carolina Pine Association. 
There will be present at this meeting C. C. 
Sheppard, president of the Southern Pine Asso- 
ciation, and members of the staff of that or- 
ganization. It will be recalled that at the 
annual meeting of the Southern Pine Associa- 
tion arrangements were concluded for the mer- 
ger of these two organizations. The meeting 
at Norfolk will probably complete all of the 
details of the absorption of the North Carolina 
Pine Association by the Southern Pine organi- 
zation. 
_A meeting of the board of directors of the 
North Carolina Pine Association will be held 
at 8 p. m., Oct. 14, at the Monticello Hotel in 
Norfolk. 
_ In addition to the importance of this meet- 
ing from the association standpoint, it will 
have an added interest because of the fact 
that the sesqui-centennial at Yorktown will be 
in full swing at that time. 





Small Mill Meeting in Georgia 


_ New Orteans, La., Sept. 28.—Continuing 
its work of organizing the small lumber mills 
in the South, the Southern Pine Association 
has scheduled a meeting in one of the principal 
small mill States, Georgia. This meeting will 
be held at the Ralston Hotel, Columbus, Ga., 
on Tuesday, Oct. 6, convening at 10:00 a. m. 
Discussing this co-operation with small mills, 
H. C. Berckes, secretary-manager, said: 

_ The small mills are now actively organized 
in Texas, Louisiana, Arkansas, Mississippi, 
Alabama and Florida, and those manufac- 
turers who have joined together have a bet- 
ter understanding of the problems which are 
Important to their class of operation, and 
realize the tremendous benefits accruing from 


collective thought and action. 
small E 
have worked together perhaps more closely 
than 
affiliation with the Southern Pine Association 
and the resulting closer association with the 
smaller producers of other states will mate- 
rially strengthen their position. 


announcement of 


“1941 convention” will be held Dec. 7, 
9 this year at the Congress Hotel, Chicago. 


While the 


mills in Georgia and the Carolinas 


in other States, it is felt that their 


The Columbus meeting will be attended by 


members of the. Roofer Manufacturers’ Club, 
as well as other small mill operators in that 
section. Several members of the Southern Pine 
Association staff will appear on the program 
to present a complete picture of the special 
services now being rendered by the associa- 
tion and the changes to be expected in the 
future along marketing and distribution lines. 
Ample opportunity will also be given to the 
delegates for participation in discussions aris- 
ing from the floor. 


Will Hold ''1941 Convention" This 
Year 





Novel and original in its conception is the 
the Associated Leaders of 
Lumber & Fuel Dealers of America that its 
8 and 


Answering the question “Why a 1941 conven- 
tion in 1931?” the announcement explains that 
retail lumber merchandising has changed more 
in the last five years than in all its previous 
history and this rate of change must continue 
if the industry is to gain equal footing with 





[Sales-o-gram No. 78) 


EXPECTATION 


Some folks expect misfortune—and get it. 
Some folks expect insults—and get them. 
Some folks are so negative minded that 
positive virtues and fortunes seem to avoid 
them. The surly salutation begets the surly 
reply. The man who expects courtesy usually 
gets it. If you expect sales you are pre- 
pared for them. If you expect them you 
are confident. Sometimes, even though we 
do not expect to get something, if we go 
through the mctions, and act as though we 
expected, we get them. 





other industries in its appeal to the American 
pocketbook. Continuing, the announcement 
said: 

How will people buy homes and home im- 
provements in 1941? What kind of homes 
will they buy? What materials will they 
expect? What service will they demand? 
What new conveniences will be wanted? 
What sort of financing will be required? 
This convention proposes to discuss these 
questions and their answers in terms of the 
next decade. We know where the industry 
has been going and we know where it should 
be going, and we know several routes to take 
to reach the desired destination. We're go- 
ing to discuss motive power at this meeting 
and choose the shortest, straightest route. 

The convention will touch on every phase 
of modern retail lumber merchandising. An 
entirely new conception of advertising and 
selling will be explained, including modern 
methods of studying markets, establishing sales 
quotas and then reaching those quotas. New 
methods of sales training will be discussed 
and practical ways to make the sales depart- 
ment a scientific operation. 


A special departmental clinic for line-yard 


companies is scheduled, where problems pecu- 


liar to line-yard operation will be studied, 
classified and practical solutions developed. 

For the first time in its history, the Asso- 
ciated Leaders will invite a number of non- 
member dealers to the convention. Present 
members will sponsor these guests, who will be 
welcome to attend all sessions except the stock- 
holders’ meeting of the National Homes Fi- 
nance Corporation. 





Plans for Biggest Northwestern 
Convention 


MINNEAPOLIS, MINN., Sept. 28.—“With the 
expectation that the forty-second annual con- 
vention: will surpass all previous conventions,” 
announcement from headquarters here states, 
“the Northwestern Lumbermen’s Association is 
making extensive preparation for the annual 
meeting to be held Jan. 19, 20 and 21 at the 
Minneapolis Auditorium here.” Further, the 
announcement states, in part, as follows: 

The programs for the business sessions are 
going to be ones of real interest. Men of 
national prominence will speak on matters of 
interest to those engaged in business under 
present conditions and speakers familiar with: 
the particular problems encountered in the 
conduct of retail yards will be on these pro- 
grams. The sessions promise to be educa- 
tional and helpful to the members of the as- 
sociation and those attending them. 

One of the spectacular features of North- 
western conventions is the exhibit floor cover- 
ing more than 25,000 square feet. Displays 
of lumber, paint, coal and building materials 
are attractively arranged and visiting retailers 
always take great interest in the commodities 
exhibited. The reservation of exhibit space 
by manufacturers and wholesalers is well un- 
der way, two-thirds of the exhibit floor hav- 
ing been reserved already. 

At each convention Wednesday evening has 
been devoted to the entertainment of visiting 
lumbermen, exhibitors, their wives and friends, 
and members of the association and the con- 
vention exhibitors have the assurance that 
they will be provided with a good, snappy pro- 
gram of entertainment at the forty-second an- 
nual. 

At least one round table breakfast or lunch- 
eon meeting will be arranged to discuss mat- 
ters in which certain members will be inter- 
ested such as financing of installment buying, 
sales promotion, collections and credits. 

Reduced railroad rates will be in effect and 
lumbermen and _ prospective exhibitors are 
urged to make plans to be present. 


Date for Western Canadian Retail- 
ers’ Annual 


WINNIPEG, MAN., Sept. 28.—Announcement 
has been made by Fred W. Ritter, secretary of 
the Western Retail Lumbermen’s Association, 
this city, that the fortieth annual convention 
will be held Jan. 27 and 28, 1932, at the Royal 
Alexandra Hotel in Winnipeg. 








Shall Association Headquarters Be 
Moved? 


In accordance with instructions of the board 
of directors, Managing Director J. F. Bryan, 
of the Illinois Lumber & Material Dealers’ 
Association, has sent out to all of the members 
a ballot to be filled out and returned to the 
Chicago office of the association by the close 
of business on Thursday, Oct. 15. This ballot 
is to give each member of the association an 
opportunity to vote on whether he is in favor 
or opposed to removal of the State association 
headquarters from Chicago to Springfield. This 
matter was presented to the annual convention 
in Chicago last winter, and as a result the 
board decided to submit the question to a 
referendum vote. 

In sending out the ballots, Mr. Bryan has 
advised the members that the result of this 
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Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? *‘Logging’’ will tell 
you how. An_ invaluable 
reference book for logging 
superintendents, timber 
owners, etc. 


Cloth, Postpaid $4.50. 


. 431 S. Dearborn 
American Lumberman *’s,”‘chitsgs 
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By Ralph C. Bryant 
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referendum vote will not affect the location of 
the annual convention, as, according to the 
by-laws, the place for holding the annual con- 
vention is a matter to be determined by the 
board of directors. 

None of the ballots returned to the associa- 
tion office will be opened until Oct. 16, at 
which time a committee of disinterested per- 
sons not engaged in retailing building materials 
and not members of the association will can- 
vass the votes and prepare a report for the 
board of directors. 





Southwestern Ontario Dealers 
Accept Advertising Aid 


CHATHAM, Onr., Sept. 28.—At the fall meet- 
ing of the Southwestern Ontario Retail Lum- 
ber Dealers’ Association, held here last Friday, 
a resolution was adopted protesting against the 
sending out of printed post card price lists; 
approval was given the offer of the wholesalers 
to provide an advertising fund by the “dollar- 
for-dollar per car” plan, representatives of four- 
teen concerns present signing the agreement, 
and copies of which are to be sent other con- 
cerns for their signatures, the results of which 
will be reported on at the beginning of the 
new year. T. E. Arbuthnot, of the Continental 
Guaranty Corporation, Toronto, in an address 
on “The Deferred Payment Plan of Merchan- 
dising as Applied to the Retail Lumber Busi- 
ness,” made out an excellent case for the use 
of installment selling for repair and remodeling 
jobs. The next meeting of the association, 
which will be its annual, will be held Dec. 3 at 
the William Pitt Hotel in Chatham. 





Thinks There Are Too Many Yards 


KANSAS City, Mo., Sept. 28.—In another of 
his interesting bulletins to the members, F. F. 
Woods, secretary of the Southwestern Lumber- 
men’s Association, under the caption “We still 
have too many yards,” gives some interesting 
statistics as to the number of retail lumber 
yards in the United States and the distribution 
of yards in Southwestern territory. The figures 
are as follows: 

There are 24,333 lumber yvards in the United 
States, which means a lumber yard for every 
5,041 people. Arkansas, with 241 yards, 
figures one yard to every 7,695 inhabitants; 
Missouri, with 869 yards, figures one yard 
to every 4,177 inhabitants; Oklahoma, with 
810 yards, figures one yard to every 2,955 
inhabitants, and Kansas, with 1,038 yards, 
has one yard for every 1,812 of its popula- 
tion. 





Southeastern Kansans in Annual 

CHANUTE, KAN., Sept. 28.—Seventy dealers 
gathered here last Thursday to attend the sec- 
ond annual meeting of the Southeastern Kan- 
sas Lumbermen’s Association. The business 
sessions were held at Memorial Hall and were 
presided over by President Roy Finley, of the 
Finley Lumber Co., LeRoy. 

The group was cordially greeted by Mayor 
Loy. He said they would more cordially wel- 
come a group of lumbermen than any organiza- 
tion he could think of, if they would prove the 
means of stimulating building in their city. 

The principal address of the afternoon was 
made by Harold S. Crosby, of the National 
Lumber Manufacturers’ Association. Mr. Crosby 
discussed general business conditions and the 
services of the lumber manufacturers’ associa- 
tion. Having attended a large number of dealer 
meetings in a number of States, this year, he 
was able to give some very interesting in- 
stances of methods used to secure business 
today. 

Most of the afternoon was given over to a 
free forum discussion of the subjects the dealers 
were keenly interested in. Floyd V. Baxter, 
of Pittsburg, ably handled this feature. 

The topic that brought on the most extended 
discussion was the proposal that the cement 
manufacturers either discontinue truck deliveries 
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or establish a service charge. Delivery of 
cement by truck is rapidly growing in that sec. 
tion. The cement companies fill orders signed 
by any established retail dealer, and often de. 
liveries are made for considerable distances 
Trucks haul live stock to market and on the 
back haul will load cement at a very low figure 
There are six cement plants in the so-called gas 
belt, so this subject is of special interest in that 
section of Kansas. 

While sentiment was divided the majority 
seemed to hold that the growing practice would 
have to be checked by some means. The rep- 
resentatives of several cement companies said 
they believed that orderly distribution is break- 
ing down and that they would be glad to follow 
the dealers’ wishes in their future sales policies. 

W. S. Pettit, of Neodesha, acted as toast. 
master at the banquet, the principal address at 
which was delivered by L. F. 
the Retail Lumberman. 

Two live wire dealers were chosen at the 
election to lead the organization for the new 
year, as follows: President, lloyd’ V. Baxter, 
Baxter Lumber & Mercantile Co., Pittsburg, 
and secretary, Ray Foresman, Long-Bell Lum- 
ber Co., Parsons. 


Ross, editor of 


Importance of Properly Wording 
Orders to Freight Agents 


New York, Sept. 28—W. W.. Schupner, 
secretary of the National-American Wholesale 
Lumber Association, has sent a bulletin to the 
members, directing their attention to the im- 
portance of properly wording their orders to 
freight agents. In this connection he said: 

It is customary for wholesalers to have 
shipments consigned to themselves and issue 
an order to the freight agent at destination 
to make delivery to the customer Most de- 
livery orders stipulate that delivery is to be 
made “upon payment of all freight charges” 
but we find this clause is frequently omitted 
When a customer fails and delivery is ac- 
tually made a day or two prior to receiver- 
ship, or to the receiver, there may be some 
claim for preference if the freight is not 
paid when the order to the freight agent 
makes payment of freight a condition of de- 
livery. The omission of the clause, when de- 
livery has actually been made, gives little 
hope for the return of the lumber or prefer- 
ence, 


Ask Payment in Gold Value of 
Pound 


SEATTLE, WASH., Sept. 26.—Taking the stand 
that contracts for delivery of lumber to the 
United Kingdom and the Continent made prior 
to the suspension of the gold standard by Great 
Britain, must be consummated on the gold 
standard value of the pound sterling, leading 
exporters and shippers, in meeting here yester- 
day, decided to advise their connections that 
they would resist any attempts to pay them on 
present exchange values. In the past it has 
heen the practice of leading exporters and 
shippers to sell the pound sterling in advance, 
while others depended upon the exchange re- 
maining the same. Fluctuating exchange since 
the suspension of the gold standard has threat- 
ened loss to exporters who depended upon the 
exchange remaining steady. The meeting fol- 
lowed word that British buyers were reluctant 
to pay at pre-suspension exchange rates. 

At this time there is a considerable volume 
of lumber sold for export on contract. Nor- 
mally the pound sterling has a value of $4.86, 
and when cashed in Seattle until recently has 
been accepted as $4.83 or $4.84. Now, how- 
ever, it is accepted at varying figures, $3.82 
being one, and the lowest probably being $3.20. 

At the meeting, one exporter reported his 
connections had agreed to pay according to the 
gold standard, and it is expected others will 
fall in line. Exporters and shippers ‘are now 
taking the precaution to quote in American 
dollars and cents, and, with the Pacific Euro- 
pean Conference making this stand definite, the 
trouble is expected to right itself shortly. 
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A Cabin Home 


Off the main road, where few will come, 
Where only fools like me intrude, 

I happened on a cabin home 
Set in the forest solitude. 

Warm was the welcome at the door, 
Sincere the hospitality, 

And nothing I could pay them for, 
Nor with, except my company. 


They told to me a simple tale ; 
They, too, had dwelt in cities, then 
One day they took the woodland trail 
And started in to live again. 
They had their books, their open fire, 
And had each other all the day, 
Had ev’rything that hearts desire, 
That hearts desiring little may. 


Vacation over, back in town, 
Concerned with markets and affairs, 
I have no valley to look down, 
I have no river such as theirs, 
I make more money in a week 
Than he will gather in a year, 
And yet, when happiness they seek, 
Where will men find it, there or here? 


We See b' the Papers 


We might as well abandon the gold stand- 
ard; we dumped all the others. 

Why not make wheat the standard? Every- 
body has plenty of that. 

England decided not to peg the pound after 
it saw what luck we had with wheat. 

You can’t help admiring the English method. 
If we wanted to do anything drastic— 

We would first have to ask the Interstate 
Commerce Commission to pass on it, please. 

The commission would hold a lot of hear- 
ings, and then pass on it, or likely pass it on. 

Then the Senate would show what it knows 
about finance, which ought to take only a few 
minutes. 

Sut the Senate would much 
few months, and show the 
doesn’t know. 


rather take a 
country what it 


If the Senate did help the House pass a good 
law, then some peewee lawyer would start 
something. 

In England they say what’s what and that 
Parliament will meet tomorrow to pass the 
necessary law—tomorrow. 

In other words, we should do it in about 
three days—just long enough to let the big 
boys get out from under. 

Well, what we hope is that Bill Bryan is 
still getting the papers. 

We knew him rather well; he always said 
he was ahead of his time. 

Bryan was always mistaking friends for fol- 
lowers; that was his error. 

_ If everybody had voted for him who yelled 
lor him—but everybody didn’t. 

There is a yellow peril all right, but it is 
to each other. 

Too bad other stocks aren’t as high as our 
Stock of wheat 

It looks like the Japanese guns would break 
up a lot of China. 

What the 
needs is a 

Another sweet soul is a 
wrecks a passenger train. 


American Federation of Labor 


Belshazzar. 


communist who 


Our cabinet has about as much authority as 
the one in the kitchen; and the President has 
123,000,000 Mussolinis. 


Holland wants to raise her tariff on certain 


things 500 percent. When Holland builds a 
dike she builds a dike. 

What we would like to see some time is a 
race between a clam and the Interstate Com- 
merce Commission. 

Another arms conference is to be held at 
Geneva. They are being held every night on 
the side roads hereabout. 

Here we are, confronted by new world prob- 
lems—and not another commencement until 
February at the earliest. 

Over 100,000 seats have been sold for the 
Northwestern-Notre Dame game in Chicago. 
Some time we will realize that a new suit of 
clothes is a necessity, too. 

An Illinois legislative committee which spent 
$25,000 of Illinois tax money investigating Eu- 
ropean prison methods in the pleasant summer 
time will recommend shorter terms and more 
paroles. What a help that committee turned 
out to be. 

Lines to a Bedbug 
Burns wrote a poem to a louse, 
And immortality he won it. 
The bedbug in the boarding house 

Has never had such honor done it. 
But, if a louse can wake a lyre 

(Whichever way you want to spell it), 
The bug could also fill with fire 

A tale, and I am here to tell it. 


We knew it in old lumber days 

(Or lumber nights perhaps is better). 
We talk about our modern ways, 

The bedbug was the first go-getter. 
Mosquitoes left in wintertime, 

Their little song no longer sung us, 
But ev'ry month in ev'ry clime 

One faithful friend remained among us. 


Go out and start a sawmill town 
A hundred miles from any other, 
Before you got a sidewalk down 
Arrived your faithful little brother. 
He had no wings with which to fly, 
He hadn’t any legs to speak of, 
Yet in a day made journeys | 
Or you or most would make a week of. 


Historians will never know 

If bug or man was first to get here, 
And yet, whichever one is so, 

It wasn’t long before they met here. 
The constitution isn’t all 

That follows our star-spangled banner : 
The bedbug also hears the call 

And comes in no uncertain manner. 


When westward empire took its way 
The bedbug wasn’t far behind it, 
In fact I’ve heard old timers say 


That when they got here they would find it. 


The bedbug had gone on ahead, 
And in a rotting stump it waited 
Till pioneers put up a bed 
And got their boarding house located. 


We like to boast, we white men do, 
That we were first to come and settle, 
Because we built a shack or two 
And brought a skillet and a kettle. 
The white man settled on this shore, 
Perhaps that really was the right man; 
I know it wasn’t long before 
The bedbug settled on the white man. 


All honor to the white man, though, 
He well deserves his wonted glory, 
And ev’ry word of it is so, 
The pioneer’s inspiring story. 
Although he never shot a red, 
I would be first his fame according: 
Here for his land he fought and bled, 
Especially if he was boarding. 
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What's Everybody 
Waiting For Now? 


Buyers of industrial stocks 
“hang back” and wait to see 
which stock is going to boom. 
When the market goes up, they 


wish they had bought earlier. 


The same thing is true of 
lumber buyers. They are waiting 
for something to happen and it 
will mighty soon—prices will 
“take a good jump.” 


Don’t wait any longer. Buy now 
while you can get immediate 
shipments and buy at attractive 
prices. 


Our organization can quickly 
fill your orders for any- 


thing in the above woods. 


M.A WymanLumber Co. 
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YARD STOCK 








Our “Jiffy Service", by rail and water, will 
keep you supplied with all items in 


SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D.C, 









































North Carolina Pine and 
West Virginia Hardwood 


Kiln Dried, Well Manu- CASING, 
tem High Grade. BASE AND 
Capacity, 250,000 feet MOULDINGS 
rer es. Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bidg., PITTSBURGH, PA. 


























Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ 


The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA 
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Manufacturers 
Association 


Order in straight or mixed cars. 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


We also invite orders for Northern Pine, Spruce, 
Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
"Peerless Brand” Rock Maple, Beech and Birch flooring. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 
































Main Office: 


“Superior Brand”’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 


MANISTIQUE, MICH. 






















VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
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West Side Hardwood Club in 
Seventh Annual 


Pine Biurr, Ark., Sept. 28.—Last Wednes- 
day the West Side Hardwood Club celebrated 
its seventh anniversary and as its birthday 
party had a well attended meeting. Retiring 
President A. G. Wheeler called for the usual 
statistical report and Secretary O. S. Robin- 
son presented the following: Jor twenty-two 
mills reporting there were 600,000 feet of green 
flooring oak, 1,260,000 feet of dry and orders 
for this item totaling 760,000 feet. Logs on 
hand amounted to 980,000 feet with orders for 


woods totaling 3,220,000 feet. Total lumber 
stocks on hand 53,000,000 feet. The total of 
green and dry flooring oak for the period 


Aug. 17 to date was 1,975,000 feet with orders 
at 760,000 feet. For the previous month green 
and dry flooring oak aggregated 3,660,000 feet 
with orders for 765,000 feet. The grades of 
No. 3A, No. 2 and No. 1 common plain red 
oak are very scarce in this territory and it is 
understood this stock has been sold in the last 
few days at $9, $17 and $27 f. o. b. mill. 

A round-table discussion developed that while 
orders have been extremely scarce and prices 
on some items low, there seems to be a little 
better tone to the class of inquiries being re- 
ceived. Four-quarter No. 1 common sap gum 
has been moving rather briskly but the price 
hangs around $15 to $17 at the mill; 4/4 
FAS plain red and white oak is holding up 
well, bringing $46 to $48 for the red and $62 
to $65 for the white at the mill. Ash is rather 
dull. There seems to be more oak, one inch, 
moving than all other items and the prices are 
stiffening. The railroads have been placing 
more orders for car stock during the last two 
weeks than at any other time this year. Prices 
are very low, regular sound square edge grade 
bringing around $16 to $20 at the mill. 

Practically every mill in this district is down 
or running only on a very light schedule and 
it is not expected that any of these mills will 
start on a regular schedule for some time. It 
is understood that the Seamon-Dunning Cor- 
poration here will not operate to any extent 
during the remainder of the year while the 
plant of Peers & McGlone, making body parts 


for Fisher, has been on a continued heavy 
schedule for some time with prospects bright 
for an indefinite run. 

In his address as retiring president, A. G 
Wheeler expressed his appreciation of the co- 
operation extended him during his tenure of 
office. He mentioned some of the accomplish- 
ments of the club, particularly with reference 
to keeping the members informed of conditions 
in its own territory and also in joining with 
other organizations to fight a proposed increase 
in taxes by the last State legislature, particy. 
larly the severance tax, which the legislature 
tried to increase from 714 to 25 cents and also 
other pernicious tax bills which gave Arkan- 
sas such adverse criticism and was driving 
business away from the State. 

At the conclusion of Mr. Wheeler’s remarks 
the annual election was held which resulted 
in the choice of the following officers: 

President—G. 
Lumber Co., Pine Bluff, Ark. 

Vice president—B. E. Fohrell, Sparkman 
Hardwood Lumber Co., Sparkman, Ark. 


R. McSwine, G. R. McSwine 


Secretary—oO. S. 

Board of directors—Messrs, McSwine and 
Fohrell, B. A. Mayhugh, Fordyce Lumber Co, 
Fordyce, Ark.; G. R. Blankenship, G. R. Blank- 
enship Laimber Co., Warren, Ark.; W. H. Bur- 
roughs, Fordyce-Crossett Sales Co., Crosett, 
Ark.; A. G. Wheeler, Wheeler Lumber Co., Pine 
Bluff, Ark. 

President McSwine was escorted to the chair 
and his first official act was to appoint a mem- 
bership committee composed of the following: 
A. G. Wheeler, Pine Bluff; J. E. Townsend, 
Townsend Bros., Stuttgart, Ark., and S. W. 
3owen, Weaver Bros., Shreveport, La. 

President McSwine in a few well chosen re- 
marks thanked the members for the confidence 
imposed in him. Jules T. Borresen was a 
guest of the club and made a short and inter- 
esting talk, telling of conditions in Minne- 
sota where he had just returned from a month's 
vacation. 

The next meeting will be held here Wednes- 
day, Oct. 21. 


Robinson, Pine Bluff. 


Invents New Type of Flooring and 
Metal Fastener 


CLEVELAND, Onto, Sept. 28.—-George S. Gynn, 
president of the Willson Avenue Lumber Co., 
this city, recently has applied for a patent on a 
new design of wood flooring and a metal fas- 
tener, to be used in connection with it. Floor- 
ing of this type and laid with these fasteners 
will not be split, ruptured or distorted from 
its original shape in any 


way of nailing, because there are no 
protruding nail heads to overcome. Con- 
sequently the flooring boards at all times are 
in the same perfect condition as when they 
came from the machine. The cost of a floor 
laid under the method outlined should not 


exceed the cost under the present method and 





manner. It is plain that 
the flooring will lay 
smooth and even on the 
upper surface without 
the necessity of scrap- 
ing it to equalize the 
joints, as is necessary 






eri are aa 





under the present nail- 
ing method of floor lay- 
ing. Discussing this new 
flooring design, Mr. 
Gynn said: 

The fasteners pro- 
vide a convenient nail- 
ing position well in 
advance of the edge of 








the flooring boards and 
when the nails are 





driven at an angle 
they draw the flooring 
boards firmly into 
place with less effort 
than under the present 














Metal Fasteners 
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likely be less because of the 


would more 
saving of scraping. 
Another advantage of this flooring is that it 


can be taken up and relaid without any loss. 
Mr. Gynn says that this new design of flooring 
and the fasteners were intended especially for 
hardwood floors and would be especially adapt- 
able to pré finished flooring. 
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CLUBS and OUTINGS 


Dry Kiln Engineers in Annual 


MempPHis, TENN., Sept. 28—Robert H. 
Knight, of Nickey Bros., was elected president 
of the Dry Kiln Engineering Club of Memphis, 
at its annual meeting held last Tuesday and 
Wednesday at the Hotel Chisca. He suczeeds 
John Devine, Gayoso Lumber Co. Mr. Devine, 
however, will continue as editor-in-chief of 
“Kiln Drying,” the official publication of the 
organization. Other officers elected were: L. J. 
Coan, vice president, and W. G. Bumpass, sec- 
retary-treasurer. 

The majority of the time was taken up with 
discussion of a number of technical matters, and 
was attended by about a dozen kiln engineers of 
Memphis and vicinity. The prircipal speaker 
at the convention was W. G. Loughborough of 
the Forest Products Laboratory from Madison, 
Wis., who addressed the club on Tuesday on 
the subject of “The Effect of Ventilation on 
Radiation.” Other technical topics included 
“High Temperatures,” and “Dead Spots.” 








Vancouver Lumbermen in Annual 
Tourney 


Vancouver, B. C., Sept. 26.—At the annual 
lunbermen’s golf tournament held here last 
week, 60 lumbermen participated in the con- 
test for the Hoo-Hoo cup, and practically all 
of them remained for the dinner in the evening, 
following the tournament. Sandy MacDonald, 
a well known lumberman, was active in pro- 
moting this event. Low honors were captured 
by C. Wilkinson, who shot a net 66, while G. 
Muddiman took low gross honors with a 79 
and was runner-up sfor the low net honors 
with same. A. M. Colquhon was third in the 
low net, with 71. 


Buffalo Lumbermen in Nautical 
. 
Outing 

Burrato, N. Y., Sept. 29.—About a hundred 
lumbermen set sail in a generally western di- 
rection across the Peace Bridge on Sept. 24 
and participated in a combined lumber outing at 
the Buffalo Canoe Club, Point Abino, on the 
Canadian shore of Lake Erie. Those in the 
party represented three organizations—the Buf- 
falo Hoo-Hoo Club No. 71, the Buffalo Lum- 
ber Exchange and the Empire State Lumber 
Salesmen’s Association. Thus employer and 
employee cast overboard for the day the cares 
of business and indulged in a general good 
time. 

There was a nautical atmosphere about the 

surroundings, so even the officials in charge 
bore nautical titles. The crew who organized 
and carried through the party consisted of Com- 
modore Bill Lewis; vice commodore, Herb 
Hill; rear commodores, Joe Evans and Will 
setts; stew-hard, Ed Gemmill; fleet captain, 
Gene Carson; purse-r, Tom Griffin; rear ad- 
mirals, Newt Morrell, A. J. Elias and Gerard 
Zimmermann; log keepers, John Artz, John 
Tyler and Flem Sullivan. 
_ Baseball was on the program and an interest- 
ing game was played between two teams of ten 
on a side, captained by Charles Dennis, of 
Bradford, Pa., and E. Y. Gemmill, with Eugene 
Carson acting as umpire. Other diversions 
were quoit pitching, a balloon race and the usual 
card games. A bountiful and tasty buffet 
luncheon was served at 1 p. m. and a steak din- 
ner at 7 p. m. 
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=== WHEN BEAUTY OF FINISH 


SS IS SPECIFIED. 


W uen used for interior finish in the 
home or office, the dense long leaf pine of Florida 
forests lends itself admirably to many harmonious 
decorative effects. In its natural finish, the warm 











rich gold of the surface expresses a note of life 
and sunlight. Special color treatments or finish- 











ing processes enhance the beauty of grain and 


hardness of surface. 


Tue dark lines of the summerwood 
form graceful patterns when “flat grain” lumber is 
used and provide a uniform, unusually attractive 
marking when “edge grain” is employed. The 


DENSE high content of summerwood assures an enduring 


surface for flooring, which will grow smoother and 


LONG LEAF. harder with the passing of the years. 
YELLOW PINE 


For beauty of finish as well as strength and 
durability, always select Florida dense long 
leaf yellow pine from the Brooks-Scanlon 


plant. 


FOLEY, FLORIDA 
Manufacturers 
100 MILLION BOARD FEET ANNUALLY 
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“CH | EF BRAN LJ AND BEECH FLOORING 


An unsolicited testimonial: 


“We have been wanting to write you for some time relative to the 
Maple Flooring bought from you the latter part of July for the three 
School Gymnasiums at Evansville. 

This was the finest flooring we have ever laid and should we again 
be in the market for maple flooring, will surely let you hear from us. 


The Superintendents on each of the school jobs remarked about 
the quality and likewise remarked that this was the best flooring 
they had ever laid.” 


SHOPPENAGON 
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The Nearest 
GOOD HOTEL’ 


. +. is one way of designating 
Hotel Fort Shelby when 
you arrive in Detroit. q No 
other large hotel is so close 
to the principal railway ter- 
minals, airports and steam- 
ship piers ... so conveniently 
located to Detroit's shopping, 
theatre, financial, insurance 
and wholesale districts and 
more universally known for 
its good food, rooms and 
service at economical rates. 
4900 units .. . all equipped 
with servidor and private 
bath. Rooms as low as $3.00 
perday .. . suites $10.00 
and upwards. 


Motorists are relieved 
of their automobiles 
at the door without 
service charge. Write 
for free road map, and 
your copy of ““Aglow 
with Friendliness,” 
our unique and 
fascinating magazine. 





& fort 
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Shelby. 


E. J. BRADWELL, Manager 
DETROIT 


“AGLOW WITH FRIENDLINESS “ 









AMERICAN 





News Notes from A 


Los Angeles, Calif. 


Sept. 26.—Paul W. Masters, formerly at 424 
Petroleum Securities Building, Los Angeles, 
has closed his office. He was handling sales 
for the Olympic group of sawmills in Wash- 
ington, but these mills have been inactive. 
A. E. Wright, who came here several weeks 
ago to handle the sales agency for the Wash- 
ington Veneer Co., has taken over the South- 
ern California sales for the Olympic group 
also. His office is at 5812 Washington boule- 
vard. 

A summary of three years’ work of the 
Termite Investigations Committee, together 
with a model ordinance for termite control, 
is contained in a paper prepared by Earl E. 
Bowe, of Los Angeles, which will be read by 
him at the Pacific Coast Building Officials’ 
conference at Berkeiey. Mr. Bowe is with 
the National Lumber Manufacturers Associa- 
tion and also executive secretary of the 
Termite Investigations Committee. 


Spokane, Wash. 


Sept. 26—At the Hoo-Hoo luncheon today, 
talks were given by J. E. Mackie, of Port- 
land, Ore., who is the Pacific Northwest rep- 
resentative of the National Lumber Manu- 
facturers’ Association, and C. J. Hogue, of 
Seattle, who is in charge of the trade exten- 
sion department for the West Coast Lumber- 
men’s Association. They were heartily re- 
ceived. Mr. Mackie and Mr. Hogue will also 
speak before the convention of Washington 
Association of County Engineers, which is in 
session here in Spokane this week, particu- 
larly about the use of wood in bridge con- 
struction. 

A double shift has been instituted at Car- 
diff’s planing mill in Orofino to fill orders 
for shipment to eastern points. During 
August on a single shift twenty-five men 
were employed, and 18 additional men are 
now working on the night force. Mr. Cardiff 
is going to add some new machinery. 

A large eastern match company has com- 
pleted negotiations for a site at Kootenai, 
Idaho, according to rumors. The new con- 
cern, it is said, will employ between 100 and 
150 men and manufacture a specialized match 
and will buy the match blocks trom other 
eoncerns already there. 


Tacoma, Wash. 


Sept. 26.—The regular meeting of the Ta- 
coma Lumbermen’s Club, held yesterday, was 
devoted largely to a discussion of current 
business conditions. A proposal to pay part 
of the expenses of the city building inspector 
to the American Builders’ Association con- 
vention at Berkeley, Calif., next month was 
negatived, as it was held the matter is one 
for individual contributions. President Gar- 
land was authorized to appoint a committee 
to consider the conference called by Presi- 
dent Hoover for December, which is ex- 
pected to assist the development of con- 
struction in the United States. The club’s 
attitude towards the conference will be de- 
termined by the report of the committee, 
which will be named later. 

Two hundred additional men will be given 
employment by the St. Paul & Tacoma Lum- 
ber Co. beginning Oct. 1, according to an an- 
nouncement today by Maj Everett G. Griggs, 
president of the company. The company is 
now operating one mill eight hours a day, 
and under the new plan will resume opera- 
tions at Mill B, running both mills six hours 
a day and five days a week. By this ar- 
rangement, while the individual worker will 
receive less money, employment will 'be 
divided among 200 additional men. 

Cargo shipments of lumber from Tacoma 
during August held up well, and _ totaled 
46,370,260 feet, nearly 1,000,000 feet more than 
during July. Of the total waterborne ship- 
ments, 31,126,900 feet went to domestic mar- 
kets, and 15,245,360 feet to foreign buyers. 
Cargo shipments of wood pulp for the month 
totaled 5,059 tons, and of box shook, 1,449 
tons. 

The Tacoma Millwork Supply Co. has en- 
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tered a new field of industry, having been 
appointed Washington and Oregon distriby. 
tors for a nationally known electrica] re. 
frigeration company. 

Tacoma’s annual community chest can. 
paign opened this week under the directio 
of Minot Davis, of the Weyerhaeuser Timp, 
Co., Tacoma. Corydon Wagner is chairma; 
of the budget committee, and Norton Clapp, 
W. R. Ripley, W. C. Deering and Ralp; 
Shaffer are on the gift committee. ; 


Portland, Ore. 


Sept. 26.—That export business will im- 
prove as soon as the international financig) 
situation is straightened out, is the opinion 
of leaders in the export line here. Inquiries 
from foreign countries indicate that they are 
in need of lumber, and that they will be j 
the market later. The domestic market js 
much the same as it has been for severa| 
weeks, a considerable amount of lumber moy. 
ing. Curtailment of production continues 
As quickly as volume of business will war. 
rant it, an advance in prices is probable, 


Buffalo, N. Y. 


Sept. 29.—Many inquiries concerning the 
Ways and means of financing home ownership 
are being received by the Buffalo Real Estate 
Board as a result of the Own Your Home 
campaign now in progress. Increased con- 
struction work is reported from a number of 
suburban towns, particularly Kenmore and 
the township of Tonawanda. The James- 
town (N. Y.) Chamber of Commerce has made 
an appeal to home owners to repair and re- 
condition their properties at this time, point- 
ing out that savings in costs can be made 
and loans can be obtained at favorable rates 

Visitors last week included: E. S. Down- 
ing, Silver Falls Timber Co., Silverton, Ore; 
Sam Smith, Grissom-Rakestraw Lumber Co 
Burnside, Ky.; Harry O. Geary, New York 
representative of the Madera Sugar Pine Co 
Madera, Calif. 


Minneapolis, Minn. 


Sept. 30.—Northern pine production is 
down to a minimum to prevent glutting an 
inactive market, and mills are planning an 
early shutdown. Stocks are available in al- 
most as great a volume as last year at this 
time, and good assortment at practically all 
Head of the Lakes mills assure quick ship- 
ment of mixed carloads, nearly all orders 
calling for these. Prices are firm at the low 
levels established last spring, but in a few 
cases concessions are being made to meet 
competition. 

Those northern white cedar manufacturers 
who have guard rail material available re- 
port a good demand, since highway projects 
are still under way. In some sections there 
is a good demand for fence material. 

Millwork continues more satisfactory than 
any other line of lumber. Many inquiries are 
being received, and a fair proportion are fol- 
lowed by actual sales. More business has 
been handled in September than in August. 
Sash and door men report that about three- 





fourths of the homes being built in Minne- 
apolis are paid for in cash, and that practi- 
cally all of them are of types requiring 
rather expensive millwork. Few small 
houses are being built, and there is little 
activity in the building line in rural sec- 
tions. 

During August, 1931, 535 retail yards in 
the ninth Federal teserve district sold 
9,457,000 board feet of lumber, as compared 
with 8,513,000 sold last July, and 12,393,000 
feet in August of last year. Stocks at 506 
yards totaled 76,554,000 feet at the end of 
August, 78,274,000 feet at the end of July, 
and 84,567,000 at the end of August, 1939. 
Total sales at 535 yards amounted to §1,- 
127,400 during last August, as compared with 
$1,040,000 last July, and $1,587,200 in August 
a year ago. Accounts and notes outstanding 
at 535 yards totaled $3,604,500 at the end of 
August, 1931; at the end of July the amount 
was $3,582,400, and at the end of August last 
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sricas Lumber Centers 


year, $4,712,600. Cash collections for last 
‘August amounted to $525,900 at 324 yards, 
as compared with $583,900 during July, and 
$767,700 for August, 1930. 


Macon, Ga. 


Sept. 28.—Roofer manufacturers say that 
there has been a slight improvement in de- 
mand for their products. Most orders are 
from southeastern trade, however, and are 


for fill-in items wanted for repair jobs under- 
taken to relieve unemployment. Prices show 
no change. 

Longleaf manufacturers in 
Georgia are enjoying a little 


southern 
more business 


than they had earlier in the year, though 
there is a lack of orders from the usual 
sources. A considerable amount of longleaf 


is being exported. 

Hardwood demand is better than in weeks, 
according to reports from manufacturers. 
There is a steady movement to the East and 


to the furniture factories of the Carolinas. 
There has been a marked increase in in- 
quiries. Nearly all woods are included in 
the shipments, but the gums and oak con- 


tinue favorites. 


Bogalusa, La. 


Sept. 28.—The Great Southern Lumber Co. 
has announced a reduction in the price of all 
lumber sold locally, as an aid to both the 
unemployed and the property owners. A. E. 
Pittman, of the local sales department, points 
out that necessary repairs to homes and build- 


ings should be made at this time in order 
to take advantage of the low prices for all 
lumber sold in Bogalusa. If enough prop- 
erty owners will make necessary improve- 
ments to their property, they will give 
employment to practically every man _ in 
Bogalusa who is idle at the present time. 
Mr. Pittman says further savings may be 
had on special items by visiting the local 
yards, as these are priced still lower than 
standard stock items. 


Col. D. T. Cushing, vice president and gen- 
eral manager of the Great Southern Lumber 
Co., has announced that, effective Oct. 1, the 
company will reduce by 10 percent rents on 
all houses which it owns, occupied by em- 
ployees of the company or of its subsidiaries, 


until further notice. The Great Southern 
Lumber Co. owns several hundred houses in 
Bogalusa, and employee tenants are fur- 


nished with free electricity and water. 

Col. A. C. Goodyear, president Great South- 
ern Lumber Co., after spending several days 
here looking after business interests, left 
last week for his home in New York. 


Birmingham, Ala. 


Sept. 28.—Pine prices continue unsteady; 
lower grades are soft, but uppers, though in 
slow demand, are more stable. Demand is 
sluggish and repairs still take most of the 
stock sold. Building permits are at the low- 
est point known in this district. Repeated 
rumor has it that retailers here advanced 
prices about $2 over July level, and -appar- 
entiy widened their margin over mill quota- 


tions. Rural yards, however, have continued 
to follow the mill price, and their business 
shows improvement. Concessions on finish 


and trim are offered by mills having a sur- 
Plus of 8-inch and narrower. Dimension or- 
ders are taken at $8 and $9, mill, for No. 2 
and better 2x4- to 2x8-inch, 16-foot and un- 
der. Small timbers are down to $10 and $12 
base. Demand for drop siding and shiplap 
items is declining. Demand has been heavy 
for No. 3 common in all standard workings. 
S48 boards, 8-inch and wider, sell freely at 
the same price as 1x6-inch. No. 2 and upper 


grades of flooring, 1x4-inch, are in fair de- 
mand, but 38-inch items are slow. The dif- 
ferential between 1x3- and 1x4-inch No. 2 


common is as much as $3, sales of 1x3-inch 
at $8.50, and of 1x4-inch at $12, mill, being 
not unusual. Use of aluminum-primed ceil- 
ing and siding shows an increase. Car deck- 
ing is sluggish, and offers are $21.50 to $33, 
Chicago rate. Thick car decking shows less 
Strength than it did sixty days ago, and so 
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does factory flooring. Demand for creosoted 
stocks for highway use has increased. 

Oak flooring is in poor demand, but sales 
managers are holding fairly close to their 
lists. Oak switch ties have been selling, but 
at low prices. 

Charles Aycock, who for many years trav- 
eled for the Pine & Cypress Manufacturing 
Co., has joined the Henry G. Brabston & Co. 
forces and will cover Alabama. 


Laurel, Miss. 


Sept. 28.—The retail yards are still buying 
badly mixed cars of southern pine, and in 
most instances request immediate shipment. 
Export demand is light. Local mills are cur- 
tailing production. 

Hardwoods in the early part of last week 
appeared to weaken, but local mills are now 
receiving some orders, mostly for prompt 
shipment, and more inquiry. They are con- 
tinuing to curtail, and report that stocks of 
certain items are badly broken. They expect 
a strengthening in scarce items. Inquiry 
from the automobile body industry has been 
rather light. Low grade items are still in 
fair demand, and during the packing season 
the demand for such stock will no doubt 
show marked improvement. Export demand 
has been rather light, as most of the hard- 
woods from local mills go to the United 
Kingdom. 

William H. Mason has 
Lewisburg, W. Va., where he 
account of the illness and 
mother, Mrs. S. B. Mason. 

F. A. McCoy, sales manager Gilchrist- 
Fordney Co., has returned from an extended 
business trip to Cleveland, Cincinnati and 
other points. 

Robert Boehm, of the research department 


returned from 
was called on 
death of his 


of the Masonite Corporation, has returned 
from a stay at the laboratory in Balti- 
more, Md. 
e 
Jacksonville, Fla. 
Sept. 28.—Wholesalers. say that inquiries 


from the principal railroads and large yards 
for southern pine have shown a steady de- 
crease during the last ten days. A few orders 


are being received from the railroads, but 
they are for immediate shipment for mate- 
rial that is urgently needed. They are tak- 
ing only small lots of standard bridge 


stringers, and repair material for the shops. 
Industrials are buying very little. Retailers 
in Florida are enjoying a slight increase in 
their business, but are frank to admit that 
competition is so keen that it is necessary to 
sell on a thin margin. 

Cypress orders are spotted. Prices are firm, 
but the larger shippers are contemplating 
reductions, as it appears that lower prices 
will have to be made before they can dispose 
of any quantity of stocks now on hand that 
should be shipped. 

Hardwood orders are slow. 


Norfolk, Va. 


Sept. 28.—Last week was very quiet in the 
North Carolina pine trade, after four or five 
weeks of rather good business. It is possi- 
ble that the extreme hot weather over the 


entire East and South may have had a bad 
effect. Inquiries have been light. Larg 
cities seem to be buying very little. Mill 


prices have gone so low that it is next to im- 
possible to show a profit, and some mills are 


not breaking even. : 
There has been some inquiry for edge 
B&better 4/4, both band and circular sawn, 


but buyers really’ prefer good circular stock, 
because of slightly lower price and also be- 
cause some stock widths are _ included. 
Yards are trying for another price cut, but 
there is not much chance of mills making 


further concessions, for they do not have 
large unsold stocks. A little more interest 
has been taken in the South in 4/4 No. 1 


common, as it is difficult to buy bright air 
dried stock at low figures. There has been 
only a light demand for B&better 4/4 stock 
widths. Buyers would like to have more 


12-inch in mixed cars, but mills are limiting 
Demand for B&better 


the quantity of this. 











If it’s 


DRY KILNS 
or fora 
DRY KILN 


we have it — 

the right thing 
CORRECTLY DESIGNED 
and 


PROPERLY BUILT 


The National Dry Kiln Co. 
437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 























Sisal-reenforced 
waterproof building paper 


10,000 dealers now pushing Sisalkraft 
—‘“the building paper of a thousand 
uses.” Unlimited sales outlets; 85% 
sales repeats. So strong you can hardly 
tear it—eliminates the faults of ordinary 
paper, yet costs no more in the job. We 
help you sell it. Write for details of our 
result-getting sales promotion plan, and 
free samples. 


THE SISALKRAFT CO. 
205 W. Wacker Drive{Canal Sta.) Chicago 


SISALKRAFT 


“More than a duilding paper” 


AL10-3 Gray 

















CY PRESS 


. We annually produce 40,000,000 feet of 
99) Louisiana Red Cypress 
y Lumber, Lath 

and Shingles 


’ Also Tupelo Lumber, and have Complete 
y Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 




















WARREN AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 


Were awarded highest 
honors Panama- Pacific 


Internationa! Exposition pepenenennnnesnsnnens 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory Capacity 3500Axes& Tools 
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SIMONDS SAW AND STEEL CO. 
“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 
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Boston, Mass. Memphis, Tenn, Los Angeles, Cal. 
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4/4 bark strips, rough and worked into floor- 
ing and partition, ‘has been a little better, 
but price is still very low. 

Sales of edge 4/4 No. 1 box, rough or 
dressed and resawn, have been very light. 
Box mills have been getting in more stock 
than they can handle advantageously. Small 
box plants handling dressed and resawn edge 
box seem to have left the market entirely. 
Mills are shipping some stock box, dressed 
and resawn on old orders, but new orders 
have not been developing. Retail yards are 
using some stock box but are buying mostly 
in mixed cars. Box bark strips, 4/4 rough 
and dressed, have been moving better but 
the price is very low. There has also been 


a little better demand for 4/4x10- and 12- 
inch No. 2 box, because it is hard to buy 


these widths in good air dried stock. 
There has been very little activity in the 
dressed Pine market except 2%-inch face 
flooring. This width has been moving in all 
grades, and price is steady. Rift flooring is 
still 


very popular and brings very good 
prices. There has not been very much de- 
mand for kiln dried roofers, but good air 


dried roofers have been moving fairly well. 
The price on air dried stock is steady, and a 
determined effort is being made by millmen 
to secure a 50 cent advance. 


Kansas City, Mo. 


Sept. Sales have failed to show any 
noticeable improvement. Some woods seem 
to be selling quite freely, while others show 
declines. Scarce items are strong. Sales 
to retail yards were principally in mixed cars. 
But mills said they were receiving more in- 
quiry regarding straight cars than they 
have had in the previous three weeks, and 
this may be the beginning of buying for 
winter needs. Mixed car commitments call 
for wide assortments. Industrial demand is 
fair. Southern pine mills report that demand 
box grades is in excess of normal volume for 
this time of year. Other industrial users are 
quite consistent buyers, but their purchases 
are below normal. Hardwood flooring de- 
mand has been holding up quite well, so 
hardwood mills are doing a moderate volume 
of business with this class of trade. Rail- 
roads are showing only fair interest. 

The Foster Lumber Co., Kansas City, Mo., 
has leased the east half of the seventh floor 
of the Exchange Building in Kansas City for 
its general offices. Benjamin B. Foster is 
president. ‘ 

The A. O. Thompson Lumber Co., Kansas 
City, Mo., is closing its yard at T7list Street 
and Wornall Road in Kansas City. 

Stocks of lumber on hand Aug. 31 in 172 
retail yards in the tenth Federal Reserve 
bank district were 11 percent smaller than 
on the same date in 1930, and 0.8 percent 
smaller than on the same date of the pre- 
ceding month. Sales at the same yards were 
12.4 percent smaller than in July, and 23 
percent smaller than in August, 1930. 





Boston, Mass. 


Sept. 28.—U. M. Carlton, of the Dix Lum- 
ber Co., North Cambridge, president of the 
Massachusetts Retail Lumber Dealers’ Asso- 
ciation, was one of several prominent retail- 


ers interviewed the last few days who re- 
port a downward trend -in yard trade since 
August, when business fell below that of 


1930. Despite its slowness, 
noted the last few days a little upturn in 
the demand for some. lumber items, a fact 
that is largely due to the very depleted con- 
dition of retail stocks. Several local mer- 
chants state that orders for cypress have 
been rather more easily secured within a few 
days, but the range of quotations is still very 
wide, amounting to as much as $30 for some 
items on the Gulf red cypress list, and $5 for 
yellow cypress. Local wholesalers are find- 
ing only a quite moderate business here in 
Idaho white pine. No. 2 common is getting 
more attention than other grades, and con- 
cessions of $1.50@2 are given. The hardest 
kind of work produces few orders for 
Pondosa pine. Some sellers will take $1 less 
than others for No. 2 common, and $1.50@5 
less for the different sizes of D select. Any 
encouraging change in the demand from New 
England customers for North Carolina pine 
can not be discerned even by a confirmed 
optimist. Narrow edge from good band saw- 
mills is being offered here in the vicinity of 
$38, without attracting buyers. 

The Moulton Ladder Manufacturing Co., 


wholesalers have 
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Somerville, received a shipment of 
feet of rough spruce by schooner 
from Belliveau Cove, N. S., last week, 


145,009 
direct 


M. Mack, of the Mack-Chaisson Co., Jacy. 
sonville, Fla.; W. H. Burroughs, of the For. 
dyce-Crossett Co., Crossett, Ark., and A 


Hart, of the Dierks Lumber Co., Kans Sas City, 
have been in Boston visiting wholes: ile con. 
nections and calling on some of the pringj, 
pal retailers. 


Shreveport, La. 


Sept. 28.— Wholesale trade in southern ping 
has not shown any marked increase. Mixegq 
cars are being called for by dealers. It jg 
rather difficult at times, say the wholesalers 
to supply all dealer wants from one Partin. 
lar mill, but prices on assortments justify 
extra efforts. Prices show little change, 

Contract for construction of four hangars 
and three supplementary buildings at Barks. 
dale field (Federal aviation plant) has beep 
awarded to W. Murray Werner, Shreveport 





[Sales-o-gram No. 77] 


WIDEN 


the trading area. Expand the sales circle. 
There are two ways to increase the sales 
of a lumber yard; first to win more busi- 
ness from present potential: customers by 
more intensive merchandising, and, second, 
to increase the number of possible buyers 
by increasing the trading area. The first, 
every aggressive lumber dealer concerns 
himself with constantly; the second requires 
more careful planning, preparation and 
strategy. The second may increase the 
overhead cost; it may develop dormant 
competition; it has other hazards. Yet 
when a reputation for quality merchandise 
and exceptional service has been made, 
such expansion often follows almost auto- 
matically. It may be hastened by provid- 
ing facilities, by aggressive promotion, by 
increase of service; the added volume may 
make it easily possible to extend that extra 
service. Careful budgeting and analysis 
should always be a first step in consider- 
ing such plans. 





contractor, whose bid of $275,000 provides 
for the use of wood deck roofing. 

E. A. Frost, head of Frost Lumber Indus- 
tries (Inc.), has been made lieutenant-colonel 
of the industrial division, Shreveport Com- 
munity Chest campaign. B. Hudson Bolinger, 
of the S. H. Bolinger Lumber Co., has been 


named chairman of the lumber section. 


Jackson, Miss. 


Sept. 28.—Sellers in this section reported 
substantial increase in business booked dur- 
ing the last week. The unusually hot dry 
weather has made shipping conditions ideal, 
and mill stocks were reduced, as production 
continues very low, with most of the tractor 
mills shut down, and the larger mills cutting 
about one-third of normal. The increased 
business was well scattered over the trade 
territory of this section, with mixed car 
orders from the smaller retail yards predomi- 
nating. 

It is understood that several large orders 
for paving block have been placed, and ac- 
cumulations of suitable dry stock are pretty 
well cleaned up. More special cutting has 
been obtained by the longleaf mills and also 
the shortleaf mills catering to the treating 
companies. No. 1 shortleaf dimension in 
2x4- and 2x6- and some lengths of 2x8-inch 
is scarce, and only small amounts wil! be 
included by the mills in mixed cars. No. 2 
dimension is in good supply, with the market 
weak. While demand has been better large 
mills want to move surplus items, and prices 
have not strengthened. No. 2 boards 6- and 
8-inch are firm. Lath are available only in 
mixed cars at $2.75 for No. 1 kiln dried 

Producers in this section are much inter- 


—— 
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sted in the firm price policy inaugurated by 
oo of the large Pacific coast manufacturers. 
while operating costs have been pruned to 
the lowest le vel in years, the lumber market 
nas declined even faster. It is felt that 
stabilization rf prices would inspire buyers 
with some confidence in placing forward 


rders. ; , . ‘ 

; Hardwood shipments in this section con- 

tinue in exc’ of output, although prices are 

weak. : 
snnouncement has been made of the in- 


corporation of the United Box Co. at Hatties- 
purg, Miss., bY the Wilson & McLain inter- 
ests. The plant for the manufacture of fruit 
and vegetable packages will be installed to 
cerve the Southern Mississippi section. 


Seattle, Wash. 


Sept. 26.—The lumber market shows little 
activity. Sales last week exceeded produc- 
tion, but unfilled ordevs have decreased. Rail 
movement is about the same as it was re- 
cently. Although the general retail yard 
market today is about $1.50 per thousand, on 
the log run, over prices prevailing six weeks 
to two months ago, it is also true that a 
certain volume of lumber has been moved at 
considerably lower levels. 

The shingle market it appears has the most 


strength. Since July 1, when the new grades 
were announced, XXXXX have shown an 
average advance of about 10 cents a square, 
and the All Clears, a very popular grade, are 
selling around $1.30 to $1.50 a square, the 


advance averaging about 15 cents. The price 
differential between XXXXX and All Clears 


is the lowest of some time, running for the 
most part at about 25 cents. The firm mar- 
ket has caused a slight increase in produc- 


tion of shingles the last two weeks, Wash- 


ington and Oregon output being about 33 
percent of capacity, while production in 
British Columbia has stepped up to 38.1 per- 
cent of capacity. Shingle stocks remain low, 
about one-half those of last year at this time. 
Mixed orders are hard to fill. Both American 
and Canadian mills are oversold on All Clears. 


Cedar lumber production for the week end- 
ing Sept. 19 was 8.1 percent of capacity, with 
only the William Hulbert mill, at Everett, 
and Thurston-Flavelle, at Port Moody, B. C., 
yperating. 

The North Bend Timber Co. is starting up, 
and will run two sides, taking out about 
6,000,000 feet of felled timber. 

The bureau of public roads has started a 
survey for a road on the south fork of the 
Stilaguamish River, which if constructed Gn 
to Silverton and Monte Cristo will open a 
district containing a billion feet of timber. 

Harry L. Northrup left Seattle Sept. 26 for 
the East, where he will visit his connections 
ind gather first hand information on the out- 
look for retail yard lumber during the next 
few months. 


New York, N. Y. 


Sept. 29.—The lumber market here is 
quieter than it has been in any September in 
twenty years. Shipments from the West 
Coast are large, and mill representatives are 
hard pressed to keep down stocks, on which 
they have to pay storage. Industrial buyers 
are almost out of the market while retail 
yards and railroads are buying from hand to 
mouth All softwood prices are low. 

Hardwood specialists are more cheerful 
than they have been, although their volume 
of business is low. Sales are mostly in mixed 
cars, and buyers are very particular as to 
quality, mixture and price, but the demand 
for hardwood is growing more active daily, 
and is constantly expanding to take in more 
lines. The curtailment at the mills is just 
beginning to make its force felt here, and 
as a result prices are hardening up a bit. 

It is rumored among lumbermen that the 


railroad brotherhoods are going to take a 
wage cut, and that the railroads will use 
the money saved to replenish their supplies, 


especially of lumber. If 10 percent of the 
cars lying idle in yards in this area were to 
be reconditioned, the demand for lumber thus 
created would go a long way toward using up 
the surplus in the Port Newark area, as 
Stocks in railroads yards are known to be 
it the very minimum. 


John C. Howell, consulting economist, will 
open season for the Nylta Club next 
Friday, Oct. 2, with a talk on the “Business 
Outlook.” A public speaking class is also 
being organized among the members, with 


nine enrollments so far. 
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Aberdeen-Hoquiam, Wash. 


Sept. 28.—The regional meeting called by 


Col. Greely of the West Coast Lumbermen’s 
Association for Sept. 24 brought out a 100 
percent attendance of Grays Harbor millmen. 
Plans for the meeting were formulated by 
Henry Neff Anderson, of the Twin Harbors 
Lumber Co., and Stuart Polson, of the Polson 
Lumber & Shingle Co.. 
the A. C. Dutton Lumber Co., who was for- 
merly associated with the E. C. Miller Cedar 
Lumber Co., 
speaker. 
lumber 
turers by eastern wholesalers. 
ence took place at a dinner meeting at the 
Morck Hotel, and was presided over by Col. 
Greely. 


Peter Wyckoff, of 


of Aberdeen, was the principal 

A proposed policy for the sale of 
has been brought to the manufac- 
The confer- 


About 90 percent of the mill opera- 
tors favored the proposed plan. Eastern 
lumbermen who attended the meeting were 


S. L. Timm, of the Hirsch Lumber Co., New 


York City; Wells Blanchard, of the Blanchard 
Lumber Co., Boston; H. M. Guernsey, of the 
Guernsey Westbrook Lumber Co., Hartford, 
Conn.; Otis Shepard, of the Shepard Morse 
Lumber Co., Springfield, Mass., and Peter 
Wyckoff, of the A. C. Dutton Lumber Cor- 
poration, Poughkeepsie, N. Y. 





Fifty-Sixth Edition of Blue Book 
Just Off the Press 


The October issue of the new “Blue Book,” 
the lumber industry’s own credit rating book, 
just off the press, is the most complete credit 
reference book ever provided the industry, it 
was announced Thursday of this week by C. J. 
Morgan, manager of the National Lumber 
Manufacturers’ Credit; Corporation. 

In addition to the’many exclusive features 
contained in the new Blue Book, this fifty-sixth 
edition reflects thousands of changes that have 
taken place in the trade during the last six 
months. To take care of the increasing de- 
mand for information and the heavy volume of 
changes in the trade, the Blue Book’s force was 
increased and a night force added to help the 
industry. As an additional aid special repre- 
sentatives have been appointed in leading cities 
and others are being added. 

Any lumberman may have 60 days’ free serv- 
ice by writing the Blue Book offices, 2017 Con- 
way Building, Chicago, or, 465 Stuart Building, 
Seattle. 





To Manufacture Trailer and 
Truck Equipment 


StoucHTon, Wis., Sept. 28.—Announcement 
has been made here by F. J. Vea, president of 
the Stoughton Co., which has been engaged in 
the manufacture of wagons and commercial 
truck bodies, that arrangements have been com- 
pleted whereby the concern will start manufac- 
turing trailer and truck equipment. Mr. Vea 
also announced that Charles R. Jahn, formerly 
sales manager of the Highway Trailer Co., has 
been appointed general manager of the newly 
formed division of the Stoughton Co. “We 
consider ourselves most fortunate in procuring 
the services of Mr. Jahn as manager of our 
trailer and truck equipment division,” Mr. Vea 
said. “His wide experience of over 20 years in 
the automotive field, and particularly the last 
few years in the trailer business, qualifies him 
in his new association with us.” 

The Stoughton Co. is a well known com- 
pany of long standing, having been established 
in 1855 and has been engaged in the manufac- 
ture of automotive truck bodies of all types as 
well as wagons; and with a plant covering 13 
acres of ground, with more than 400,000 square 
feet of floor space, it is ideally equipped for its 
new line of products. A standard line of trail- 
ers embodying several new and exclusive fea- 
tures in design and construction present ad- 
vanced ideas in the transportation field. A new 
standardization of models will also be announced 
by the company together with a very attractive 
distributer program. 


methods. 


Pocket 


chine—the 


You can't run your business at a profit 
if you use old-time, out-of-date, slow 


Install an 


IMPROVED PHILLIPS 
WINDOW FRAME 
MACHINE 


Start two men working on it at the time. 
Note the time and labor it saves. 
the neat, clean, uniform work it turns out. 
Now you can meet competition, secure more 
contracts—and make more money. 

Ask us to tell you more about the Im- 

proved Phillips Window Frame Ma- 
three-in-one profit-maker— 
Pulley Mortiser and 
Saw Table Combination, 


ATLAS 
COMPANY 
Orlando, , 


Cutter, 


When this 
Machine 
will doall 

the work 







p or ORLANDO 
| Florida, USA. 


Watch 











ONLY 


$55.00 


less motor. 


With motor, $70.00 


A BIG VALUE 


Biggest value you ever saw in a high 
grade bench type Auto Glass Edger. 
Does as fine work as any edger made. 
Costs little to buy and less to run. In- 
stall it in your mill and pick up nice 
extra money doing edge work on glass. 
Write for complete catalog. 


HENRY G. LANGE MACHINE 
166 North May Street, 


MAKE MONEY WITH A 
LANGE 


ECONOMY 


AUTO GLASS EDGER 






WORKS 
CHICAGO 





Henry G. 


Lange Machine Works 
166 North May St., Chicago 
Please send me complete information 
about Lange Glass Edgers and Lange 
Tools and Supplies. 
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There’s 
Satisfaction 


In Every Foot of 
BUDE QUALITY 


Shortleaf Pine 





Satisfaction for contractors, carpenters and 
builders to whom you sell lumber, because 
Bude Quality stock is manufactured from 
soft textured, straight grained logs like 
those shown above. It has the easy work- 
ing qualities and good manufacture they 
demand. 


Satisfaction for you because Bude Qual. 
ity finish, casing, base, ceiling, siding, 
mouldings, shiplap, boards, lath, etc., will 
hold your trade and make good profits for 
you. Let us quote you on a mixed car. 


We also have an accumulation of short 
length lumber which offers some attractive 
values. Write for full information and 
prices on this stock. 


Homochitto Lumber Co. 


BROOKHAVEN, MISS. 


Eastern Sales Offices 
Scranton, Pa. 


Grade Marked 
SOUTHERN HARDWOODS 


We have a separate hardwood plant 
at Bude, Miss., in which we are 
manufacturing Poplar, Red and 
Sap Gum, Cypress, Red and 

White plain and quar- 
tered Oak, Ash, 
Beech; Hickory, Soft 
Maple, plain and 
quartered Tu- 
pelo and Syc- 
amore. 











Also 
Selling 
“NEWMAN” 
Original Growth 
Longleaf Products 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 










Frank Brooks, of the Brooks Lumber Co., 
Bellingham, Wash., called on Chicago lumber- 
men Tuesday. 

J. A. McEachern, of the Sitka Spruce Lum- 
ber Co., Vancouver, B. C., visited at Chicago 
lumber offices last Saturday. 


William Eckman, of the Coulter Lumber 
Co., Grand Rapids, Mich., spent several days 
in Chicago this week, calling on the local lum- 
ber trade. 


J. M. Hillier, who has been manager of the 
Kansas City office of the Lake Superior Piling 
Co., has returned to the company’s headquarters 
in Chicago. 

Robert Hollowell, of the Pierson-Hollowell 
Lumber Co., Indianapolis, Ind., was in Chi- 
cago Wednesday, and visited friends here in 
lumber offices. 

C. E. “Roy” Klumb, of Brookhaven, Miss., 
sales manager of the J. J. Newman Lumber 
Co., was in Chicago Wednesday, to call on 
local sales connections. 


George F. Hodgdon, of the M. J. Wallrich 
Land & Lumber Co., Shawano, Wis., was in 
Chicago Wednesday, and called on friends in 
the local lumber trade. 


J. C. Purcell, of the Frank Purcell Walnut 
Lumber Co., Kansas City, Kan., recently made 
a trip to Canada, and stopped for a brief visit 


in Chicago on his way back home. 


John Hutchison, who has lumber interests in 
Mississippi and also on the Pacific coast, was 
a recent visitor to Chicago, while on a business 
trip that also included points in Oklahoma. 


L. G. O'Gara, field assistant in the Chicago 
office of the Weyerhaeuser Sales Co., returned 
to his desk Wednesday after a forced “vacation” 
of two months, spent in a hospital recovering 
from an operation. 


R. C. Winton, of Minneapolis, in charge of 
Idaho pine sales of the Winton Lumber Co., of 
Gibbs, Idaho, was in Chicago this week con- 
ferring with A. K. Southworth, the company’s 
representative in this territory. 

Roy Huffman, of Potlatch, Idaho, cedar pole 
production manager for the Weyerhaeuser Tim- 
ber Co.’s Potlatch forest, was in Chicago sev- 
eral days this week to confer with R. V. Clute, 
of the company’s Chicago office. 


W. T. Murray, of Rochelle, La., general 
manager of the Tremont Lumber Co., arrived 
in Chicago last Friday to confer with R. C. 
Clark, his firm’s local sales representative. He 
left Saturday night for a trip to lumber dis- 
tribution centers in the East. 


Frank Buckner has become Chicago represen- 
tative of the Wood-Mosaic Co., of Louisville, 
Ky. He will specialize in the architectural 
field, and concentrate his attention on promo- 
tion of flooring sales. He has been doing sim- 
ilar work for the company at St. Louis, Mo. 
His Chicago address is 7131 Yates Avenue, and 
his phone number, Saginaw 3898. 


Ira K. Means, associated with J. W. Macke- 
mer (of Peoria, Ill.) in the Mackemer & 
Means Lumber Co. (Inc.) at Kewanee, IIl., 
has turned over the active management of the 
yard to Clarence Faull, who has been with 
the firm the last six months. Mr. Means has 
gone to Macomb, Ill., to manage the Macke- 
mer yard there, having purchased part of 
Imon Patton’s interest in Mackemer & Patton. 


Linemen’s spurs will soon be merchandised 
as a regular part of summer tourist equipment, 
in the East, if one may judge by the report of 
a tourist from Boston, Mass., who visited Tahoe 





— 
National Forest recently. When asked why he 
carried such unusual accessories he replied that 


until he reached the national forest he found 
firewood so scarce that he had to climb trees 
to knock down dead limbs for his campfire 
Needless to say, he didn’t need the spurs 
Tahoe. 


More than five hundred mutual casualty ang 
fire insurance companies will display adverts. 
ing successfully used during the past year 
when, on Oct. 7 and 8, the annual Meetings 
of the Federation of Mutual Fire Insurance 
Companies and the National Association of 
Mutual Insurance Companies are held at the 
Stevens Hotel, in Chicago. The exhibition, 
which will be in the West Ballroom, is jy 
charge of Martin P. Luthy, of Chicago, vice 
president and advertising director of the Lum. 
bermen’s Mutual Casualty James §, 
Kemper organization. 


Where do stills go when Federal agents 
confiscate them? Probably that will make 
some readers put tongue in cheek and say 
they’re sunk in the lake, but the Forest Sery- 
ice has been given 138 of these tanks, ranging 
from 400 to 15,000 gallons capacity, and the 
vessels which once contained potent but illicit 
liquor now hold pure water from the mountain 
streams of the national forests. They are in 
use as storage tanks for public camps, summer 
home tracts, fire protection, and as reserve sup- 
plies at points where water formerly was scarce. 
Many cans which once carried fire water to 
booze fighters now carry the national drink 
to fire fighters. The Forest Service also has 
fallen heir to thousands of feet of pipe, and 
gas and electric pump motors. 


Co., a 


“There’s no excuse for it!” declared a Chi- 
cago commission lumberman to a _ representa- 
tive of the AMERICAN LUMBERMAN Wednes- 
day, as he showed a list from a West Coast 
mill. It offered him 50 cents a thousand as 
commission to sell 1x6-inch 6-foot S4S No. 1 
Douglas fir at the ridiculous price of $2 at the 
mill. “They'll bring that out of the woods, 
put it through the mill, and then don’t even 
get the cost of dressing it. You might excuse 
it if they were converting their assets into 
cash, but this way they haven’t got any money 
for it after the transaction is completed. De- 
ducting our commission they have only $1.50 
a thousand. Of course it’s shorts, but I cant 
understand why anybody would go that low.’ 
On the same list was a great number of other 
items at $3.50 or less at the mill. 





F. J. Riker, president Wood Parts (Inc.), o 
West Helena, Ark., was in Chicago the latter 
part of last week on business connected with a 
recent new departure of his company, which 
has created a division known as Bee-Craft Toys, 
to enter the business of manufacturing and 
selling wooden toys, novelties and juvenile fur- 
niture. 

Wood Parts (Inc.) for several years has been 
identified with the automotive woodworking 1n- 
dustry and this new development is described 
by Mr. Riker as the initial step in a program 
of broad diversification. ; 

The development of the Bee-Craft line ol 
toys is under the direction of one of the fore- 
most designers of this country, Miss Beatrice 
Harrison, who also is a recognized authority 
on the use of toys in child education. 

The Bee-Craft division of Wood Parts (Inc.) 
is located in a separate plant completely 
equipped and organized as an independent manu- 
facturing unit. Mr. Riker says that at recent 
showings of the Bee-Craft line in Chicago, New 
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York and Philadelphia, much interest has been 
shown and Bee-Craft already is having diffi- 
culty in increasing production fast enough to 
take care of the orders coming in daily. 

It is planned to market Bee-Craft products 
through a nation-wide distributing organization 
and the company recently has opened an office 
and sales room in New York City. Sales rep- 
resentatives have been appointed in New York, 
New England, Pacific Coast territory and other 
sections, and it is expected that by the first of 
the year sales representatives will be covering 
the entire United States and Canada. 

Mr. Riker said that while he feels that it is 
too early to make predictions of any kind, he 
and other officials of the company are optimistic 
regarding the future and are planning for a 
substantial volume of business during 1932. 

The establishment of this factory and the 
rapid growth of its business hold out promise of 
developing a demand for certain products of 
mills in the South which as a rule are rather 
dificult to move at a profit. 





Lumberman Has Best Smile in West! 


FARMINGTON, UTAH, Sept. 26.— Keep smil- 
ing! C. H. Anderson, of the Anderson Lum- 
ber Co., Farmington, is 
the champion smiler of 
the West. He won this 
honor, a gold medal and 
$50 prize at Sacra- 
mento, Calif., recently 
at the State fair which 
he attended. His broad 








Cc. H. ANDERSON, 
Farmington, Utah; 
Wins Prize as 
Champion Smiler 





grin carried more mirth 
than the smile of any- 
one there, the judges 
ruled, making him smile 
champion. 

“It's the lumber busi- 
ness picking up,” says 
Mr. Anderson—“‘k ee p 
smiling.” 





Cows as Wisconsin Raises ‘em 


Mapison, Wis., Sept. 28.—You, Mr. Reader, 
may think that this advertising about meat 
irom contented cows is, to use the common 
terms of the street, “the bunk.” Also, you 
may have little patience with the old nursery 
rhyme about the cat and the fiddle and the 
cow that jumped over the moon, basing your 
skepticism on the contention that cows just 
aren't built that way. But try to explain, then, 
this episode told to a visiting representative 
of the AMERICAN LUMBERMAN this evening by 
Joe Mueller, of the C. W. Davis Lumber Co., 
while waiting at a crossing for a freight train, 
containing many livestock cars, to pass. 

“This is no bull, but a cow, that I’m telling 
about,” he let us know. “They were unloading 
a car of cattle the other day here at Madison, 
and it was hot, and they sort of crowded this 
one old bossy a bit. She got mad, and broke 
away, and ran all over town before she was 
stopped. Maybe you read about it. She ran 
down the street and folks ran, too, to get out 
ot her way. One little child on a tricycle, 
though, didn’t know enough to get out of the 
way, and she was making for him, but a 
motorist ran into her with his car; it dam- 
aged the radiator and fenders something awful, 
but it didn’t stop the cow. She headed down 
the street again, and a fellow from out West, 
who used to work on a ranch, thought he’d 
bulldog her. But the horns were too much 
lor him, and she chased him over the radiator 
of a Ford car. Then she ran into our lumber 
yard, and we thought we had her penned up. 
We shut the gate. 

- ; 

But we had a gate to repair, then, because 


LUMBERMAN 


she went right through it. She headed for 
Lake Mendota, and swam out nearly a mile. 
The university life guards chased after her in 
a launch, and lassoed her, and brought her 
back to shore. But as soon as she got her 
feet on bottom again she made for the launch 
and battered it up a bit. A cop had to shoot 
her, finally.” 

“And what became of her then, Mr. Muel- 
ler?” 

“Oh, they used her. They stuck her right 
away and she became beefsteak.” 





Western Lumber Goes East in Solid 
Train 


To the Pennsyivania Railroad fell the distinc- 
tion of transporting the largest single shipment 
of lumber from the Pacific coast to the eastern 
market this year, a solid train of 77 cars of 
lumber having left Chicago last Monday night 
over the rails of that line. This shipment con- 
sisted of sugar pine lumber from the Sierra 
Mountains in California. The shipment, made 
by the Sugar Pine Lumber Co., left Pinedale, 
Calif., on Sept. 21. This train contained a total 
footage of 2,600,000 feet of sugar pine lumber 
consigned to points in Indiana, Michigan, Ohio, 
Maryland, Rhode Island, New York, New Jer- 
sey, Pennsylvania, Massachusetts, District of 
Columbia, Virginia, Maine and Canada. 





German Importing Concern Now 
in Free Port Zone 


HAMBURG, GERMANY, Sept. 17.—An an- 
nouncement that will be of interest to Amer- 
ican exporters of lumber is that J. F. Miller 
& Son recently have sold to the city of Ham- 
burg the premises formerly used for the stor- 
age of timber and wood goods and are now 
located at Hachmann Docks in the free port 
of Hamburg. Here unexcelled facilities are 
provided for the handling of timber and wood 
goods and being within the boundaries of the 
free port zone, the handling of goods is not 
hampered by custom house regulation or pay- 
ment of duties of any kind. The Miller con- 
cern for 100 years has been rendering valuable 
services to the timber trade in the handling of 
foreign hardwoods and softwoods arriving at 
the port of Hamburg. 


New Asphaltic Products Con- 
cern Organized 


SoutH BeEnp, Inp., Sept. 28—The Mastic 
Asphaltic Products Co. has been organized in 
Michigan City, Ind., to engage in the manufac- 
ture of asphalt products, principally roofing and 
decorative outside sheathing for wood frame 
houses and other buildings. The company will 
employ approximately 30 workmen when pro- 
duction gets under way near the first of the 
year. A factory building is now being remod- 
eled and machinery will later be installed and 
when sales get under way the quota ,of work- 
men will be increased to 100. Robert Maclean, 
former part owner and general manager of the 
Amalgamated Roofing Co., of Chicago, is presi- 
dent of the concern and Charles W. Pollard is 
vice president. The new products, imitation 
brick and stone side sheathing, which the com- 
pany will manufacture, have been developed 
through the research work of Mr. Maclean and 
Mr. Pollard. 








THe GENERAL Aviation Manufacturing Cor- 
poration, controlled by the General Motors 
Corporation, has taken over the aircraft plant 
of the Curtiss-Caproni Corporation and is cen- 
tering in Baltimore, Md., all of its. airplane 
manufacturing activities. The three plants be- 
ing transferred to Baltimore are located in 
Passaic and Hasbrouck Heights, N. J., and 
Wheeling, W. Va. The new plant, which will 
be in operation by the end of November, will 
employ about. 1,000 workers. 
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Sou Can Rely Upon 


Gregertsen Brothers Co. 


SPECIALISTS 


Anything you need in Yard 
or Shed Stock can be ship- 
ped promptly from large re- 
serve stocks. Order the 
items you need in mixed car. 
Special attention given to 
LCL orders and shipments. 


Ask for Quotations Now. 


332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 
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WHITE STAR LUMBER COMPANY 


Manufacturers and Wholesale Dealers in Maple, Birch 


Exclusive agents for Redwood Manufacturers Co., and 


811 Roanoke Bldg., CHICAGO 
Phone Randolph 1069 


d Oak Flooring, Redwood, old growth Yellow Fir, 
“1 Cedar, Northern and Western Hemlock, Pondosa 
d California Pine, Yellow Pine, White Cedar Posts. 


“Soo Brand’’ Maple and Birch Flooring. 





and Air Deiead ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


General Offices: 308 W. Washington St., CHICAGO 


PAUL MILLER CO. 
LUMBER 














A Real Sales Help For Lumbermen 











Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 


Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 





they start in 
business. Re 

m, Book credit rat- 
# ings and reports 
are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 


offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 














Builders’ Commercial Agency 


1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


Telephone Randolph 4893 Collection and Mechanics Liens 


ESTABLISHED 1890 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 








Richard Shipping Corp. 
Ocean Freight Brokers bintes\ca 


Special department handling export lumber shipments 


Establishedi847 


44 Beaver Street. NEW YORK foe!sn Forwar: 
Brokers. We 


tend t lection 
and Contractors of invoices. 
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LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 
HELP YOU MAKE MONEY 
AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, III. 


nAKROOW 

















58 


AMERICAN LUMBERMAN 


October 3, 193) 


Hardwood Moves in Small Lots 


Appalachian Oak Stronger 


CINCINNATI, OHIO, Sept. 28.—Appalachian 
oak seems to hold the strongest position in the 
hardwood market just now. Inquiry is much 
improved, and curtailment by West Virginia 
and Kentucky mills has stiffened prices. It is 
expected that $95 is shortly to be the minimum 
price of plain white oak, 4/4 FAS, though a 
small amount is available around $90. Furni- 
ture factories and body plants are taking only 
small lots of oak, the latter the thicker sizes 
principally. Flooring factories have taken vir- 
tually all the No. 2 and No. 3 common, and a 
large part of the No. 1 common, and interior 
finish plants are taking the FAS for contract 
work on public buildings and the finer types of 
dwellings and apartments. Oak sales to Can- 
ada show the effect of the rise in exchange 
rates, and a number of cancellations and sus- 
pension of orders have been received by whole- 
salers here. Export sales to Great Britain also 
are similarly affected. 

About the weakest Appalachian and southern 
woods are the upper grades of poplar. Furni- 
ture factories found they could obtain sap gum 
at lower prices than poplar, and the falling off 
in poplar orders from these and other consum- 
ers has cut prices on poplar uppers fully $8@10. 
Common and select and 2-A are especially 
draggy. Box factories and other consumers 
are taking 2-B and No. 3 common. Other 
hardwoods are dull with prices unchanged. 

Demand for both pine and cypress is spotty, 
though prices are slightly steadier. 


Only Mixed Lots Ordered 


Boston, Mass., Sept. 29.—No really large 
orders for hardwoods are being placed with 
local wholesalers. Current business is mostly 
in mixed cars, wanted quickly. Oak is con- 
spicuous among better selling woods, and prices 
for some items are strengthening. Firms in- 
terested in the export trade are still uncertain 
about what effect England’s abandonment of the 
gold standard will have on transatlantic busi- 
ness in hardwoods. 

There is no appreciable change in the quiet 
buying of flooring. Clear oak has been re- 
duced $5 by mills that were consistently quot- 
ing $69.50. Other flooring quotations: Plain 
white oak, select, $48@52.50; No. 1, $33@37.50; 
clear Michigan maple, $60@63.50; clear Wis- 
consin birch, $53@55. 

Current quotations for 4/4 hardwoods, FAS 
and No. 1: Ash, $68@77 and $44@49; bass- 
wood, $63@67 and $42@48; beech, $67@72 and 
$46@50; birch, $70@80 and $45@52; maple, 
$70@75 and $48@53; oak, plain hard red, 
$68@72 and $50@53; plain hard white, $88@ 
93 and $53@55; plain soft white, $105@110 and 
$61@67; quartered medium texture white, 
$120@125 and $75@$80; quartered soft white, 
$145@150 and $83(@90; poplar, medium texture, 
$73@80 (saps, $50@53) and $40@44; soft, 
$97@103 (saps, $66@72) and $48@52. 


Most Orders Are Small 


LouIsvILLE, Ky., Sept. 28.—The hardwood 
market has been rather spotty. The automo- 
bile industry is reported to be buying very little 
and ash, maple, mafinolia, elm, black and gum 
and wormy oak are slow. Walnut lumber and 
dimension stock have been a trifle more active. 
Poplar and gum have been holding up quite 
yell, with demand chiefly for inch stock, from 
low grades to common and better. Plain red 
and white oak have been in very fair call in 
both domestic and.export markets. Last week’s 
orders were mostly small ones, for domestic 
consumers, who also issued releases on some 
old orders. Millwork plants are taking mixed 
cars, but not a great deal of material is moving 


to any division of the building trades. Furni- 
ture and radio demand has been a shade better 
than had been expected, especially that for ve- 
neers and plywoods. Export business is not as 
active as it was earlier in the month, but is one 
of the bright spots. Production continues light 
and will probably remain that way for some 
weeks, as producers are showing no interest in 
adding to their inventories. 

Prices of inch stock f. o. b. Louisville are: 
Poplar, FAS, southern, $70; Appalachian, $80; 
saps and selects, southern, $45; Appalachian, 
$50@52; No. 1 southern, $29@33; Appalachian, 
$42; No. 2-A, southern, $25; Appalachian, 
$30@32; No. 2-B, $19@21. Walnut, FAS, 
$195@197; selects, $125; No. 1, $65; No. 2, 


$30. Sap gum, FAS, $35; common, $23@25; 
quartered, FAS, $48@50; common, $32@34. 


Red gum, plain, FAS, $72@75; common, $37. 
Ash, FAS, $65; common, $37. Cottonwood, 
FAS, $34@37; common, $26. Southern plain 
red oak, FAS, $55; common, $37; plain, white, 
southern, FAS, $70@75; common, $39; Ap- 
palachian plain red oak, FAS, $65; common, 
$42; Appalachian plain white oak, FAS, $80; 
common, $45; Appalachian quartered white, 
FAS, $125; common, $65@70; southern quar- 
tered white oak, FAS, $110; common, $62@65 ; 
southern quartered red oak, FAS, $85; com- 
mon, $52.50; sound wormy oak, $25. 


Cheap Logs Encourage Cutting 


MEMPHIS, TENN., Sept. 28.—Southern hard- 
wood sales continue exceptionally slow. Pro- 
duction is still below 30 percent of normal, but 
there is indication of increased output, as some 
mills, purchasing cheap logs, are resuming ac- 
tivities. Most mills, however, will continue to 
curtail until the market improves. While stocks 
of hardwoods continue heavy, there is a scarcity 
of a few items, which have therefore advanced. 
Shipments and sales are running about 40 per- 
cent of normal, with prices exceptionally low. 


Many consuming groups are buying. Autom. 
bile manufacturers, however, continue to tal, 
the most, with the flooring plants running See. 
ond. There were some fair sales to automobjl. 
manufacturers, and some indication of forwar; 
buying at today’s prices. Furniture demay 
continues very spotted. Few furniture plany 
are operating, except on special orders, ap 
buying is for orders on file. Crate and bg 
manufacturers continue in the market for a fai, 
volume of low grades. The export market has 
been hurt to some extent by the financial crigi 
in England, but exporters have been receiving 
some business. : 

W. H. Greenwalt, vice president and gener, 
manager of Murray Wood Products Co., ap. 
nounces that the Memphis plant will start x 
once on bodies for Ford cars, and the compan 
expects to step up production very shortly. — 


Southern Pine Costs 


New Or.LeEans, La., Sept. 28.—The Souther 
Pine Association’s cost statement for July give 
the average cost per thousand feet, board meas. 
ure, of producing and shipping southern pine 
lumber, not including interest on loans or in. 
vested capital. This report—covering 60 mills 
operating 75 units that produced 81,833,415 feet 
—shows that the average total cost per thov- 
sand feet for that month was $23.46. This is an 
increase of 86 cents over the average cost for 
June, which on a production of 95,136,070 feet 
was $22.60, and a decrease of $1.21 from July 
of last year, which on a production of 171,939, 
584 feet was $24.67. The average cost for the 
first seven months of 1931 was $23.03, on a to- 
tal production of 725,915,367 feet, compared 
with $25.21 on a production of 1,314,376,994 feet 
for 1930. Of the 47 concerns whose mills are 
included in this report, 23 showed costs less 
than the average. The figures for the entire 
number show a spread from a low of $16.83 to 
a high of $43.36. 





(Statistics continued from Page 39) 


West Coast Rail Distribution 


SEATTLE, Wasu., Sept. 26—Following is a statement of the rail distribution of West Coast 
lumber during August, and percentage figure showing the increase or decrease from the foot- 
age for August of 1930. This study was prepared by the industrial facts department of the 
West Coast Lumbermen’s Association based on reports from the same 124 mills in each period. 
The footage figures are obtained by taking the average content of each car as 27,000 feet. 


Thousand Inc. or 











ee 














Thousand Ine. or Thousand Inc. or 
Feet Dec. Feet Dec. Feet Dec. 

Pacific Coast Middle West Southeast 
Washington.. 16,956 —24 North Dakota 2,457 —12 Kentucky ... 135 —17 
Oregon ..... 11,556 — 3 ome Santa S5te os Tennessee .. 54 —33 
California ... 8,586 —25 Minnesota 3,129) —3] W. Virginia. 351 86 

Nebraska aie 4,158 —33 Virginia .... 405 6 
Total ..... 37,098 —18.65| Illinois ..... 6,372 —40 No. Carolina. 27 ; 
OO ar 6,291 —24 So. Carolin: 

Mountain Wisconsin... 5,103 — 9 a i8d +133 
Montana .... 1,512 —31 2 eee 30888 —39 Florida 54 : 
Idaho ....... 837 —36 Alabama ... peas ; 
Wyoming eoe 1,647 —12 NE new we 36,612 —30.75 Mississippi : 27 . 
dl ee 1,269 +47 New England er Oe ee eee 
ye al oeee — Connecticut . 243 —30 TOO ccc 1,242 24,32 

oioradado Sse a ‘ 27 a 
Arizona ..... 648 —44 ee gt ap «|e Geet 
New Mexico. 972 42 Vermont .... 189 +133 New York .. 675 58 
‘ en ¢ N. Hampshire 81 —60 Pennsylvania. 702 33 
Total ... 12,042 —30.20) sre fk 81 57 Marviand ... 27 

Southwest Delaware 72 : 
Missouri .... 3,240 —10 Total ..... ee eee 
Arkansas ... 135 —76 Central ag o — 

Oklahoma ... 675 —69 Michigan 1,971 —14 Pe. See es * s 

 xcukes 1,674 —37 Indiana ..... 3,672 202 ae — 

Louisiana Se batwen 1,782 —13 Total ..... 1,620 —46.49 
—— ——__| UNITED 

ORG 260s 5,724 —36.53 ND 4260s 7,425 +33.50| STATES ...... 102,789 —24.4 





The same 124 mills give the following footages for their August, 1931, cargo shipments, and 
percentages of increase or decrease from the totals for the first quarter of 1930: Atlantic coast, 
76,751,000 feet, 29.1 percent increase; California, 34,904,000 feet, 25.1 percent decrease; Japat, 


10,286,000 feet, 18.3 percent increase; Europe, 


3,659,000 feet, 76.1 percent decrease; China, 11, 


165,000 feet, 52.2 percent increase; South America, .2,262,000 feet, 47 percent decrease; Austra 
lia, none, 100 percent decrease; total cargo shipments, 139,027,000 feet, off 5.6 percent. 


For Current Market Prices on Hardwoods See Pages 60 and 61 
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THIS WEEK’S LUMBER PRICES 


Fast and west side mills have 








SOUTHERN PINE 








reported the following average f. 0. b.mill sales prices on southern pine to the Southern Pine Lumber Ex- 








change, New Orleans, La., for sales made in the period Sept. 19-22, but, where prices for this period were not available, prices for the month 
to date have been inserted and distinguished by asterisk: 
West East West East West East West East West East West Bast 
Side Side Side Side Side Side Side Side Side Side Side Side 
Surfaced Finish Ceiling, Standard No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
Flooring, Standard 10-20’ ’ i D 
Lengths Radestes 20 : ie, Lengths Boards, 10-20’ 7 nsion — imension 
; & t Lox4 Ix4” 21.96 24.41 2x4 x4 
see” vitt— Inch thick— B&better..*23.02 19.00); 567 “""** 20:96 21.37|12 & 14’ 17.35 15.41)12 & 14’ .. 16.83 16.19 
” ‘ 9 eer r ZO” ste a, ° , 905 5 
ee nthe teil ane 30.18 $6.58 No. 1 . 19.00]ixg” °"°"* 21.94 24.59 ~ah pb itedae 17.84 15.75 «ile teeeee 20.50 18.05 
Shortieat.. oo-09 oss eine 04°94 27 eg] X4"°— 1x10” .... 25.79 29.08]2x6” x 
iongleaf..*58.65 61.00] 8” ...... 34.34 31.80 019.95 ag |1x12” 39.36 37.20\12 & 14’.. 14.62 13.75/12 & 14’ .. 15.50. 13.89 
:— ee 39.00 39.56] B&better..*19.99 18.38 16’ 15.36 14.87}16’ *15.35 16.62 
No. 1— — ‘ ‘ OP 52.85 63.03|)No. 1 .... 20.19 16.81] Mo. 1 Shiplap dh aT ale . ager Sse ees nee ° 
Shortleaf..*41.72 *45.61] 56/4” thick— . ins” ..... “46 23.43|28” 2x8” 
Longleaf.. .... %51.46 oxo | Casing & Base, 10-20’) 1.19” * oat "00 #24.50]12 & 14’.. 15.53 14.11]/12 & 14’ 15.58 14.75 
02.3914, 6, 8” 93 42.50 7 5 ‘ ~ : : 
| Pee *26.50] se 14" 50 45.94 | B&better, RR 16.73 13.46]16’ ....... 17.00 15.50 
1x3” flat oe sawiare 25.00 S7.81]1x4 & 6”.. 36.56 37.65] No. 2 Pencing, Stand- gl aes ween” 
grain— C— ard Lengths (24 «-s-er: ov. fe ROS *23.17 21.25 
chetter.. 28.44 26.08|Inch thick— Drop Siding, Stand- . 14” ....e, 20.63 18.42)14° ooo ots. #2400 22.25 
a gpl 2400 29°87 aiewerw 98.05 *23.79 ard Lengths tnt geese 12.46 103900 ....<<. 20.63 21.62|1¢° ((°°°°: #93°78 27.50 
No, 1 +--+ oy 12811 6" ...... 28.12 26:50)No. 117— ef! 2x12” ° 
No, 2 ....°16.19 12.81] 6” .. ee Sale Cc. M. 12.52 12.95|12 & 14’... 25.13 21.00|2%22" |, ‘ 
1x4” rift - 10” ciakiy es 24-46 31.00 B & be tter. 24 60 9275 16’ 27 41 20 20 12 & 14 32.50 30.55 
B&better a Se heme 48.65 45 96 No. * 39°29 033. 34 No. 2 Shiplap aa je) ee ite ae ie stawxes *41.00 40.35 
Shortleaf.. 51.45 *55.00)°°_ *""""* a mag oes Boards, Std. Lgth. No. 2 Shortleaf No. 2 Longleaf 
Longleaf . . 66.00 mee Finieh 10-60 Assorted patterns Shortleaf— Dimension Dimension 
i sos cent Ge B&better.. 25.28 26.32]1x8” ..... 13.82 13.44|2x4" : _|2x4" : 
peoetens- 36.33 *45.0 7 “er No, 1 .... 23.84 23.35]1x10" .... 13.66 13.80/12 & 14”... at Le 12 & 14 ana ae ae 
angleat.. oa te Je 29.9 ots La ngleaf— Y, 6s'dnwdie 5. : wearer res .25 b 
we Sas: 36.00) CE wees 25.70 ©27.87 Car Siding, Lining ~ eee 15. 21 15.00 |2x6” 2x6” 
1x4” flat 1° seeees ey ost an 1x10” .*16.33 14.68]12 & 14’ 10.49 12.50]12 & 14’... 13.43 13.20 
grain— S, SARere see aca an)| pavetter— WF asc exes TU.53 ISSO wecceue 5 5. 
B&better.. 26.87 25.84 were s 5140 *50.10) an ge 46.50 18.00 No. 2 Boards, 1x12” |,,¢ 2x8" 
No. 1 22.52 23.22|5&8/4" thick... ga] ix4"12@14" .. 25.38| Standard Length {12 & 14’ .. 12.00 11.80/12 & 14” ..*15.17 11.29 
No, 2 ..-- 10.50 13.38/5 e197 7777! 15.75 43.00 1x4” 16’ 25.38] Shortleaf.. 17.27 14.84 ~ Kanernes 12.68 *10.73 ah pueavns wees 12,59 
2” 58.75 5. x4” 9’ ... 23.00 *24.50|Longleaf.. 24.67 25.21|2x10” x10” 
Gung, Bese & Sem |** ---->: 58.75 46.00) 14" 18° #29:00 25.38 12 & 14’... 11.71 13.28/12 & 14’ ..*15.40 12.00 
on Boston Partition, 1x6” 5’ 20.00... Plaster Lath ] 7 [eee 14.06 11.00]16’ ....... *14.50 15.91 
etter, Standard Lengths 1x6” 9’ 23.50 22.26/3¢x1%”, 4’— 2x12” 2x12” 
a 38.97 38.37111/16x4”"— me 8... No. 1 cv ae 2.35}12 & 14’ 13.81 14.75]12 & 14’ ..*19.38 16.75 
1x5&10” 44.67 42.50|\B&better.. 26.00 1x4” 5-20’. 10.00 14.25'No. 2 1.10 eS. errr 18.26 10.25010" ...c% *21.75 23.40 
| 
ENGELMANN SPRUCE DOUGLAS FIR | WESTERN PINES 
| 
one © o. b. Chicago on air dried Engel- | [Special telegram to American LumBERMAN] | [Special telegram to AMERICAN LUMBERMAN] 
mann white spruce boards, D&M, shiplap, drop Portland, Ore., Sept. 29.—I. 0. b. mill prices Portland, Ore., Sept. 30. ollowing f. o. b. 


siding and ceiling: 


Inch— 4” 6” 8” o*. 
a 6-16". $45.00 $46.00 $46.00 $67.00 $77.00 
btr.,* 6-167. 43.00 45.00 45.00 62.00 74.00 
No. 1, 6-16’.. 42.00 44.00 44.00 654.50 64.50 
No, 2, 8-16’.. 40.50 38.50 oy 50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 50 31.50 33.50 
No. 4, 4-207.. 24.50 26.00 27. 00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 
$-foot, is $26.00. 


5&6/4, 6-16’ 4”"&wdr. 4,6&8" 10” 12” 
rere ---$66.00 $68.00 $71.00 $81.00 

Ne. 14btr. ...0- 62.00 64.00 67.00 77.00 
1 wccccce ++. 60.00 62.00 65.00 75.00 


For s fas /$ in No. 2, 4-inch, add $6; 6-inch, 
edd $9; ma ig add $6; ‘10- inch, add $8; 12- inch, 
add $6; 3, 4-, 6-, 8- and 10- inch, add $7.50 
12-inch, naa $8; "No. 4, add for all widths, $4. 

*Contains 40 to 60 percent Dé&better. 


Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for — 
jeasths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in ixi2- inch, add $4. 
In No. 3 common, for 16-foot in 4-, 6- and 
6-inch, add $1; for 10- and 12-foot in 10- and 
12-inch, add $1 


Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10-foot. 

Dé&btr., 4-inch. .$22.00 BD, 4-inch......$16.00 

6-inch.. 27.00 6-inch...... 18.00 


a and pine, 4-foot; No. 1, $6.50; No. 


WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No, 1 Hemlock Boards, S1S— 
9” 





10,12 &14’ 16’ 
Me siandeweeacwaue $19.50 $20.50 $21.50 
OS ee Serr 23.00 24.00 25.50 
ere 24.00 25.00 2:6.50 
EELS ARGS: 26.50 27.50 29.00 
ES ERE ere 27.50 28.50 30.00 
For shiplap or flooring, add 50 cents to 


Prices on No. 1 boards. 


No. 1 Hemlock Dimension, S1S1E— 

8’ 10° 12&14’ 16’ 
7 ee $24.50 $24.50 $24.50 $25.50 
ras 22.50 23.50 24.00 25.50 
eer 23.50 24.50 24.50 25.50 
| Pe: . 23.50 29.50 28.50 28.50 
Peete 23.50 30.00 29.00 29.50 


7 No, 2 dimension, deduct $3.00 from price 


. 


of 





on actual sales of fir, Sept. 25, 26 and 28, di- 
rect only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 


were as follows: 


Vertical Grain Flooring 


Bureau, 


3 B&btr S D 
gir $24.75 $26.00 = cer 
> . 24.50 my 
4. gli i 30.50 ae 

Flat Grain Flooring 
BOE” wevi'xs neue oo 11.75 
| gl SEES =e 18.2 16.75 
Mixea Grain Flooring 
BE oscaaae eee ‘ ere $10.50 
Ceiling 
Ol! ae ee 16.25 12.50 
Se nc gare was 14.50 13.50 
en Siding, 1x6” 

eer se 17.25 15.00 
1; Sa Ae 16.75 14.00 ole a 
| oe S 11.25 

Finish, Kiln “pried me Santaned 

1x6” 1x8” 1x13” 
EU is cit ce eaenn $25.75 $26.00 $45.25 

Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
ie 2. secure dame $11.00 $12.00 $15.50 
a DR sveswes 6.00 5.75 5.50 6.25 
es ice wed 5.00 4.75 4.75 see 

Dimension 
13’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4” $11.00 $11.00 $11.75 $13.00 $12.25 ‘ 
6” 10.50 10.50 11.50 11.75 11.50 $13.50 $13.75 
8” 10.25 10.50 11.50 11.75 12.00 14.25 15.50 
10” 11.50 11.75 12.00 12.00 12.50 16.50 14.00 
12” 12.25 12.00 12.50 12.75 13.00 13.50 16.00 
x4", 8°, $11.00; 10’, ae 2x6”, 10’, $10.50 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
ak Ee xeeeus $5.75 $6.50 $7 00 $7.50 $6.00 
eS ewer 4.00 3.00 es “ee 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced........+. $13.25 
Er to 126128" to GO’, TOMBE « ccccsccces 14.00 
5x5 to 12x12” to 40’, surfaced.......... 13.00 
Fir Lath 
a ee ee eS ee $2.50 
B&better, Plat Grain Car Siding, 3 or 18’ 

SF non Hib WSS RAD RE Re TREO Se $20.00 
One. re re Pre eT se 21.00 





sales were reported to 
by members 
Wednesday, 
direct and 
mixed car 


prices on actual 
the Western Pine Association 
during the three days ended 
Sept. 30. Averages include both 
wholesale sales and are based on 
orders. Quotations follow: 


Ponderosa Pine 
INCH SELECTS AND CoMMON, S2S— 
6” > 


mill 





7 g” 10” 13° 
C selects AL..... $37.08 $36.78 $44.85 $64.34 
D selects AL..... 23.26 25.09 32.29 46.46 
No. 1 common AL, 36.42 32.57 38.73 40.50 
No. 2 common AL. 21.74 18.54 19.09 24.68 
No. 3 common AL. 14.12 13.96 13.84 13.54 

SHop, 5/4 AND 6/4, S2S— 

| a rr PO - Ba ba cinnsin $16.91 

SeLEects S2S, 5/4 AND 6/4, 4” AND WIDER— 

C select AL...$42.67 D select AL...$29.25 

Bayer, SrprG, 67 C..icccccwccesccscsseces $22.69 

No. 4 COMMON, S2 “GS S|: ee $.22 
Idaho White Pine 

INCH SELECTS AND COMMON, S2S— 

6” a” yaad 12 7 
© selects Ale....- $44.45 $48.31 $52.31 wees 
D selects AL..... 36.17 38.65 41.64 $81.17 
No. 1 common AL. 37. 38.50 42.25 74.00 
No. 2 common AL. 2 28.95 29.22 37.85 
No. 3 common AL. 17. 15 16.91 19.58 23.41 

SELECTS S2S, 5/4 AND 6/4, 4” AND WIDER— 

C select AL...$65.00 D select AL...$60.75 
eres, CE. OP Gos cusc ced een veessienes $30.96 
No. 4 Common, S2S, RW RL ....-..-cceee 12.8 

Larch and Fir 

Me. 1 dimension, 32. 67 16% ...06.0. 0020+ $13.68 
Wo. 1 dimension, 2220", 16%... ..000v085% 17.83 
Vert. gr. flooring, C&btr., 4” RL...... 22.38 
Drop siding or gy C&better, 6” RL 18.75 





WEST COAST SPRUCE 


[Special telegram to AmERicAN LumBERMAN] 


Portland, Ore., Sept. 29.—The following are 
prices for mixed carlots prevailing today: 





Finish— Factory stock— 
1x12” Tere: $43.00 4/4 eceeeseese $17.00 
‘ 2 SS, errr 21.00 
cautitiaietllidanciataie fy Beeeeeeeee 22:00 
Bevel siding— OPE sctcesuess ; 
x4” me 00 10&12/4 ..... ye 
2x6”, Flat gr. 20.00 a 


th 3.0 
Vert. gr. 25.00 Green box 11.00@13. $0 





60 
RED CEDAR SHINGLES 


Seattle, Wash., Sept. 26. 





Eastern prices of 


red cedar shingles f. o. b. mill are: 
New Grades 
Per Square 
Royals, 24”— 
De E acbvateeeancee Oedeeenweaes $2.60@2.85 
NS I ra alee Sa cvs cg ah einai et he 1.65 @ 2.45 
i“ wadrencdeuwe 4 ee new ee Ree a een 1.35@2.00 
Perfections, 18”— 
NS. “AN dah eed aoe a ee ae ee ee 1.83@2.25 
ee ae eee eer ere ree 1.10@1.35 
De @ cadaveconbacaveusiorscenes 1.00@1.20 
16”— 
eG. 2, aeaeeanee  POPEOCIS. vc cccses 1.55 @1.85 
ee a OP UU eee ee 1.20@1.50 
No. 3 or 10” Clear or better...... .80@1.10 
O28 Guases 
re i Tiss aan va weleke eum $1.30@1.55 
i QO Cine cvieneweeissesenen 1.20@1.55 
Pt ee Dit a neecnen eae eee’ OO ke -70@1.00 
Ce HOG: Glen cevccccceceedés -70@1.00 
No. 2 Perfections (10” clear)...... 1.65 
Rite-Grade Inspected Stock 
New Grades 
Per Square 
Royals, 24”— 
ON EES ee er ee TT ee ee $2.40@2.67 
0 ah Gaba aad Oe an ek ea ae ee ne 1.60@1.68 
OE FE eee rer ean 1.30 
Perfections, 18”— 
Oy, SRS Sere eo ere ee 1.90 @2.00 
EE aicch: ib 1a tie ah: GM le, wa rk we Oe 1.05@1.20 
Oe FP rr ee er re ee epee .90@1.00 
16”— 
| eae © ee > Oh ae 1.64@1.84 
No. 2! ee” RO ee 1.10@1.30 
No. 3 or 10” Clear or better...... -85@1.00 





PHILADELPHIA PRICES 


Philadelphia, Pa., Sept. 29.—Following 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $38.00; No. 1 common, $34.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $43.00 $57.00 $65.00 $75.00 

GEORGIA AIR DRIED ROOFERS— 


Tongued and grooved, %-inch, 6-inch width, 
$19.00. 


KILN DRIED YELLOW PINE ROOFERS— 


a and grooved, standard, 6-inch width, 
23.0( 


NorRTH CAROLINA PINE RovuGH Box, No. 1— 
10-inch, $25.00. 12-inch, $26.50. 


NORTH CAROLINA PINE FINISH, 


are 


DNNGGE, BNE ip icccecesecuvceewne $40.00 
NORTH CAROLINA PINE STEPPING, 
Mebetter, 6/4alS-inch ....ccccccceces $63.00 


NORTH CAROLINA PINE DIMENSION, No. 2 & bet- 


ter— 
S48, %-inch scant, 2x3-inch, 9-foot, $18.50; 
2x3-inch, 16-foot, $20.00. Rough, 2x10-inch, 


10- to 16-foot, $21.50. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
Sept. 26: 





First 
$54.50 


Second 
$43.77 


WEST COAST LOGS 


Everett, Wash., Sept. 26.—List prices of logs: 


Third 
q3x2%” $24.53 





Fir: South Sound territory: No. 1, $16; No. 
2, $12; No. 3, $8. 

North Sound territory: No. 1, $18: No. 2, 
$14; No. 3, $10. 

Cedar: Shingle logs $8@10; lumber logs, 
$19@20. 


Hemlock: No, 2, $10.50@12.50; No. 3, $9@11. 
Spruce: No. 1, $20; No. 2, $15: No. 3, $10. 


END DRIED WHITE MAPLE 





Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. 1 & sel. 
OO SS re oe Ome eee $105.00 75.00 
0 eer ee ee rene 110.00 80.00 
RE eS 110.00 80.00 
OD arg oe te alae Aaa Sees 115.00 85.00 
RR ae emer kee mee ae 140.00 110.00 
RG Odaa hasta ae ic Pee 150.00 120.00 


AMERICAN LUMBERMAN 











Following are typical average f. o. b. Nor- 
folk prices received during the week ended 
Sept. 19, as reported by the North Carolina 
Pine Association: 

Rough 

Edge 4/4— 

NN a do Ort atalino i $34.80 
RR er eer eee 
OE ES A nen een Seaneemen Monee 16.20 
SD FR Ao Go ict ha ee dst yarn, wee a 13.15 
No. 1 No. 2 
B&better No.1 box box 

BA Ga We aie lace 33.80 _— eos 
SS peers ree 35.15 teas i mae 
RN le gn Serer 36.60 $28.75 $17.85 $14.80 
BE Ghee enemaue 38.25 ae carey hues 
8 ae 39.00 35 19.45 15.10 
ee 42.00 3 5 18.65 16.30 
EEE” cccecsnswes 3.75 37.00 22.20 16.25 

_— B&better— 

NN ee ae arian east ara or einie ie ol Wie Le $38.00 
5 ix10" i ci Fl a ek a aoe Bake ioe ea aT 54.10 
ara. ree >, eet ae Tea ace atin wh kage ea IRI 57.30 
ER cia ai ahs ida aod MO aa ee AE eee aed 42.40 
Bark Strips— 
ON ESS, ee eer re re rer er $22.60 
Box ar tts eligi hes ie ole ae tei die ab ake koe 10.05 
Dressed 215” 3" & 
Flooring— W ide Ww ider 

Pe 2” hawkecen sewes $32.45 $31.65 

ae 2 Ce 22h eee 28.60 28.30 

Wee. F COUMENON,. TE cco vce es 18.10 19.00 
B&better, bark strip partition.......... $26.15 
Box bark etrip, GreG@Sed......ccsscevecvcs 12.60 

No. 2 
Roofers dressed 
NN Re gh are a it oe viata Ore $17.10 
I a a he laa eel a et aN al ere 17.75 
1x10” 18.65 
ee epee hea makkeend OeeRwoeee 22.05 

Seattle, Wash., Sept. 26.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are 

Beveled euaing, 1 §-tnch 
Clear ei 
CN ccct ake eee een $20.00 $18 00 $15.00 
ee eer ey 24.00 20.00 17.00 
rr 24.00 19.00 17.00 
Clear Bungalow Siding 
% inch 1% inch 
NP ee ree . $39.00 $26.00 
a ae re ee tae 48.00 38.00 
PE.’ ¢:ncatb an ok ok Be ees 60.00 55.00 
Finish, B&better 
S2S or S4S 
or Rough 
I dhs Gest erste bie Re lead ot ee ea a ll a $ 45.00 
BN ahs ech a's wacaia he eratatata we ohare aches erat eae 50.00 
EE a ea ak eae ke we Ook he ae ecw 65.00 
gpl a ee as end ee he eee ry ee 85.00 
a aia gr ti ay alae Gas AO OO a 90.00 
ES ca oho a Cerca Gi aan! SG eae a es A 95.00 
EE Ons aha s aes calawe aN teed eae he 100.00 
ee i on a kin ae es ee a 105.00 

Clear Ceiling or Flooring, One Side V or B 
So - SO EP retdwneksankeWbenes ence eae $30.00 
Ses. Oo Siva votunvaneuwawesasensen 10.00 

Discount on Moldings 
Made from 1x3” and under........0.2++..098% 
DEMO THOMD GCEROF BIBOG. coc ccvccccectccces 45% 
For 50,000 feet or more additional discount 5% 
Clear Lattice, S458, 4 to 16’ 

100 lin. ft. 
Be xtra etal lo eon etn ei a wen ee anaes a $0.25 
> aves cu ease ee Rb awe uns wed & ee eae .35 
Ba) ‘whee cee & bank Ga ere Rie An oe Go eee eal 25 

St. Louis, Mo., Sept. 29.—The following 

cross tie prices prevail f. o. b. St. Louis: 
Untreated S’th’n 
White Southern Heart 
Oak Sap Pine Pine 
No. 5, 7x9”, % 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8” face.. 1.05 .85 1.50 
No. 3, 6x8”, +i 8” face... .95 75 1.28 
No. 2, 6x7”, 8’, 7” face.. .85 -65 1.12 
No. 1, 6x6”, 8’, 6” face.. .75 55 -96 

Red oak and heart cypress ties, 10 cents 
less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 

Switch’ Bridge 

Ties Plank 

CORE inn nc taten weet ned $35.00 $33.00 

RO Senin aide aud oad kone aoe 32.0 eeee 

Tupelo and gum ....... ° - 30.00 eens 
Southern sap pine, untreated— 

eee errr Tree snore 

DED Kewtedcucduesecevest . 29.00 tens 








October 8, wMMoctober : 
Following are prices of northern har Follo 
v4 o. b., Wausau, Wis.: bale 
sH— UM 
AS | Sel. No.1 No.2 nog Ni 
OF ced 55.00 § 45.00 $ 40.00 § 28.00 gil 1& 
5/4 ... 60.00 650.00 45.00 00 uk pin, Fé 
6/4 ... 65.00 60.00 60.00 3Bo liy No. 1 
8/4 ... 85.00 75.00 55.00 40.00 1ky GuM 
BircH— , owe o 
4/4 ... 64.00 44.00 34.00 24.00 1hy *'No. 
5/4 ... 68.00 48.00 38.00 28.00 lie pin. F 
6/4 ... 72.00 62.00 44.00 80.00 My No. 
., a 7.00 62.00 54.00 36.00 Lyi No. 
10/4 ... 90.00 80.00 70.00 65.00 —° on Ot 
12/ ‘ 95.00 865.0 75.00 60.00 ‘BLACK ; 
16/4 ... 130.00 115.00 100.00 ... Qtd. 
5/8 ... 58.00 39.00 26.00 20.00 No. 
3/4 60.00 42.00 30.00 21.00 TuPELO— 
Thin 474 60.00 42.00 30.00 coe Pin, F 
Price of No. 2 and better, 1x4 inch ap a 
wider, 4- and 6- foot” lengths, $26. 7 om ¢ 
For select red, add $10. woe. d 
Rough birch, 6- to 16-foot, 1x4 inch, ty, 18 
face clear, $60; one and two face clear, Mh Pin. F 
1x5-inch, two face clear, $60, one and two tary No. 
clear, $42. No. 
Sorr MaPLeE— No. 
4/4 ... 65.00 40.00 382.00 22.00 16% No. 
5/4 ... 62.00 47.00 38.00 27.00 11% 
6/4 ... 65.00 60.00 40.00 28.00 i8 — 
8/4 ... 65.00 50.00 45.00 380.00 gy 
Sort ELtm— q AP 
FAS No. 1&sel No.2 Noi 
4/4 ... 48.00 3.00 23.00 205 
5/4... 55.00 40.00 26.00 a2u Cineis 
6/4. 60.00 40.00 26.00 23m sale pr 
8/4 . 65.00 45.00 32.00 2348 palachi 
Rock ELM— PLAIN 1 
4/4 ... 80.00 . 65.00 25.00 i9nm  ~ 
5/4 .. 85.00 ene 60.00 30.00 20,5 
6/4 ... 90.00 een 65.00 380.00 20, FAS 
8/4 .. 95.0 75.00 38.00 25. No. 1 
10/4 ... 105.00 nis 85.00 62.00 ...0 No. : 
12/4 ... 115.00 95.00 657.00 30.08 No. : 
Basswoop— Sd. 1 
4/4 .. 55.00 45.00 35.00 21.00 160% : 
5/4 .. 60.00 50.00 42.00 23.00 18% ; PLAIN 
6/4 - 65.00 65.00 45.00 25.00 18% FAS 
8/4 - 70.00 60.00 60.00 26.00 21% No 
10/4... 75.00 65.00 655.00 365.00 oun No. 
12/4 .. 80.00 70.00 60.00 40.00 on No. 
eesti ayy Aepetiet, 4/4, $65; or ap CHEST: 
rades, FAS, $ 1 ; No. 1&better 4// 
70; or on a Shes. PAS’ 80; No. 1, $60. FAS 
One and two face clear, 6- to 16-foot, 1x! oS 
inch or 1x4-5-inch, $50; 1x5-inch, $55. ae ae 
RED OAK— Ne 
4/4 ... 85.00 65.00 60.00 82.00 14H 4 No. 
5/4 ... 90.00 70.00 60.00 388.00 18.05 Ww 
6/4 ... 105.00 85.00 70.00 40.00 1800 i 
8/4 ... 110.00 90.00 75.00 45.00 180§ POPLA 
Harp MaPpLE— - 
4/4 ... 658.00 48.00 36.00 26.00 13. FAS 
5/4 ... 70.00 50.00 40.00 28.00 16.) Gan 
6-4 ... 75.00 65.00 40.00 30.00 160 Ne 
8/4 ... 75.00 655.00 45.00 32.00 16.0 Xo 
10/4 ... 90.00 70.00 60.00 40.00 oon No. 
12/4 ... 110.00 90.00 80.00 42.00 os NO. 
16/4 ... 150.00 130.00 120.00 “eae ‘ MAPLI 
HARD MAPLE ROUGH FLOORING STOCK— FA! 
No. 1 No. 2 No.3 No. 
com. com. comm No. 
vi maekadseae wae .-$34.00 $24.00 $16.00, 
Be ves AE See -. 36.00 26.00 1805 —— 
_, eee a wan 28.00 = 18.00 
BEECH— No. 2 and bette § 
De Kedeeesieneddesoeseeeessensenen $38.00 
Dy  sscubau atin ee une beledinnks wae 4.00 
FAS Sel. No. 1 No.2 No! 
re. seen $66.00 $56.00 $46.00 $32.00 $22.01 Chi 
Additions for specizl widths of No. 1 en and : 
better in all hardwoods, standard lengths, ar’ L. C 
8-inch and wider, $10; 10-inch and wider, $2) Trad 
12-inch and wider, $30. : = 
with 
ing | 
OAK FLOORING 
Following are average of actual cari Sept 
sales prices of oak flooring, Memphis (Tenn Sent 
basis, as reported to the Oak Flooring Mant = 
facturers’ Association for business done dur lon 
ing the week ended Sept. 19: Son 
4Bx2%” 42x1%"” %x2” %x1h'T® Sept 
Clr. qtd. wht...$100.00 aces afr oe 
Ce. ata. ved... 69.25 - Ine. 
Sel. qtd. wht... 57.50 = 
Sel. qtd. red... 44.50 aaa 26 i a os 
Clr. pln. wht... 58.41 $47.65 $49.10 $42.0 
Clr. pin. red... 48.06 48.42 41.00 40.0 Shi; 
Sel. pln. wht... 42.01 38.88 35.55 30.4 Sept 
Sel. pln. red.. 39.34 37.50 28.00 28.4 Sep’ 
No. 1 com, wht. 24.94 9.20 = oa +: 
No. 1 com., red. 23.62 23.50 iatais 18.0 Ine. 
No. 2 com...... 12.94 ee cece wee Jan 
1x2” %x1%” f,x2” {x14 Sep 
Clr. pln. wht... sea -.- $55.50 $410 
Clr, pin. red...$ 51.50 ue 41.3 Ine 
Sel. pln. wht... 45.93 45.50 oe 
Sel. pln. red... a 312 wd 
No. 1 com., red. ee: 19.15 17.5! et 
MO. 3 COMB. cc cce 10.50 ee een 











l hardwoo, 
0. 2 
28.00 rary 
33.00 ° 14) 
35.00 ly 
24.00 
28.00 tt 
rec00 
55.00 Ut 
0.00" 
0.00 | 
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4 inch 


4 inch, thy 
Clear, $4 


nd two fay 
2.00 16% 
7.00 11% 
8.00 1108 
[0.2 No} 
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1.00 1600 
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5.00 ‘ 
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AMERICAN 
SALES PRICES OF SOUTHERN HARDWOODS 


LUMBERMAN 


61 


Following were average sales prices received for southern hardwoods during the week ended Sept. 22, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GUM— RED OAK— 
atd. No. 7 See ee, 0—(itiCt Se ett ny | Se RR orate ale 
1&sel o> 42.00 == «tt et renee eee cececeereres sosccvcreres a i, Bee: “3. So. <bnennsiveees” Sabaseteanee. Acad esses 
eR ess Re a CREO EM ICSE RNR OS pie eas a a 09a Pin, VAS... CGO C100  nocvivccscsns 63.25@ 71.00 81.00 
No. 1&sel. AD.00 cece eee ees 48.00 52.90 No. 1&sel. 39.00@ 42.00 45.25@ 56.75 48.25@ 50.25 ............ 
gap GUM— f m f D. Dinss SOO OEM satbacteeknh seaduescdehe “4pasegownees 
gtd. FAS. $2.50 ’ — AAT ke ee eee eee 46.75 MIXED OAK— 
No. 1&sel. 29.00@ 30.25 31.75 7 cee e eee eeee 32.25@ 34.00 Os ct mele sey nats abba nine whi ae 
FAS. 36.5600 33.75 37.50@ 47.26 $7.20  ____ beeceecveres Sd. 7 . 27.75@ 0 RS ADA EG SON CHR PEER R NOE FS 
Pivo. 1&s¢l. 26.25@ 30.00 29.00@ 32.50 31.50@ 35.00 29.00 TB caged 5 yyillaatcldadelehdtai kent scescatat oh tpl bok iy 
ae , 24.290 23.25 23.25@ 24.25 23.50 PorpLaR— . 
Buack GUM— oe Fe SO: SE | Se RORES (RE REDORREREN See REARS BED 
Qtd. FAS... -.+--seeeeee 44.00 Been eee eeeee 41.25 e A tr... . ade iited ened. laipleginiekuacna aidiomaeeen 
No. 1&sel. 29.00 35.25 33.25 29.25@ 33.25 i ic A MEE. ktcacceucnenk Saaaeabghiak- cabana baie 
No. 2-B. ; 24.00 
PELO— P ” e eo eeeeeeeeetee 3 evsesesseesee SBeVU i +. eee eeeeeee8 
oT FAS. o* 32.50 > 4.50 Cee nee nb eose “see e8 wb 6 oe ee AsH— 
No. 1&sel. 25.29 wan TTT See tees Feet eeeereee eeeeenereens en. WO © nigadvivowes “aetustdscatad wenekeuenene 
No, 2..-+ 22.25@ 20.00 wc ccccceseee coseeevevees ceevcccesece 
NO, Sorr MAPLE— 
WHITE OAK— a ae 26.25 Se ee eeWenticas seewesouwnen 
. No. 5 
Qtd re. Mt es, Sete uban  addiedenenits CoTTon woop— oe 
Pin. PAS... 72.75@ 80.25 88.75 fk ere No. i&sel.. a ae eee 31.75 SS eet Gee ee ee 
No. 1&sel. 41.00@ 50.50 52.00 52.00@ 65.75 57.00 eS ee ane sae 8  «—'—sSn exe Keewensnwe 8 &be eo es be Bee 
Min S$. c SSPE SOTO caccccees cee KSeereesaces sepvadiesiewes MAGNOLIA— 
Mn S Gee SECO BLO wicicccncces seeesversses, S0eeeerewes a Jere Co 4 | pasa beaeneee. SPORES ReBOLS” eRe be Ge eee 
a Se PEE, asvisaiekces seteeiawsead gaacuiekbets i Ms SR RD. ccrccecasee d4nc5eeceun< 35.75 





APPALACHIAN WOODS 


Cincinnati, Ohio, Sept. 28.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 


s palachian “soft texture” hardwoods: 


PLAIN WHITE OAK— 


4/4 5&6/4 8/4 

OS Pare ee $90@100 $100@115 $105@120 

No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 

No. 2 com..... 30@ 33 38@ 40 

No. 3 com..... 20@ 22 24@ 26 26@ 28 

Sd. worm) 38@ 40 55@ 57 60@ 62 
PLAIN RED OAK 

0 ee 70@ 82 75@ 85 90@100 

No. 1 com.&sel. 38@ 50 52@ 55 58@ 62 

No. 2 com..... 28@ 30 36@ 38 38@ 40 

No, 3 com..... 0@ 22 27@ 30 28@ 3 
CHESTNUT 

0 eee er 70@ 75 85@ 90 95@100 

No. 1 COM...-- 13@ 46 54@ 59 60@ 65 

Be. BS OOM cc ec 0@ 21 20@ 21 20@ 21 
Sd. wormy & 

No. 2 com.. S@ 31 32@ 35 36@ 38 
No. 1 & btr. sd 

wormy ..... 1@ D 33@ 36 88@ 40 

POPLAR 
Panel & No. 1, 

18” & wdr. 130@135 140@145 150@155 
ae 8$5@100 105@115 120@130 
Saps & sel 60@ T5 S0@ 90 95@105 
eS aa 10@ 45 50@ 55 55@- 60 
SS Poe 28@ 30 32@ 35 88@ 40 
i eee -<ewwes -4@ 26 28@ 30 29@ 3 

MAPLE- 
Ae 7T0@ 75 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
me 3 COME. 6 6s 33@ 36 38@ 41 39@ 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts 


and shipments of lumber 
and shingles, 


in thousands, were reported by 


L. C. West, statistician, of the Board of 
Trade for the period Sept. 1 to 26, inclusive, 
and for the year to date, Jan. 1 to Sept. 26, 


With comparative figures for the correspond- 
Ing periods of 1930: 
Receipts 
Above 





Lumber Receipts Shipments Shipments 
Sept. 1 to 11931 96,290 34,442 61,848 
sept. 26 {1930 117,119 48,990 68,129 
Inc. or dec..... - 29,829 _— 14,548 ‘'§ —6,281 
Jan. 1 to 11931 1,005,714 412,058 593,656 
sept. 26 1930 1,431,485 589,289 842,196 
Inc. or dec..... —425,771 —177,231§—248,540 

Shipments 

Above 

Shingles— Receipts Shipments Receipts 
Sept. 1 to) 1931 15,090 21,274 6,184 


Sept. 26 £1930 15,526 51,185 


35,659 














Inc. or dee..... —436 —29,911 §+29,475 
Jan. 1 to )1931 143,359 168,360 25,001 
Sept. 26 §1939 208,010 216,607 8,597 
Inc, or dec..... —64,651 —48,247 §—16,404 

§Last figure in each group gives difference 


between 1931 and 1930 net receipts. 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 27. 


NORTHERN PINE 


BUFFALO, N. Y., Sept. 29.—Retailers and 
industrial buyers are filling in their stocks 
of northern pine as required, and prices are 
about holding their own. Quotations are 
down to where there is not so much compe- 
tition from other woods as there was for- 
merly. Millmen say that very little timber 
will be cut during the coming winter, and 
that some leading mills will be closed down 


HEMLOCK 


BOSTON, MASS., Sept. 29.—Wholesalers of 
eastern and northern hemlock say they are 
unable to stir up enough inquiry to test out 
prices. Clipped boards are offered at $25, 
and random at $24. Mill shipment orders 
for western hemlock are few but there has 
been a fair business in transits, and some 
lumber has been sold at substantial conces- 
sions. Announcement of a $10 cargo rate 
for October has had little or no effect on the 
local market. Wholesale quotations, Boston 
dock: Scantling, $13 off Page 11% Atlantic 
differentials; other 2-inch, $13.50 off; 3-inch 
and thicker, $14 off. 


EASTERN SPRUCE 


BOSTON, MASS., Sept. 29. 
provement in inquiry for frames has been 
noted the last few days, but the eastern 
spruce market is still very quiet, and prices 
look easier throughout. Ample offerings of 
competing species from the West Coast have 
a very depressing influence. Quotations: 








Some slight im- 


Dimension, 8- to 20-foot, 8-inch and under, 
$34@35; 9-inch, $35@36; 10-inch, $36@37; 


12-inch, $38@39; random, 2x3- and 4-inch, $24; 
2x6- and 7-inch, $24@ 24.50; 2x8-inch, $29@30; 
2x10-inch, $33@34; covering boards, DIS, 
merchantable, 5-inch and up, 8-foot and up, 
$25; matched, 1x6- and fT-inch, $27@28; 
furring, 1x2-inch, plump, $23@24; lath, 1%- 
inch, $3.50; 15g-inch, $4.75. 


NEW YORK, Sept. 29.—Several of the re- 
frigerator companies are circulating in- 
quiries for western spruce suitable for lin- 
ing. Other markets for spruce are quiet. 


CYPRESS 


OHIO, Sept. 28.—Cypress 
uppers are moving better than lowers, but 
both are slow. Small lots are being bought, 
mostly where stocks are short of good sell- 
ing items. Finish and tank cypress are 
slightly more active. Little factory lumber 
is being taken. Prices are firmly held and 
no further reductions are expected. Lowers 
are dull and there is little or no inquiry 
for them. 


CINCINNATI, 


BALTIMORE, MD., Sept. 28.—The competi- 





tion which the general run of cypress has 
to contend with works against the realiza- 


tion of profit. Demand is held down, so that 


the offerings give an impression of large 
stocks, though mill output continues very 
modest. High grade Gulf lumber also fails 


to bring reasonable prices, 
is toward improvement. 


WESTERN PINES 


NEW YORK, Sept. 29.—There is practically 
no market for western pines here. Ship- 
ments are estimated to be about six times as 
large as orders. Prices refuse to remain on 
an even keel, and it is hard to tell what pine 
is actually selling for. It is estimated that 
orders are not quite half as big as they were 
this time last year. 


though the trend 


BUFFAIA, N. Y., Sept. 29.—Retail stocks 
of western pines are low, and some increase 
in buying is expected for the near future. 
Building is making gains in suburban terri- 


tory. Prices are about steady, little change 
having recently taken place in mill quota- 
tions. 

KANSAS CITY, MO., Sept. 29.—Western 
pines are finding a restricted market, mill 
representatives saying that sales are even 
more limited. Railroads are holding down 
their purchases, and retail yards are almost 
entirely out of the market. However, 


strength persists in shop grades, particularly 


REDWOOD 


NEW YORK, Sept. 29.—The market for 
redwood, while quiet, is very stable. Ship- 


ments and orders are even, and prices do not 
fluctuate. Several of the retail yards in the 
city and on Long Island are laying in stocks 
of clear redwood. 


DOUGLAS FIR 


NEW YORK, Sept. 29.—Fir prices have 
steadied considerably, but there is little in- 
quiry. Sales are well under receipts, and 


stock is piling up on the manufacturers’ and 
wholesalers’ hands. Despite the fact that the 
October and November intercoastal shipping 
rate Was announced at 50 cents under the 
current rate of $10.50 at a time when a good 
proportion of September space had not yet 
been sold, there has been no distress selling 
of boat space. 


KANSAS CITY, MO., Sept. 29.—Some retail 
dealers are replenishing their depleted stocks 





of fir by taking small lots in mixed cars. 
Interest is light, however, and most items 
are soft. Some inquiry developed early in 


the week relative to later shipments, but no 
sales were made on this basis. 





BOSTON, MASS., Sept. 29.—An intercoastal 
rate of $10 for October came as a surprise. 
Some large orders have been taken at much 
less than regular market by sellers who 








. 
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were compelled to fill space contracted for. 
The principal retail dealers will not place 
any mill shipment orders A fair number of 
orders tor transit lots has been booked, 


some, on Boston dock at: Scantling, $12 off 
page 11% Atlantic differentials; other 2-inch, 
$12.50 off; 3-inch and thicker, $13 off. No. 1 





boards, $20; Ne 2. $18.50@18.75; No. 3. 
$16.25@16.50 
BALTIMORE, MD., Sept. 28.—Fir demand 


held down by 


is still draggy Price are 


competit other woods. 


HARDWOODS 


NEW YORK -Maple dimension is 
finding good market here at prices reported 
by the mill 


Sept. 29 


representatives as satisfactory. 


Northern birch inquiries are plentiful. Only 
the be grades of sap gum can be disposed 
of to the furniture factories near here, but 
they are buying quite a bit of this wood 
when they can find the right kind Other- 


wise the hardwood market, 
and export, is very quiet 

in maple and oak flooring, 
quiet lately, i 


both domestic 
Further activity 
which has been 
expec ted in a week or so 


BUFFALO, N. Y Sept. 29.—Local 
wood wholesalers say that September vol- 
ime showed no improvement over August. 
Concrete evidence of betterment is afforded 
by trade reports, notably from New England, 
where several leading lines of industry are 
busy. Hardwood buying is mostly in small 
lots and prices are unsatisfactory. 


hard- 


CINCINNATI, OHIO, Sept. 28.—Both sap 
gum and poplar are very weak, though south- 
ern poplar has sold better than sap gum. 
The market glutted with such sap gum 
items in FAS and No. 1 common and select, 
the FAS selling slowly at $22, while No. 1 
common and select ranges from $15@17, with 
not much moving. Oak is in fair demand and 
better sustained. Flooring fac- 
tories are taking practically all the No. 2 
and No. 3 common and some of the No. 1 
common. Only small lots of plain white oak 
are available under $85 @87. 


prices are 





BALTIMORE, MD., Sept. 28—Competition in 
hardwoods is so keen as to make the busi- 
considerable extent unprofitable. 
Holdings have been considerably reduced, but 
the eagerness to sell still suggests that they 
are in excess of requirements. Reports gen- 
erally tell about low figures named in reply 
to inquiries The export 
course unfavorably affected by the suspen- 
sion of gold payments by England and the 
reports of economic stress everywhere. 


SOUTHERN PINE 


NEW YORK, Sept. 29.—No bottom has yet 
been found for southern pine prices. On in- 
quiries circulated here last week by the rail- 
roads, prices were quoted that astounded the 
rail men, most of whom have been out of the 
market. However, they do not expect to do 
any buying for stock for some time. tail- 
roads are taking Southeast longleaf flooring, 
Gulf longleaf and shortleaf car siding, and 
North Carolina timbers, in general. There is 
little inquiry from industrial users or retail 
yards. 


ness to a 


business is of 


BOSTON, MASS., 29.— Wholesalers 
have noted a slight upturn in the demand for 
southern pine Several fair orders have been 
placed with local wholesale yards for timbers 
and planks to be used in heavy construction 
projects, but this trade is handicapped by 
offerings of Coast lumber at lower prices. 
Roofers have lost some of their recently ac- 
quired firmer tone but as much as $21.50 con- 
tinues to be asked for 8-inch air dried. 
B&better {}-inch partition is moving quietly 
at $34@36.50. A little more interest is being 
shown in flooring, but business is unseason- 
ably light. Low range for 1x4-inch short- 
leaf and high for longleaf; B&better rift, 
$60.50@73: C rift, $47.75@58; B&better near 
rift, $50@55.25; B&better flat, $34@35.50. 


Sept. 


CINCINNATI, OHIO, Sept. 28.—The effect of 
curtailment of production is being felt here. 
Prices on boards and sheathing are holding 
their gains of the previous week, and mills 
are refusing to make concessions. 3uying 
of yards and wholesalers is mostly in fill-in 
orders Flooring is selling better as the 
building season draws to a close. 


BALTIMORE, MD., Sept. 28.—In the long- 
leaf market 12-inch boards attract the most 
attention, but other stocks also claim notice 


AMERICAN LUMBERMAN 


on a scale that raises hopes of better things. 
North Carolina pine demand was perhaps a 
little better, with the reduction in the hold- 
ings on the wharves felt in something like 
a stiffening of quotations. 





KANSAS CITY, MO., Sept. 29.—Industrial 
sales were mostly of box grades, an unus- 
ually good demand having developed in these. 
Sales to retail yards are in badly mixed cars 
for early shipment. Some good inquiry was 
received from the East and Southeast last 
week, but sales did not develop. Mills are 
pushing hard to reduce their stocks before 
winter sets in. Most items are soft, but 
No. 1 dimension and No boards are still 
quite strong, demand for these 
from retailers. 


CLAPBOARDS 


BOSTON, MASS., 
quiet demand for 
offerings from the 
ened prices for 


because of 


Sept. 29.—Continued very 
clapboards and urgent 
West Coast have weak- 


eastern spruce and native 
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white pine. Wholesalers are offeri 


= stand. 
ard eastern spruce extras at $100, clears at 
$95 anda second clears at $90 a housand 


pieces. Some lots of Coast clapboards are 
being offered at low figures, partic ularly req 
cedars. 


SHINGLES AND LATH 


KANSAS CITY, MO., Sept. 29.—A little bet. 
ter interest was manifest in shingles and 
lath toward the latter part of the week 
Most of the sales were in mixed cars for im. 
mediate shipment. 


BOXBOARDS 


BOSTON, MASS., Sept. 29.—Even at 


pres- 
ent depressed levels, boxboard prices are 
weak. Log run lots of round edge white 


pine inch boxboards are freely offered at 
$20@22, sometimes less, and are a tempta- 
tion to box and shook manufacturers who 
have boxboards contracted for around $24@95 
and still undelivered. 








BUSINESS CHANGES, INCORPORATIONS, ETC. 








Business Changes 


ALABAMA Birmingham—McCormick Lumber 
Co. is not moving as announced in last week's 
issue but has secured satisfactory quarters in the 
Comer Bldg. where it has Deen located, and will 
remain in suite 1302 Comer Bidg 


CALIFORNIA Culver City—Culver City Lum- 
ber Co. sold to Patten-Blinn Lumber Co. 

San Francisco—Paramino Lumber Co new ad- 
dress 110 Market St. 

San Francisco—R. O. Wilson Lumber Co. sue- 


ceeded by R. O. Wilson & Son 

KANSAS Gypsum—Gypsum City 
sold to T. P. Wheatley. 

KENTUCKY Campbellsville—Campbellsville 
Lumber Co.; H. T. Parrott sold interest to W. E 
R. B. and 8S. C. Wood. 

MICHIGAN, Detroit—L. J Barry, 
fuel, lumber and builders’ supplies, 
maker Ave., succeeded by L 
with capital of $10,000, 

MISSOURI Bagnell — Burgner-Bowman-Math- 
ews Lumber Co. closed local yard 

OHIO. Martin's Ferry La Belle Box Co. suc- 
ceeded by Associated Box Corporation, headquar- 
ters, New Castle, Pa. 

Warren—Elkins Box Co. succeeded by Associated 
30x Corporation, headquarters, New Castle, Pa. 

PENNSYLVANIA. New Castle—Elkins Box Co. 
and New Castle Box Co. succeeded by Associated 
Box Corporation. 

Vandergrift—Vandergrift Box Co. succeeded by 
Associated Box Corporation, headquarters, New 
Castle, Pa. 

SOUTH DAKOTA. Fort Pierre—Geo. W 
Lumber Co. succeeded by Merrill Schaaf. 

TEXAS. Vernon—Bennett Lumber Co. succeeded 
by Wilbarger Lumber Co. 

WASHINGTON, Renton—L. L. Knapp and Ed- 
win V. Wintermore, jr., are reported to have pur- 
chased the sawmill plant of Washington Lumber & 
Spar Co. and will reopen it early in October. 

WYOMING. Lusk—The Foster Lumber Co. has 
opened for business in the old quarters of the 
Lusk Lumber Co., recently purchased, with W. B. 
Street as manager. 


Casualties 


ALABAMA Piedmont—Plant of Wallace 
ber Co. damaged by fire avout $25,000. 

ARIZONA. Nogales—Roy & Titcomb, loss by 
fire, $10,000; machinery, lumber and hardware 
stock destroyed; will make repairs at once 

FLORIDA. Chipley — Hughes-Law 
damage by fire, $100,000 

GEORGIA, Jackson—H. E. Gilmer Lumber Co.'s 
plant destroyed by fire, together with four fuel 
oil storage tanks and three small houses, 

IOWA. Lineville—Rand 
fire, $25,000. 

MARYLAND. 
by fire, $30,000. 

OREGON, Portland—City Planing Mill, loss by 
fire, $2,000; 180 E. 9th St. 

PENNSYLVANIA. Allison Park 
Lumber Co., loss by fire, $30,000. 

SOUTH CAROLINA. Alcolu—-D. W. Alderman 
& Sons, loss by fire, $200,000; planing mill and dry 
kilns badly damaged. 

TEXAS. Dallas—C. D. Hutsell Lumber Co., unit 
destroyed by fire; loss, $5,000. 

UTAH. Myton—Myton Lumber & Hardware Co., 
loss by fire; yards and store burned to ground. 
R. E. Miller, manager. 

WASHINGTON. Camas—Camas Lumber Co. 
suffered loss of lumber yard, office and dry kiln at 
its sawmill. 

Kalama—Sawmill of Parks, Putnam & Hall, 
located near here, has been damaged by fire about 
$4,000; partly covered by insurance. 

Kalama—Finke Bros., shingle manufacturers, 


Lumber Co. 


dealer in 
11500 Shoe- 
Barry Coal Co 


Keyser 


Lum- 


Sawmill, 


Lumbe1 Co., loss by 


serlin—Adkins Lumber Co., loss 


Allison Park 


lost dry kiln by fire; loss, $2,000. 

Kettle Falls—Car! Brauner sawmill, loss by fire 
which consumed over a million feet of lumber: 
V. H. Morris, former owner of the mill, owned 
the greater part of the lumber. 


New Mills and Equipment 


ALABAMA. Selma—The Gooch Lumber Co., of 
Montgomery, is reported to plan erection of a 
hardwood mill here with a capacity of 40,000 feet 
a day. 

Piedmont—Wallace Lumber Co. will at once re 
build recently burned plant. 

ARIZONA. Flagstaff Zabbitt Bros have let 
the contract for cutting 480 acres of timber near 
Mount Elden and a portable sawmill will be moved 
to the tract immediately; the lumber to go to 
yards in Flagstaff. 

MICHIGAN Ecorse—The Murray Body Cor- 
poration, of Detroit, will erect a 100x300 ft. fac- 
tory building here at once cost about $7 

OREGON. Molalla—Kirkpatrick Bros, will erect 
a new sawmill at this point. 

WASHINGTON. Dryad—Schafer Bros. will im- 
mediately begin rebuilding the sawmill which was 
recently burned. 

Port Townsend—The Chas. R. McCormick Lum- 
ber Co. will install a log dam, unloading platform, 
gridiron and boom in Port Ludlow Bay 

Seattle—The Pacific Door & Mfg. Co. has taken 
out permit for repairs to cost $6,000 to factory 
at 3800 7th Ave. 


Incorporations 


CALIFORNIA, 
corporated. 


5.000 


3ieber—Bieber Lumber Co., in- 


Fresno—Willard Lumber & Supply Co., incor- 
porated. 

Los Angeles—Columbia Wood Products (Ltd.), 
incorporated; capital, $10,000; James G. Brown 


interested. 

Los Angeles—Pacific National Lumber Co., incor- 
porated. 

San Francisco—Standard 
rated. 

COLORADO. 
corporated. 

MICHIGAN. Alpena—Michigan Veneer Co. de- 
creasing capital from $60,000 to $20,000. 

Detroit—Standard Store Fixture Co., 
rated; capital, $25,000; 1357 Gratiot Ave. 

NEW JERSEY. Hackensack—Interstate Wood- 
working Co., incorporated. 

OHIO. Cleveland—Daugherty Lumber Co., in- 
corporated; 150 shares no par; R. L. Haverick, 
1294 E. 115th St. 

PENNSYLVANIA. Philadelphia—L. Rosengar- 
ten, incorporated; capital, $10,000; 4742 Market 
St.; lumber and building materials; old concern. 

WASHINGTON. Raymond—Sun Lumber Co. in- 
creasing capital to $30,000. 

Seattle—Marvel Mfg. Co., incorporated; capital, 
$10,000; to manufacture wood novelties; John W. 
Schweer interested. 

Seattle—Pacific Coast Novelties, incorporated; 
capital, $4,000; to manufacture toys and novelties; 
Cc. D. Webster interested. 


New Ventures 


CALIFORNIA. Fresno—The Willard Lumber & 
Supply Co., of San Francisco and Los Angeles, 
opening a branch yard at 2021 H St, Buildings 
under erection. 

Long Beach—Long Beach Mill & Cabinet Co. 
has engaged in business at 4808 Long Beach Blvd. 

Los Angeles—California Cabinet Co., 5812 Wash- 
ington Blvd., organized by H. V. Cowan and asso- 
ciates. Will operate in old plant of Soule-Martin 
Lumber Co., manufacturing and distributing a line 
of cabinets and built-in fixtures; showroom under 
construction. 

San Francisco—Shaw-Bartram Lumber Co. open- 
ing offices at 1 Montgomery St. 

FLORIDA, Jacksonville — Hardwoods 


Lumber Co., incorpo- 


Pueblo—Colorado Lumber Co., in- 


incorpo- 





(Inc.), 
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uarters, Gulfport, Miss., opening local branch. 
hesdatsonvillc Wood Preservative Mfg. Co. will 
construct a factory at Commodore’s Point. 
NORTH CAROLINA. Marion—Marion Veneer & 
panel Co. will rebuild recently burned panel room. 


OKLAHOMA. Wilburton—J. F. Lumber Co., new 
concern; also at Red Oak. 

OREGON. Portland—Pacific Wood Products Co. 
will open furniture plant at 3lst and Gandy. 
PENNSYLVANIA. 


Scranton—Whipple 3ros., 
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headquarters Laceyville, opening local yard. 

UTAH. Salt Lake City—Utah Lumber Co., 
which has been confining its activities to special- 
ties for some time past will re-enter the general 
lumber business in the immediate future, the firm 
announced this week. 

TEXAS. Waco—Mallory & Gradel have started 
a furniture manufacturing business. 

VIRGINIA, Norfolk—Hampton Roads Ship- 
building Co. (Inc.), #. B. Spear, general manager, 
will reconstruct part of plant recently burned. 








NECROLOGICAL RE( 





ELLERY C. DEAN, president of the Dean- 
Penney Co. (Inc.), Brockton, Mass., the first 
president of the Old Colony Builders’ Supply 
Association and one of New England’s best 
known and most successful retail lumber 
merchants, died Sept. 19 at his home in 
Brockton, after being ill only a short time. 

Mr. Dean was born 68 years ago in East 
Providence, R. L, and his family later moved 
to Brockton, where he was educated and 
began his business career as a “lumper” in 
the employ of the late Albert Cranston 
Thompson, Who operated a sawmill and lum- 
per yard. Mr. Thompson found the young 
man painstaking and faithful, and reposing 
great confidence in him steadily increased his 
responsibilities. Mr. Dean saved his earnings 
and in twelve years bought a quarter interest 
in the business, which was continued under 
the new name of A. C. Thompson & Co, Very 
shortly Mr. Dean bought another quarter in- 
terest and became an equal partner with his 
first and only employer. The business grew 
and prospered, and the concern was incor- 
porated with A, C. Thompson, president, and 
Mr. Dean, vice president. In 1904 Mr. Dean 
bought out Mr. Thompson’s remaining half 
interest and reorganized the business, form- 
ing the Dean-Penney Co. (Inc.), with Mr. 
Dean, president, and J. B. Penn2y, vice presi- 
dent and treasurer. A typical gentleman of 
the old school, Mr. Dean was ever courteous 
and reliable, and his personal honesty and in- 
tegrity were carried out in his business and 
were the kind ‘that could not fail to make an 
impression on the community. Keenly in- 
terested in every phase of the retail lumber 
industry and related activities of milling and 
woodworking, Mr. Dean was a loyal associa- 
tion man. He was a member of the Massa- 
chusetts Retail Lumber Dealers Association, 
the Northeastern Retail Lumbermen’s Asso- 
ciation and one of the founders of the Old 
Colony Zuilders’ Supply Association, an 
active local group of lumber dealers who 
chose Mr. Dean for their first president. He 
was a member of Paul Revere Lodge, A. F. 
and A. M., and Massasoit Lodge, I. O. O. F., 
and of the Advent Christian Church. He is 
survived by his wife, Mrs. Phoebe (Chase) 
Dean; two sons, Albert D. Dean and David A. 
Dean; two daughters, Miss Gloria and Miss 
Virginia Dean; three grandchildren; a 
brother and two sisters. A large delegation 
of fellow lumbermen, both retailers and 
wholesalers, attended the funeral services 
on Tuesday, Sept. 22, and there were many 
beautiful floral tributes. The passing of Mr. 
Deans means a loss that will long be felt, 
not only by his family and his own business 
organization, but also by the lumber indus- 
try in the large territory where his strong, 
genial personality had become an inspiring 
influence, and throughout the community he 
had done so much to upbuild. 


JOHN F. MERRILL, prominent pioneer 
lumber retailer of Brigham City, Utah, and 
father of J. Francis Merrill, former president 
of the Utah Lumber Dealers’ Association, is 
dead from the result of severe injuries sus- 
tained in an automobile accident. From the 
first it was feared that Mr. Merrill would not 
recover because of his great age. He was 
in his 89th year. Mr. Merrill was born in 
lowa, Oct. 23, 1843, and went to Utah in 1852, 
only five years after Brigham Young and the 
Mormon pioneers arrived in Great Salt Lake 
Valley. Fifty years ago he settled in Brig- 
ham City. Mr. Merrill organized the Merrill 
Lumber Co. in 1892 under the name of John 
F. Merrill & Co., taking several of his sons 
and sons-in-law—he had a large family— 
into the business. The firm for a long time 
has been known as one of the largest of its 
=e in northern Utah and has a branch in 
aano 


ALBERT P. MOORE, 72 years old, at one 
time president of the American Coal & Ma- 
terial Co., Kansas City, Mo., founded in 1916, 
died Sept. 23 of a chronic heart condition 
Which had confined him to the hospital since 
Aug. 26. Following an early career as a rail- 
road telegraph operator, Mr. Moore went to 
Kansas City to take a position in the merger 
of the Kansas & Texas Coal Co. with the 
Central Coal & Coke Co. of Kansas City, 
serving as first assistant general sales man- 
ager until the formation of his own com- 
Dany. He retired from active business two 
years ago. Surviving are his widow, Mrs. 
Stella Moore, a daughter, Miss Clara Moore, 
and a son, Tom Moore. 





WILLIAM M. STURGILL, Hindman, Ky., 
formerly widely known Kentucky lumber- 
man 73 years old, in recent years president 
of the Bank of Hindman and a veteran mer- 
chant, died at his home in Hindman, Sept. 27, 
after a long illness. Mr. Sturgill entered the 
lumber business in that territory years be- 
fore Knott became a county, and even before 
Hindman was established. He was success- 
ful from the beginning, amassing a consid- 
erable fortune. A wife and two sons survive. 


ALBERT WALLERSTEIN, formerly a Chi- 
cago lumberman, who had been living in Los 
Angeles, Calif., for the last eight years, was 
found dead in mysterious circumstances after 
having been missing for about thirty-six 
hours. His body was found by a gardener 
Slumped against the garden fence and police 
believe that he had taken poison in despond- 
ency over stock market losses or a weak 
heart. A widow and son, Robert, survive. 
Mr. Wallerstein was at one time associated 
with the John A. Gauger Lumber Co., of 
Chicago. 


GEORGE H. LOCKE, owner and operator 
of retail lumber yards in Milford, Franklin 
and Framingham, Mass., died Sept. 22 at his 
home in Hopedale, Mass. He was born in 
Needham, Mass., 68 years ago, the son of the 
late Henry S. Locke, founder of the H. S. 
Locke & Son Co. and for many years the head 
of this Needham retail lumber yard. Mr. 
Locke came of a real lumber family, his 
father being a lumber dealer and his two 
surviving brothers both owning and operat- 
ing retail yards in eastern Massachusetts. 
Clifford Locke is the present head of H. S. 
Locke & Son Co., Needham, and Arthur T. 
Locke owns and operates a yard in Wake- 
field. George H. Locke is survived by a 
daughter residing in South Carolina and by 
four sisters. 

EDWIN S. FIELDS, for many years a 
prominent and very active member of the 
retail lumber trade in Boston, Mass., died 
recently at his home in Dorchester. Mr. 
Fields was born in Boston, Jan. 6, 1867, and 
began his business career with the Curtis & 
Pope Lumber Co. In 1910 he decided to go 
into business on his own account and or- 
ganized Starrett-Fields (Inc.), establishing a 
retail yard in the Roxbury district of Boston. 
Mr. Fields withdrew from this connection in 
1924 and incorporated the Fields Lumber Co, 
to conduct a retail business in Boston and 
vicinity, but retired from the lumber trade 
shortly afterward. Mr. Fields leaves a widow 
and six children. 


J. NEWTON PUGSLEY, well known lumber 
merchant, exporter and ship owner of Parrs- 
boro, N. S., passed away recently in his 69th 
year. Mr. Pugsley was born at River Hebert, 
N. S., and had been in the lumber business 
for many years at Parrsboro. He held large 
lumber and timber interests in Nova Scotia. 
He was also president of the Building Pro- 
ducts & Coal Co. (Ltd.) of Winnipeg. Mr. 
Pugsley was a member of the United Church 
and of Parrsboro Lodge, A. F. and A. M. He 
is survived by his wife, two sons and two 
daughters. 


WILLIAM S. SMITH, 76, retired lumberman 
of Carthage, N. Y., died suddenly on Sept. 17, 
while seated on the porch of a friend’s home 
at North Croghan, N. Y. Mr. Smith was born 
in Adams Basin, N. Y., Aug. 8, 1855. At the 
age of 25 he became woods manager for 
Samuel Branaugh. Later he held a similar 
position with the Sherman Paper Mill at 
Great Bend, N. Y., and the St. Regis Mills 
at Deferiet, N. Y. Since retiring from the 
latter firm’s employ he had been interested 
in timber lands above North Croghan and 
at the time of his death had gone to that 
village to arrange for the purchase of a tim- 
ber tract in that section. 


JAMES J. TURRISH, retired lumberman, 


died at his home in Portland, Ore., Friday, 
Sept. 25, after a long illness. Mr. Turrish 
was 77 years of age and prior to 15 years 


ago when he retired, was associated with his 
brother, Henry Turrish of Duluth, Minn., in 
the extensive Turrish lumber operations in 
the Pacific Northwest. He also operated in 
Wisconsin. He is survived by a widow, Mrs. 
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3lanche Turrish; a brother, Henry, and two 
children: Mrs. Frank P. Tebbet of Portland, 
and Mrs. Thomas A. Lawson of San Fran- 
cisco. 


THOMAS A. RICHARDSON, aged 66, for 
many vears a Wisconsin lumberman, died at 
Dr. Lynch’s hospital in Milwaukee after an 
illness of three years. Mr. Richardson, who 
was a lifelong resident of Wisconsin, was 
timber estimator for the Tipler Lumber Co., 
Tipler, Wis., for 30 years. He retired three 
years ago. Surviving are his wife, Isabelle, 
and two sons, Dana K., and Ross Richardson. 





FRED G. NEWTON vice president and sales 
manager of the Northern Lumber Co., Boston, 
Mass., and St. Johnsbury, Vt., wholesale and 
commission dealers in spruce, hardwoods, 
lath, shingles and hardwood flooring, died 
Sept. 22 at his home in West Medford, Mass. 
Mr. Newton was born Aug. 1, 1866, at Lowell, 
Mass., and spent his early years in New 
Hampshire at Littleton and Lancaster. For 
some years he was employed by the Boston & 
Maine Railroad. He entered the employ of 
the Northern Lumber Co. twenty-four years 
ago as assistant office manager, showing such 
aptitude for the wholesale lumber business 
that he was elected an officer of the cor- 
poration and placed in charge of sales at 
the Boston office. Mr. Newton is survived by 
his wife, Mrs. Ella H. Newton. 


JIMERSON MARVIN LaGRONE, founder 
and general manager of the Colfax Lumber 
& Creosoting Co. of Colfax, La., died recently 
at his home in Alexandria, La. Mr. LaGrone 
moved to Alexandria about two years ago, 
previously residing at Colfax. He was a 
prominent business and industrial factor in 
central Louisiana. Among his important po- 
sitions was that of director of the Louisiana 
& Arkansas Railway. He was chairman of 
the Grant Parish Red Cross chapter and was 
actively identified with other welfare move- 
ments. He died suddenly, soon after return- 
ing home from Colfax, where he had held 
a seven-hour conference with business asso- 
ciates. He is survived by his wife and one 
daughter. 


TRANSPORTATION 


Week's Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Sept. 19, 1931, totaled 742,628 cars as 
follows: Forest products, 26,572 cars (an in- 
crease of 2,405 cars above the preceding 
week); grain, 40,192 cars; livestock, 24,931 
cars; coal, 123,005 cars; coke, 4,606 cars; ore, 
29,855 cars; merchandise, 217,912 cars, and 
miscellaneous, 275,555 cars. The total load- 
ings during the week ended Sept. 19 show an 
increase of 74,878 cars above the week imme- 
diately preceding. 

















Injunction Against New Washington 
State Rates 


TACOMA, WASH., Sept. 26.—The common car- 
rier railroads of the State of Washington 
were granted an interlocutory injunction 
preventing the State department of public 
works from putting into effect new log haul- 
ing rates at a hearing held here last Tuesday 
before three Federal judges. The injunction 
was granted by Curtis D. Wilbur, circuit 
judge of the San Francisco court of appeals, 
Edward E. Cushman, resident district judge 
and Charles F. Fray, judge of the Great 
Falls (Mont.) district. 

The case has been before the courts since 
1925. The rate scale ordered by the State, 
which was temporarily blocked by the in- 
junction, is also opposed by the Associated 
Log Shippers of Washington, who claim that 
any increase in rates is confiscatory. The 
injunction allows the railroads to put into 
effect the tariff issued last year which was 
held up by the legal proceedings and the 
action of the State. However, the roads are 
required to post bond to protect the shippers 
in case the increase is not allowed following 
the regular trial in the Federal court here, 
the date for which has not been set. 

In opposing the tariff, which is based on 
a new method of scaling, the State proposed 
new carload rates on a mileage plan which 
the shippers claim would have increased 
rates approximately 8 percent. The tariff 
issued by the roads makes an increase of 
approximately 10 percent. The shippers op- 
posed both tariffs and withdrew from the 
case. 
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NOTES FROM WASHINGTON 


Public Seating Manufacture a Big 
Industry 


WasHINGTON, D. C., Sept. 28.—Public seat- 
ing manufacture is a $40,000,000 industry in 
which wood furniture and fixtures for schools, 
theaters and churches plays the leading role 
with steel forming an important competitive [ 
factor. Thirty-six leading firms, that reported How to Figure Costs for Advertising |_| Employment 
operations for the year 1928-29 to the bureau In Classified Department iii iii 
of foreign and domestic commerce of the li SUPERINTENDENT OR GENERAL FOREMAN 
United States Department of Commerce, did an Hs © _ Planing mill, special and stock millwork, detajj 
annual average business for this period amount- | |: 55 cents a line biller. Can draw up plans for i 
ing to $23,230,013, estimated to represent about , 7s scorn mag Fe a ee ee 
60 percent of the entire business. The survey For four consecutive weeks $0 cents a line cs 


was conducted on request to form a basis for For thirteen consecutive weeks $2.70 a line EXPERIENCED SALES MANAGER 
For twenty-six consecutive weeks. .$5.40 a line 


- . Southern pine and hardwood desires connectip 
For fifty-two consecutive weeks. ..$10.80 a line with Southern manufacturer, Age 38. Married 


tices tor the industry. . Work other than sales considered. 

Public seating covers the manufacture of Seven words of ordinary length make Address “K. 28,’ care American Lumberman 
desks, kindergarten furniture, chairs, folding «.. line. ; mpi 
chairs both opera and plywood, pews, chancel Count in the signature. Heading PRACTICAL EXP. LUMBER OFFICE MAN 
equipment and such. Forty-one percent of the ae ae ao pose — oe = 6 yrs. bookkeeper and accountant, 7 years sale 
output of these 36 leading firms was supplied nerentaten 2 ee = * ee ee eee ee weet 88 Oe 
to schools; 40 percent to theaters and 18 per- Extra white space figured at line Address “K. 18," care American Lumberman. 
cent to churches. An average of five chancel rate. 
outfits per year costing in excess of $5,000 were One inch space advertisement is DETAILER BILLER-ESTIMATOR 
sold during the period. equal te fourteen nes. Special and stock millwork, also store fixtures 

Movable furniture is coming into greater de- teriittances to accompany the order pane dann. Minagadll ny Faas superintend mill. Highest 
mand in schools. The report points out that No extra charge for copies of paper Address “K. 26,’’ care American Lum »erman 
seven of the twelve products showing an upward containing advertisement. Copy must 
trend in sales for the period were made of wood bs in this office not later than Wednes- EXPERIENCED HARDWOOD SALESMAN 
and five of steel. day morning in order to secure inser- With wate connection in Canada, wishes positia 

An 85-page report covering the data gathered tion in regular department. All adver- maf et tm ao" ica decease ar 
in the survey has just been published by the tisements received later will be placed 
bureau of foreign and domestic commerce. under heading Too Late to Classify. DRY KILN MAN 
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establishment of economic principles and prac- 














Long experience in wood working and drying. 
Technical training. Now employed. Wants new 


. . . 
Textbook on Coal Mine Timbering location. 
PS _ Bal PL - Address “H. 52,” care American Lumberman. 
A textbook on “Coal Mine Timbering” for THE GREATEST MARKET PLACE 
the use of miners taking vocational courses has i Ge Rinnai eeidiiRieeeies aia otited POSITION WANTED 
just been published by the Federal Board for industries to advertise in, is the Wanted By first class band, gang and circular saw filer, 2 
Vocational Education. This booklet should ane Ter Ente Sepenaiene of the wage 0 omg ga ; 
have special value for producers and dealers AMERICAN LUMBERMAN. Address “K. 1," care American Lumberman. 


handling mine timbers, although it is intended Read the Classified ads. Many oppor- LUMBERMAN WITH LONG EXPERIENCE 
primarily for study by timbermen and brattice- oe ii voc te a re a Sel- In manufacturing, wholesaling and retailing is 
. P ine re H advance er. est for selling lumber, shingles, re- looking for a connection Recently has been doi 
an > 11 7 g ( dvan ) - sea : sa “oe i é : s ntly has been doing 
men and other bbe aers |W anting to 3 lv ance ti tail yards, business opportunity, timber the buying for several wholesale yards and look- 
timbermen. Dividing the subject into job prob- and timberlands, machinery, locomo- ing after office details in the general office of a 
lems, it gives correct installation and construc- tives, cars, rails and equipment used large wholesaler. Thoroughly familiar with cost 
° : ° ) ° n io in logging operations You can get em- accounting. 
tion practices which furnish the background ployees, salesmen, employment or any- Address “K. 23,” care American Lumberman. 
for effective wood sales arguments. Ching weed in lumber and allied indus- . 
Th: : Pe . Os” . his | . tries by advertising in the Wanted and EXPERIENCED RETAIL MANAGER 
rat Competition is creeping into this busi- For Sale department of the American : 
ness is shown by the fact that three of the fit- Lumberman. Who can towree operating qente, believes in doing 
business at a pre and collecting scounts when 
teen chapters are devoted to concrete and two Send your advertisement to the due, Hard worker "sober, steady “good health 
to the use of steel, both acknowledged to be AMERICAN LUMBERMAN best of references. 
ttt @ eer Le 7"... . oe — wages = apaibe ——— Address “K. 9,’" care American Lumberman. 
expensive alternatives. The ten chapters on Greatest Lumber Newspaper on Earth 
wood cover completely timber use in coal min- ities ith Maas Wammiteniis Mtuane RETAIL LUMBER, SPECIAL MILLWORK 
ing and the basic uses oO wood in other types Chicago, Illinois. 3uilding material, sash and door manager now 
of mining. The booklet is of 100 pages and employed is seeking new connection. Detailed 
Phe : ar tare . ; . aa : 3 e qualifications on request. 
may be obtained from the Superintendent of Address “K, $3." care American Lassberman 


Documents at Washington, D. C., for 15 cents : ¥ T & ° 
a copy. 00 Late Io assli ACCOUNTANT—BOOKKEEPER 


























Twelve years band mill and wholesale experience 


Plants Engaged in Manufacture of WANTED—GREEN HARDWOOD SAWDUST Capable taking full charge office including tax and 


financial statements. Now available. 
> — ino Tien ‘ ; Address “K. 34,’’ care American Lumberman. 
Prefer Indiana, Illinois and Wisconsin points. 
Turned Wood Products Address “K. 15,’" care American Lumberman. 
_ : ‘ , EXPERIENCED RETAIL LUMBERMAN 
here were 894 plants engaged primarily in . ; ee 
- Wants management medium sized yard. Michigan 
the turned wood, shaped wood and other 


preferred. References. 
wooden goods industry in 1929 according to a WAN T ED Address “K. 3,” care American Lumberman 
compilation made public by the bureau of the 











: F - WANTED RETAIL YARD MANAGEMENT 
census. According to their recently published Experienced, age Sf. Previous four yeare in om 


census of distribution these plants had total eral office of White House Lumber Compan) 
ales f > yee < i $67,060 ( f E | Canadian, Texas, F E. CLARK 418 Grattar 
sales for the year amounting to $67,060,000 of mplioyees Topeka, Kans. 
which 42.7 percent or $28,608,000 represented 
sales to industrial c rs VE 
ales to industrial consumers. Be WANTED—CAPABLE BUYER FOREIGN HARDWOOD SALES EXECUTI 
Distribution of other sales were: To whole- iesicinamaas cathe ‘Seemeiinis tie allie dae “Micali: venue Wants to run department for Al Middle Western 
ale 3S rce $26,661,000 ; tailers TE areeerane THERS ii ty <a — house, covering furniture and interior wood work- 
salers 39 percent or $26,661,000 ; to retailers 11 WINIKER BROTHERS, Millis, Mass. ing trades. Excellent buying connections 
percent, or $7,356,000; and to manutacturers Address “K. 47,"" care American Lumberman. 
own retail branches .6 per cent, or $452,000. > sanpiiies 
The type of plants in the group include those Em lo ment LUMBER-RAILROAD STENO—LA * e 
engaged in the production or turning of spool invelcing, billing, and general office work. EE 
ag - productio F turning Of Spools, go anywhere. Available October 15th Best 
bobbins, shuttles, dowels, chair stock, handles, references. __ 
bowls, dishes pastry boards, toothpicks clothes- ENERGETIC AND COMPETENT Address “K. 46,” care American Lumberman. 
, . : , ack j ing P , = Saw mill plant manager desires position with large 
pins and clothes racks, Ironing boards, wash operator as manager or assistant. Years of ex- SPECIAL MILLWORK ESTIMATOR 
boards, ladders, toys, novelties and miscellane- | perience managing large operations South and And Salesman. Long experience. Know Cost Book 
ous turned and shaped wooden goods. Of the West. If you need services of result getter, with A. Experienced factory superintendent. Ten sa 
+ = - i = 3 Bn” plenty of energy and clean record, let’s talk it as manager of wholesale stock and special mili 
894 plants, 17 transfer their entire output to | Over work plant. Now employed. Seek new location. 
other plants of the same company. Address “K. 29," care American Lumberman. Address “K, 48," care American Lumberman. 
































